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The Vicious “Price Stamping Bill” Is Political 


IGH wages make high prices and, in turn, high 
H prices make high wages, and the vicious circle, 
with its increasing irritation of the minds of 
the public, continués. It is not pleasant to contem- 
plate the nervous situation in the industry today. If 
it had any justification, there might be something said 
in its favor. Together with this campaign to reduce 
the high cost of living, made manifest by a minor form 
of “overall sabotage,” we have a real pernicious med- 
dling with industry by members of the Government 
at Washington. 

Like a bombshell out of a clear sky, Senator 
McNary puts in a bill for the stamping of shoes with 
factory cost prices. What does it mean? Political 
publicity or a practical idea to limit profiteering? 
Nothing seems so sweet to the Congressman these 
days as the printing of his name over an article that 
promises some solution for the high cost of living. He 
knows that that is the great issue of the day, and he 
knows that any plausible story goes over with that 
major gullible portion of the American public. Then, 
too, the majority of “headline hoppers” take it for 
granted that a bill proposed in Congress is practically 
a law, the great American habit being to vote “yes” 
on any question.. That is evidenced by the way in 
which the prohibition amendment was skilfully put 
through the various States by making it easy for the 
voter to say “‘yes” and mighty difficult for him to find 
out how to say “‘no 

We are running in this issue an exact copy of the 
wording of the McNary bill itself. In the mass of 
words that.carry many hidden meanings stands out 
conspicuously the thought, “‘we’ve got to catch some- 


body to make an example of, and it might as well be 
you.” 

Somehow or other the shoe trade does not seem to 
have the faculty of stopping measures contemplated 
in our legislative halls. Far more proficient are the 
farmers of the West, the cotton growers of the South, 
the sugar men, the woolen magnates and those big 
industries which have learned the inner tricks of 
politics. Washington lawyers have told us time and 
time again that the shoe trade seems legitimate bait 
for political propaganda, 12 months in the year. Then 
again, the politicians themselves tell us that they can 
stir up more “little men’’ in the shoe and leather field 
who, when the smoke blows away, go home to sing the 
praises of their local Congressman and his valiant 
deeds in the halls of Congress. By what has gone be- 
fore, we might be of the opinion that it is the “‘Re- 
corder’s’’ idea that nothing will come of the McNary 
bill, outside of political meddling, but actually with 
six or seven cries of “Wolf! Wolf!” from the days_of 
Barney Baruch to the days of Senator McNary, there 
is a possibility of this bill being slipped in now and 
made law to appease the public that in these critical 
months is seeing “red.” The “Recorder” has asked 
one of the best-known legal authorities on the constitu- 
tion in Washington to give us a strong opinion as to 
the constitutionality of the bill. Several of the Sena- 
tors in Washington informed our resident representa- 
tive that, constitutional or no, they will vote for the 
bill to ‘do something for the family pocketbook.”’ 
These Senators infer that once made law, it would take 
a number of years for the slow moving Supreme Court 
to decide that not only is the bill unconstitutional, but 
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class legislation of the worse sort. So flexible is the 
Lever act and so all-embracing are the war prerogatives 
of the Government that the bill can slip through and 
become law providing no unanimous protest is made. 
Then again, Congressmen say that the trade is not 
unanimous in its opposition to the bill; that there are 
big manufacturers who would favor legislative action 
that would squeeze out profits in the retail field. 
There are reasons by the dozen given in this issue 
why the McNary bill should be given immediate and 
vigorous attention. Any merchant who hopes to re-’ 
tain his business and hopes to remain independent 
should put more than good hopes into the protest to 
his Congressmen and Senators. The truth is, every 
Congressman is in a delicate political situation and a 





President Orr Urges Action 


In Telegram to Every State Organization 
in the Trade 


MeNary bill now before Senate branding 
manufacturer’s cost price on all shoes will 
spell absolute ruin to every shoe dealer in 
America. Grave danger of it passing. Can. 
you not have vigorous protests from State 
Association, all local associations, every re- 
tailer, jobber and department store in your 
State, also mass meetings of Chambers of 
Commerce and other business organiza- 
tions who are not desirous of seeing an 
industry destroyed. Bombard your Sena- 
tors and Representatives with telegraphic 
protests. Quick action necessary. Please 
wire if you will co-operate. 


JAMES P. ORR, 


Pres. National Shoe Retailers’ Assoc. 











unanimous protest on the part of the industry in every 
branch can make him see the light. It is time for 
action, immediate action. Do it now. 


A STRONG PROTEST TO SENATORS 


A Letter Covering Reasons Why Price Stamping Is 
Impossible to Consider 

The following is from E. P. Holmes, president New Eng- 
land Shoe Wholesalers’ Association: 

“We learn that yesterday Senator McNary of Oregon, 
chairman of the Senate sub-committee which has been in- 
vestigating the high price of shoes, introduced a bill which 
would make it compulsory for manufacturers to stamp on 
the soles of shoes the price at which they are sold to retailers. 
As an association, representing a very large invested capital, 
we wish to enter a vigorous protest against the passing of 
any such bill. Were this bill enacted into law, it would 
cause a very serious condition in the shoe industry, and 
work a tremendous hardship upon thousands of innocent 
parties. It, moreover, would not accomplish the results 
which are expected from it. . 












“There are many definite, fixed charges which have to be 
included in the cost of selling shoes. These costs cannot be 
intelligently explained to each individual purchasing a pair 
of shoes. Can you imagine, therefore, the confusion, dis- 
satisfaction and quibbling which would occur in making a 
sale at retail if the manufacturers’ price is stamped upon the 
sole of a shoe? Can you imagine the difficulty which would 
arise if a woman tried on a certain grade of shoes on the 
sole of which was stamped $8.00, found that the shoes were 
too narrow to fit her foot, and then was obliged to try on 
another pair of shoes of the same grade and make which 
did fit her, only to find that that shoe was stamped $9.00? 
Do you think that she would make the purchase? The 
chances are that she would get up and leave, and attempt 
to make her purchase at some other place. This inevitably 
would add expense to the cost of retailing shoes, because it 
would require a large number of clerks to make a fixed number 
of sales per day. Moreover, this sort of a case would un- 
doubtedly occur very frequently, owing to the fact that 
prices of leather are changing daily, as well as the prices paid 
for labor, which would mean a constant changing in the 
manufacturer’s prices of finished shoes, and this would 
result in the retailer having on his shelves the same grade 
and quality of shoes at many different prices. It seems 
almost impossible to conceive of a country which prides 
itself upon its principles of democracy and liberty pickin 
out a single industry and passing laws which govern that 
particular industry in a different manner from those which 
govern other industries of the country. In our opinion 
99 per cent of the criticism which has been offered against 
the shoe industry has been pure propaganda. Our industry 
evidently has been picked out simply because it produces 
and merchandises an article which is in univeral daily 
use. 

“Today there is no shortage of shoes in this country, and 
the same laws of supply and demand which have existed 
since the world first began are effective in the shoe industry 
today. This should be conclusive proof that at the present 
time there cannot be any widespread profiteering in the manu- 
facture and sale of shoes. Were it true, we would find a 
tremendous increase in the number of shoe establishments 
of all kinds. Capitalists would rush to get into the shoe 
business. Men close to the industry, however, know that 
the returns which they are making today are only commen- 
surate with the business risks which they are assuming. 
This accounts for the fact that there is no flocking or rushing 
to get into the shoe business today. Furthermore, if you 
will but examine the reports issued periodically by Dun and 
Bradstreet, you will note that there are still a considerable 
number of shoe failures which are constantly taking place. 
This would not be the case were profiteering widespread. 
The shoe industry has, in fact, during the past been keenly 
competitive, and we believe it will continue to do so. 

“Another phase of the situation which I think would be 
called to your attention is the fact that the stamping of prices 
on shoes will very materially injure export trade. Shoes 
stamped in American dollars, which represent manufacturing 
costs, would not be bought by foreign buyers, for they would 
immediately state that they could not resell in the foreign 
market at a price in excess of that stamped on the shoes. 
In answer to this phase of the situation, you may state that 


’ it will not be necessary to stamp shoes which are going to be 


exported. This, however, would not take care of the business 
which is being done today with foreign buyers who buy a 
large quantity of goods from stocks which are carried in this 
country. The loss of this business would be felt very ma- 
terially, and would directly take away productive work from 
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a large number of working people. At the present time the 
Federal Trade Commission is making a thorough investiga- 
tion of the shoe industry, and they have the full power and 
means for obtaining accurate information on the subject. 
Moreover, a short time ago the Lever bill was extended to 
cover the shoe industry, and there is sufficient power under 
this bill to control any and all profiteering in case the same 
existed in the industry today. 

“‘We, therefore, protest vigorously against the passing of 
any bill which would provide for the stamping of the manu- 
facturer’s price on the soles of shoes for the following 
reasons: 


. It would not accomplish the purpose for which it 
is proposed. 
. The principle is economically unsound. 
. It deliberately limits the freedom and liberty of 
the American people. 
. It would be distinctly class legislation. 
. It would ruin many merchants' who have large in- 
vested rights. 
6. It would seriously affect export trade. 
7. It is unnecessary; for widespread profiteering in 
the shoe industry today is a myth. 
. The Government has ample powers at the pres- 
ent time to control the situation in other and 
more practical ways. 


“We hope the contents of this letter will receive your 
vigorous attention. Do not overlook the great importance 
of this matter, for it is your duty as a representative of the 
people to prevent any such legislation being enacted into law. 
Should you, or any of the Senate committee interested in 
the matter, desire detailed information from the shoe in- 
dustry, I am sure the same will be readily forthcoming. 

“TI will appreciate it very much if upon receipt of this 
letter you will drop me a line letting me know your attitude, 
and I will also appreciate it very much if you will notify me 
as to whether it would be wise to send a copy of this letter 
to each of the Senators. 
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May Day of 1920 
HIS is RED day (May Day), the day impudently 
seized by foreign and alien revolutionists for 
demonstrations of their ill-will against all decency. 

But for every real American it is also a blue and 
white day, the same as all the rest of the calendar. It 
takes all three to make true American colors; not 
only the red of Power, but also the blue of Loyalty and 
the white of Justice. There is no good reason why this 
day, at the beginning of Summer, should be given over 
to the celebrants and exponents of brainless force, the 
pestilent imported anarchists who abuse our hospi- 
tality and who tread the pearls of American liberty and 
opportunity under their swinish feet. 

The answer to the challenge of the red flag of 
Anarchy is the red, white and blue flag of American- 
ism. The two things they stand for are at opposite 
extremes, irreconcilable and incompatible. They will 
not mix, and there is no possible compromise between 
them. Some people seem to be forgetting that; they 
are allowing the let down and relaxation which fol- 
lowed war strain to carry them to a dangerous ex- 
treme of lethargy and indifference. 

This is a good day to refresh our recollection of the 
words and writings of the builders of American 
liberty; of Washington and Jefferson, Adams and 


’ Jackson, Lincoln and Roosevelt. It is a good day to 


take a straight look at the real elements of America’s 
greatness. To do this is to feel stirrings of wrath 
against the brutal alien ignorance which would destroy 
that greatness, and to feel a new resolve to thwart and 
destroy the destroyers. Every man who prefers peace 
and prosperity to crime and disaster should take 
time to align himself as a true American. 
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conditions overseas. 
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PRODUCTION QUESTION DISCUSSED 


National Chamber of Commerce in Session at 
Atlantic City 


Atlantic City, N. J., April 27—Of all the questions 
under discussion before the convention of the Cham- 
ber of Commerce of the United States, now. in session 
here, that of production and its effect on retail trade is 
of most interest to American merchants. Many dele- 
gates see in the European market an opportunity to 
increase American production, although one and all 
are agreed that, if American goods are to be exported, 
the move must be financed with money raised in this 
country. This also is emphasized in the report of the 
National Committee on European finance which was 
adopted by the convention today. This report de- 
clares that the necessity of getting raw materials to 
Europe is fundamental to reconstruction and a re- 
sumption of trade; and that, while American bankers 
and business men are friendly toward aiding Europe 
through private means, concrete action on the part of 
the government is prerequisite to practical effort on 
an extended scale. A feature of yesterday’s session 
also was an address by Secretary of Agriculture Mere- 
dith, who urged an increase in agricultural activity. 

John W. Craddock, prominent shoe manufacturer, is 
here as a delegate from the National Boot and Shoe 


Association. 






TALK ON EUROPEAN CONDITIONS 


**Recorder’? Men Tell of Trip Abroad at Club 
Meeting 


At a luncheon-meeting of the Boston Shoe Trades’ 
Club Wednesday noon, Everit B. Terhune and 
Arthur D. Anderson of the “Boot and Shoe Recorder” 
staff gave some interesting impressions of their recent 
three nionths’ visit to Europe, a couple of weeks of 
which were spent in Germany. 

Mr. Terhune said that financial and political condi- 
tions in Germany today are deplorable, and that while 
the average daily wage of working people is 35 marks, 
they are obliged to pay such prices as 4,000 marks for a 
suit of clothes, and from 450 to 700 marks for a pair of 
shoes. While an English working man can earn a pair 
of shoes with 214 days’ wages, it requires 16 days’ 
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wages on the part of the German working man. 
Mr. Anderson gave some interesting technical infor- 
mation regarding the shoe and leather industry as 
as studied by him while in the various European 
countries. 


TRADE GAIN REPORTED 


New England Shoe and Leather Industry Has 
Reached a Total of $650,000,000'J4 


An amazing gain in the shoe and leather, industry 
of Massachusetts is shown by the recent report of the 
State Bureau of Labor for 1918, just published. It 
indicates that the business has doubled all along the 
line, and that the total business of manufacturing 
shoes, leather and allied products amounts to $650,- 
000,000 annually. The gains from 1915 to 1918, 
which some may consider the war period, are as fol- 
lows: 


1918 1915 Gain 
Boots and shoes.. . $361,000,000 $200,000,000 $161,000,000 
eT rae 81,000,000 45,000,000 36,000,000 
Cut stock........ 118,000,000 59,000,000 59,000,000 
Rubber shoes. .... 54,000,000 27,000,000 27,000,000 
The important centers made gains as follows: 
1918 1915 Gain 
Brockton........ $62,000,000 $47,000,000 $25,000,000 
Haverhill 48,000,000 26,000,000 22,000,000 
Lynn............ 47,000,000 27,000,000 20,000,000 
PCC Te 32,000,000 15,000,000 17,000,000 





CALIFORNIA ASSOCIATION CONVENTION 


Scheduled for June 7-10,. Hotel del Coronado, 
Coronado Beach 


The California Retail Shoe Dealers’ Association 
Convention will be held at the Hotel del Coronado, 
Coronado Beach, California, from June 7-10, in- 
clusive. An interesting program has been arranged. 
The attendance promises to be a large one, as the 
convention is to be held in honeymoon month and 
scores will take advantage of the ‘convention for a 
California trip. . 

A committee of Los Angeles retail shoe merchants 
has been appointed for the purpose of assisting in 
selecting speakers for the occasion. 

The Los Angeles committee consists of Messrs. 
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Heidel of the Wetherby-Kayser Shoe Company; 
Messrs. Innes, Gude; C. H. Baker and Jesberg of the 
Walk-Over Boot Shops. 

All parts of the State are boosting to make this 
the biggest convention which the State of California 
has ever witnessed. 


CANADIANS PLAN CONVENTION 


National Association to Hold Second Annual 
Event at Montreal, July 13-16 


The Second Annual Convention of the National 
Shoe Retailers’ Association and the Shoe, Leather 
and Allied Trades’ Fair will be held at the Hotel 
Windsor, Montreal, July 13, 14, 15 and 16, 1920. 
Harry Gibbons is the chairman of the Billeting or 
Hotel Committee. He can be addressed at Room 4, 
Windsor Hotel, Montreal. ~ 


FOREIGN TRADE CONVENTION 


Seventh National Event at San Francisco, 
May 15-20 

One of the important features of the Seventh 
National Foreign Trade Convention, to be held at 
San Francisco, Cal., May 15-20, 1920, will be the 
world conference of American foreign traders. 

Three special steamers, chartered for the accom- 
modation of delegates from abroad, will be provided 
for the ports on the Pacific Ocean. Another steamer 
starting from New York will go by way of the 
Panama Canal. 


ARMY SHOE CONTRACTS 


Awards Made on Bids Submitted April 14 


Washington, D. C., April 27—Awards of Army shoe 
contracts have been made to the following figms at 
the prices named, on bids submitted April 14. All 
prices are for shoes without laces: 

Joseph M. Herman & Co., Millis, Mass., 100,000 
pairs at $6.7845 per pair; Rosenwasser Bros., Long 
Island City, N. Y., 100,000 pairs at $6.785; Weyen- 
berg Shoe Mfg. Company, Milwaukee, Wis., 75,000 
pairs at $6.6666; Charles P. Keighley, Vineland, N.J., 
25,000 pairs at $6.755, and 25,000 pairs at $6.775; 
R. P. Hazzard Company, Gardiner, Maine, 75,000 
pairs at $6.635; B. A. Corbin & Son Co., Webster, 
Mass., 50,000 pairs at $6.775; A. H. Weinbrenner 
Company, Milwaukee, Wis., 50,000 pairs at $6.75. 


PLANNING SYRACUSE MEETING 


Parade of Models to Be Feature of State Con- 
vention 


Arrangements for the State Convention of the Retail 


Shoe Merchants’ Association are rapidly taking shape. 


’ 


BOOT AND SHOE. RECORDER 39 


Due to the illness of President E. N. Parks, however, 
the work has been somewhat delayed. Practically all 
of the 70 booths on the mezzanine floor of the Hotel 
Onondaga have been bought up, according to Presi- 
dent A. B. McCormack of the local shoe merchants’ 
club, who has this work in charge. The Rochester 
shoe merchants have taken 20 booths, which will all 
be in the Hiawatha room. One of the outstanding 
features of the convention, according to the present 
plans, will be a parade of models every day during the 
convention. One hundred models have been secured 
from New York for this purpose. ! 





Another Version of Mark-Up 


Buffalo District Attorney Says 50 Per Cent 
on Cost 


Frederick Becker, president of the Buffalo 
Retail Shoe Merchants’ Association, re- 
cently conferred with the U. S. District 
Attorney’s office as to what it regarded as 
profiteering. Ata later date Mr. Becker and 
Kenneth Watters, of Watters Boot’Shops, 
visited Stephen Lockwood, U. S. District 
Attorney. 

*“*Mr. Lockwood stated that in the district 
which he covered he would permit mer- 
chants to take a mark-up of 50 per cent on 
their averages,’ said Mr. Becker. ‘‘In re- 
gard to the question of marking novelties, 
he said he would take up that subject with 
U. S. Attorney Palmer and let us know.”’ 











Leather Exports Reported 


Washington, D. C., April 27—The Department of 
Commerce has just compiled some special figures for 
the month of March, showing that the value of un- 
manufactured domestic leather exported from the 
United States during the month was $14,968,835. 


Convention Dates Announced 


Atlantic, Ia., April 27—F. M. Nebe, secretary- 
treasurer of the Iowa Retail Shoe Dealers’ Associa- 
tion, announces ‘that the next convention of the 
association will be held March 8, 9 and 10, 1921. The 
convention city has not yet been decided upon. 





Use Size Sticks 


“Use size sticks before trying on shoes” is the 
advice of a prominent retail shoe merchant. ‘Don’t 
ask customers what size. Measure and tell them. 
It would surprise you to know how few times a foot is 
measured outside of a very few large stores.” 
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A New Pair 
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for Lurop 
A Ay Ah Oe 





You can get too close to a thing to see it, like the 
fly walking up the Washington Monument. A trip 
abroad gives opportunity to use the measuring stick 
of comparison and to get that new viewpoint that dis- 
lance sometimes gives. This viewpoint should prove 
valuable because of the fact that to all appearances 
points on the American business barometer to “‘change.”’ 

Chapter by chapter, we will cover the subject of con- 
ditions in Europe, narrating interesting detdils so that 
by our picture you can be better informed not only as to 


world conditions but as to their effects on us. 
—Publisher’s and Editor’s Note. 





No one can travel through Europe, meeting 
human beings with human inspirations and 
human desires to work and play, without saying 
it will all straighten out some day, and may that 
day be soon. A few farmers in America buying 
a few shares in a business in Italy; a few men 
preaching the gospel of human understanding; 
a little less selfishness, and there you are—a 
world restored. ‘ 


War Expanded America 


A better understanding of Europe can only come 
by actually going there with an open mind and in- 
sufficient interest to stray from the usual Path of 
London, Paris and Rome and to travel into the 
villages and industrial centers somewhat removed 
from the streets and shops that pattern after our own. 
Take a transatlantic liner and you will find it little 
more than a commercial ferry. Plan to mix and 
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mingle. You will be surprised to find on board the 
number of men who consider a trip to Europe so 
commonplace an occurrence as to be.planned monthly, 
with a couple of grips as the only baggage. Then you 
will be pleased to see so many ex-soldiers of our 
2,000,000 strong who now see in Europe opportunity. 
Truly the war expanded America—and may it never 
again think itself self-sufficient. 


The Measuring Stick of Comparison 


Comparison is probably the only measuring stick 
to use in illustrating facts and impressions. This is 
all the more true when you consider that the points of 
similarity between nations are greater than the num- 
ber of points of dissimilarity. When it comes to 
shops and selling, the same fundamentals exist in every 
land—a few methods may differ, but in the main 
business is universal in its language of supply, de- 
mand and profit. 


High Cost of Living Statistics 


Probably the most interesting point of comparison 
in the world today is that of the cost of living; at 
any rate that is the problem of the world. From the 
official British figures we show the increases in the 
cost of living since 1914. In Germany the price of 
living is greater than any place else on the globe. 
This increase is 356 per cent, and as a problem of the 
new Republic it is of more moment than reparation 
indemnities. It is immediate in its effects, and the 
Red armies have mustered because of it alone. 

In Belgium the increase is 296 per cent, but the 
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sturdy people of that heroic land hope by industry and 
frugality to reduce it. In Italy the rate is 282 per 
cent and is of troublesome significance; in Norway 
201 per cent, and the slowing up of business is conse- 
quent thereto. ' Two standards seem to prevail in 
France—the towns outside of Paris show 220 per cent, 
while Paris shows 197 per cent, something strange 
but due to geographical accessibility. Im Sweden 
the cost of living over 1914 is 159 per cent and in 
Denmark 142 per cent. In the United Kingdom 
the rate drops to 130 per cent, and the figures for the 
United States show 96 per cent. 


Range of Figures Significant 


This range of figures is of first significance in the 
economic study of Europe as well as a guide to the 
development of export business by any one industry 
in our own United States. For example, the higher 
the rate of cost of living the more that country is 
endeavoring to live on its own resources. For ex- 
ample, in Germany the flow of supplies most necessary 
to industrial life has practically stopped because 
money within that country was needed principally to 
sustain life. Even the food sent in by relief commis- 
sions was so high in net cost that the people could not 
afford to buy. Consumption is greater than replace- 


ment, and until the old levels of supply and demand 
are restored there will be troubles a-plenty. 

The desire exists for variety and abundance of food, 
but the wealth destroyed in the war leaves no re- 
serves upon which to lean until the harvests of 
several years restore the safe balances. 


Desires for Better Footwear 


Pointing directly at footwear, the desire for more 
and better footwear never was greater. Many a man 
and woman learned the value of leather foot-coverings 
during the war period. Many a soldier was shod as 
he had never been before, and the craving for good 
footwear once satisfied leaves a desire forever. As 
a badge of advanced civilization, it stands always in 
his mind as a token of better times. You have never 
experienced the pride of possession in good footwear 
as is generally expressed throughout peasant Europe. 
Those old war boots of the soldier have been oiled 
and tapped over and over, and the day for replenish- 
ment finds him purse-empty. All lands furnished men 
for the war; many learned to wear machine-made 
footwear for the first time. Is it not to be expected 
that the results will ultimately be more footwear 
worn the world over? 


**Shoeless’’ Means “‘Friendless”’ 


You can buy in small town shops a paper package 
filled with small pieces of leather in triangular form— 
in Germany they come attached to a half-tap made of 
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wood—and the utility of the scraps is apparent. 
Anything to keep the footwear a little longer in serv- 
ice. Who can talk of surplus production of footwear 
anywhere in the world when such conditions prevail 
—not among the few but among the millions? This, 
then, is the great inspiration—to. produce and distri- 
bute good footwear. The markets are not limited by 
anything else than financial credit systems. 

There is no questioning the great truth that the 
first problem of all to solve is the “high cost of living’”’ 
by either a reduction in food costs or an increase in 
wage levels to permit the buying of ample food. 
Once fed the people can look to footwear and raiment. 


Shoe Shortage Social Evil. , 


For can you not see that the shortage of shoes 
the world over is significant, and a real social 
problem? But one person in six the world over 
possesses boots and shoes of a character suitable to 
his or her needs. Millions of men learned in European 
warfare the utility of the modern machine-made shoe. 
They are not going to be satisfied to go back to the 
sandal and the bare foot. Their desires are com- 
municated to others. The result is shoes and more 
shoes. All the capacity of all the shoe factories of 
the world is not going to satisfy the demand in many 
years. The hunger-call is first, and once satisfied 
leaves opportunity for footwear and apparel. One 
other thing is in close relationship to this—never in 
the days of modern history has the average European 
had.as poor and untidy footwear. The miserable 
array shrieks against good taste, and the quicker the 
new spirit of footwear service and style is taught the 
better for the reconstruction of the world’s social life. 


An Over-Burdened People 


What are the governments of Europe doing to 
keep down the cost of living? Perhaps the most ex- 
pensive practice used to keep the working classes 
partially content is ‘“‘bread subsidy.” Millions of 
francs per year go toward the subsidy of flour so that 
the worker can get a “cheaper loaf.” The ration— 
consumption but not the bitterness of the peasant 
towards the high cost of living. Wherever you go in 
all Europe, the cry is for cheaper food, and the 
guillotine for the profiteer. There is much to be done 
to return to normal in that great fundamental im- 
pulse—appeasing hunger. 

There does not seem to be any reduction in the vast 
armies of the officially employed. The soldiers under 
arms in France and Italy constitute a vast waste of 
labor, food and money; the railroad workers are more 
numerous than ever and the work less by one-half; 
and when it comes to dignitaries of the roll-top desk, 
why they are legion—all gathering their wage.at the 
expense of a patient and burdened people. 
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Appreciation for America 


It is to be expected within the year that a better 
fraternal relationship between men in the shoe and 
leather industriés of Europe and the United States will 
come about. A marked appreciation of the efficien- 
cies of the American shoe factories and the tanneries 
was heard on every hand. When a shoe man of 
Czecho-Slovakia, Thomas Bata, feels that the service 
he is to render his people in shoemaking and merchan- 
dising can be improved by his establishing a small 
shoe factory in Lynn, Mass., there certainly is much 
to be said of the enterprise of these new republics. 
From Zlin, Monravia,to Lynn, Mass., is not such a 
distance to go for an intensive education in shoe- 
making, so he is sending his best young men to the 
practical schooling at the bench in Lynn. 

Appreciation of American methods of shoemaking 
and merchandising is not confined to’ Europe, for 
England, through its organized affiliation of the trade, 
gained much from the visitation of the party headed 
by Alfred Lovell in the States a year ago. Soon we 
may expect a fraternal visit from the shoe manu- 
facturers of France—who in the rehabilitation of their 
industry need the inspiration of studying the service 
rendered by the American manufacturer to his trade. 


Shoe Is Emblem of Progress 

All such bodies of representative shoemakers or 
tanners should be greeted with open arms. The 
grading-up of the entire world in footwear is to be 
desired. The better the shoe the better the costume 
and the better the mode of living. The shoe is an 
emblem of progress. Also, with footwear apprecia- 
tion on the part of all peoples, there is a wider market 
for all. 

There is one statement issued by the National 
Boot and Shoe Manufacturers’ Association which has 
been generally commented upon throughout France. 
The French have become reassured that the great 
industry of shoes and leather in the United States is 
cognizant of the importance of some such great stabil- 
izing instrument as a Peace Treaty completed. 
Nearly every business man in the industry had read 
the statement issued in the January convention, 
which said: 

A Much-Read Statement 
The interdependence and unavoidable trade 
relations of. all the. civilized countries of the 
world have been made so clear that we urge with 
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a sincerity as strong as our love for our: country 

’ the sinking of personal difference between our 

President and the Senate to the end that the 
desire of our people may find expression in the 
immediate completion of a Peace Treaty that 
will at once protect our own interests and fulfil 
our duty to the rest of the world. America’s 
part in international brotherhood should not be 
dependent upon the desires or political aspira- 
tions of any man or group of men. 

Many favorable articles had been written on this 
viewpoint of industry, and this great National Asso- 
ciation was heartily commended everywhere. 

It is not pleasant to see the change of attitude of the 
people of Europe generally toward Americans. That 
American who goes over with the spirit, “well, they 
all owe us money,” is not making the spirit any 
better. Likewise is it true of that American who in 
boasting extravagance tells as he goes that a flock of 
local paper is only worth a dollar, U.S. A. There is 
not only pride but hope in the hearts of every people 
in Europe that soon things will become right. If 
it wasn’t for that—anarchy would prevail. 


What Is Said of Peace 


In France they say America is dissipating the 


Peace and playing with Germany. Some even say 
it is a “German Peace’’ which we advocate. In 
Germany we found hope and satisfaction in the muddle 
of the Peace terms and the belief that America would 
make it easy for Germany. In England a sort of 
indifference to the Peace and the League of Nations 
was apparent. The Allies appear to bear no great 
love for one another, and in sizing up the general 
spirit, well, internal eruptions seem most in the 
minds of men. Where there was unity under Foch, 
there is now the mental disorders of national selfish- 
ness. Who can but say that if reason had prevailed 
at Versailles and the work of Peace divided logically 
into two parts—first, Peace with Germany and, 
second, the League of Nations—the world would not 
have been better off? The man or men who combined 
the two have perhaps learned that political expediency 
is perhaps not as effective as the common sense of 
completing one task before taking up another. To 
finish the war and then to consummate the instru- 
ment of future peace made two distinct duties. Com- 
bination of them makes confusion. worse—confound- 
ing. (Continued nezi week) 





May 1, 1920 


BOOT. AND SHOE RECORDER 


National Shoe and Leather Exposition 
And Style Show Organized by Trade Leaders in New England 


Style Show in Boston, July 20-24 


National Shoe and Leather Exposition and Style 

Show, Inc., of Boston, Mass., U. S. A., composed of 
member-concerns in the New England Shoe and Leather 
Association, which initiated the movement and being a 
corporate body distinct from the association. 

This marks the culmination of several months of quiet 
canvassing of the New England allied trades; the new or- 
ganization starts out with a large and representative member- 
ship and with every promise of success. 

The first exhibit and style show is to be held in Mechanics 
Building, Boston, during the week of July 19, just at the time 
when the hundreds of shoe and 
leather buyersfromfall over the 
United States and Canada, and 
from various foreign countries, 
are usually in this [great trade 
market. 


[nati was formally organized in Boston this week the 


THOMAS F. ANDERSON 
Secretary 


The organization has been very fortunate in securing the 
services, as manager, of Chester I. Campbell, whose success 
in managing the annual automobile, textile and other indus- 
trial expositions in Boston, and elsewhere, has given him a 
national reputation. As an organizer and manager, Mr. 
Campbell is regarded as being in the very front rank, and his 
official connection with the enterprise undoubtedly will be 
one of its greatest assets. 


Frank{R. Briggs Is President 


The president of the new organization is Frank R. Briggs, 
chairman of the Board of Directors of the Thomas G. Plant 
Company, Boston. 

The other officers of the corporation are as follows: 

Harry I. Thayer,4Thayer-Foss Company, Boston, first 
vice-president; Albert N. Blake, Watson Shoe Company, 
Lynn, second vice-president; Herbert T. Drake, Emerson 


FRANK R. BRIGGS 
President 


Shoe Company, Rockland, third vice-president; Charles C. 
Hoyt, Farnsworth, Hoyt Company, Boston, treasurer; 
Thomas F. Anderson, Boston, clerk. 

The enterprise is to be carried out on the highest possible 
industrial, artistic and financial plane, and the exposition will 
be conducted without the idea of financial profit, all receipts 
above actual expenses of operation to be applied to the ex- 
tension of the work of the corporation and to publicity for 
the New England shoe and leather industry. 

An important article of the by-laws applies to affiliated 
trade bodies and provides that “the Board of Directors may 
at their discretion for the purpose of encouraging and pro- 

moting broader interest in the 
association, invite any organized 
trade association, ‘society, or 
club, representative of the allied 
shoe and leather industries, to 
join as,an affiliated trade body.” 


HARRY I. THAYER 
Ist Vice-President 


This provision makes possible the active co-operation of 
the allied trades through their national and other organiza- 
tions throughout the entire United States. 

Although a New England organization, and initiated by the 
New England Shoe and Leather Association, concernsin any of 
the allied trades, wherever located, and whether or not mem- 
bers of either organization, will be invited to become exhibitors. 

There is sure to be widespread interest in this unique 
proposition, for there has always been a latent feeling through- 
out the trades that such enterprises, if permanently estab- 
lished at all, should be under some sort of official auspices, the 
great success of the recent exhibit and style show by the 
National Shoe Retailers’ Association in Boston having been a 
pretty conclusive proof of this argument. 


No Rival Show This Season 
In this connection it is announced that the Boston Shoe 
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Style Show, which it was planned to hold in Symphony Hall, 
Boston, July 14-17, next, under the direction of William H. 
Walsh, will be abandoned and Mr. Walsh’s efforts combined 
with those of the new organization in making the July 19-22 


affair a monumental success. 

Various committees to serve in an advisory capacity with 
Manager Campbell will be later appointed, these including 
committees on industrial display, style show, publicity and 
reception and hospitality. 


Style Show Committee 


Albert N. Blake, Watson Shoe Company, Lynn, chairman; 
L. H. Downs, Chas. K. Fox, Inc., Haverhill; Cecil Q. Adams,: 
Bristol Patent Leather Company, Boston; A. F. Bancroft, 
Bancroft-Walker Company, Boston;. Paul Jones, Common- 
wealth Shoe and Leather Company, Boston; James A. 
Monroe, E. T. Wright & Co., Inc., Rockland; Hollis B. 
Scates, William Filene Sons Company, Boston; James H. 
Stone, The Shoe Retailer, Boston; Arthur D. Anderson, 
“Boot and Shoe Recorder,” Boston; Walter G. Dennison, 
Rice & Hurchins, Inc., Boston. 


Board of Directors 


Harry I. Thayer, Thayer, Foss Co., Boston; Oliver M. Fisher, M. A. 
Packard Co., Brockton; Frank R. Brig ,_ Thomas G. Plant Co., Boston; 
Arthur W. Wellington, United States Leather Co., Boston; Herbert T. Drake, 
Emerson Shoe Co., Rockland; Willis R. Fisher, A. C. Lawrence Leather Co., 
Boston; Charles C. Hoyt, Farnsworth, Hoyt Co., Boston; Major Charles T. 
Cahill, United Shoe Machiner Corporation, Boston; L. H. Downs, Charles K. 
Fox, Inc., Haverhill; Cecil 0. Adams, Bristol Patent Leather Co., Boston; 
Albert lake, Watson Shoe Co., Lynn; A. J. ey Lunn & Sweet Shoe 
Edwin P. Holmes, Parker, Holmes & Co., aeates: Thomas 
; Chas. A. Bliss, Bliss & Perry Co., New 
‘The Executive Committee is composed of the president, ie penditead, 


treasurer and cler! 

Membership in the organization is limited to 100 certificate holders, and 
already about bed wa have bef he fing as members and guarantors, with the prospect 
of the entire number filled in the very near future. 

The list of or; organisers i iehedee the following: 

= Sompenion, ine Inc., Boston; American Hide and 
: Shoe Co., North Abington; Bancroft 
Walker Co., Boston; Berit, Somers Com: Me: lo ones poeeet & Cobb, Inc., 
Boston; A. . Berry Shoe Co., Portland, bury. 
pos Leather Co., Inc., of Mass. 
ynn; Bristol Patent Leather Co, I } a W.D. Byron & Sons Leather Co., 
; Churchill & Ald ~ Mahe a 4 Shoe & Leather Co., 
Boston; Consolidated Shoe Co., Boston; Cotter Shoe Co., Lynn; A. M. 
pong en L 5 The Donovan Giles Co., Lynn; Chas. A. Eaton Co., Brock- 
ton; , Haverhill; Emerson Shoe Co., Rockland; Farns- 
worth, eas geen bee Charles K. Fox, Inc., Haverhill; Bi: Hoary ( ~ 
terman & Boston; Hazen B. Goodrich — Co., Haverhill; 
Co., Lynn; Hervey E. Guptill, Pavers milton ‘Brown 
Boston; P. J. —+ 5, fame: Hennessey, “Maxwell a a 
liard & Merrill, Inc., wm: F.M Tay Shoe Co. pata v. Htc oo 
K ~~ ~me , Inc., Ward Hill; A 


United States Leather Co.. ’ Boston; Watson ee, Lynn; 7 iv ’ Winchell 
& Co., Inc., Haverhill; Witherell & Dobbins Co., Haverhill; 'E. T. Wright & 


Co., Inc., Rockland; Richard You Co., Boston. 

The Committee of the New Shoe and Leather Association, under 
whose eo w en has been worked up, consisted of the 
following inent shoe and lea yn ed wonlhe 






i ay Fred B. oe, Rice iia sarin son M. 
ynn, Elmer Shoe ton; A. J. 8S 

Shoe Go., Auburn, Me.; N. Park, Preston B. ‘Kent Se ee 
Brockton; Frank H. Gage, R ousmaniere, Williams & Co., Boston. 


CURRENT STYLE NEWS 


Sports and Summer Make Whites and Novelties 
Popular 


Brogues and snappy oxfords are the best sellers in 
the young men’s trade. They are of boarded Russia 
calf, fine grained calf, shell cordovan, black kid, 
kangaroo and patent colt. As for sport shoes, well— 
that is where the young man “picks his own.” 









the warm Spring days in the Capital. White shoes 
and white apparel were everywhere in the city, a 
forerunner of the nation-wide white shoe week that 
is coming in June. 

Suede shoes are best sellers in the big city trade. 
The brown tones are the favorites. Ties, with silk 
ribbon laces and silky suede leather vamps, are noted. 

Blue stockings, an oldtime symbol of aristocracy, 
are the hosiery style of the season. 

Wide silk ribbon laces and dainty buckles are 
among the merchandise that has been moved up front 
in many a retail store. They are stylish findings for 
the season. 

“Baby Week” is here. This comes somewhat 
earlier than usual this year, but is being given special 
attention by department stores all over the country 
and by retail shoe stores which carry babies’ footwear. 
Many stores have special displays. 


Now is the season at hand for open-air pastimes 
and a consequent demand for sport shoes of all kinds. 
Present indications are that sales of sport shoes this 
Spring and Summer will surpass all previous sales. 
Two types of sport wear there are, one for those who 
participate in the games, the other, the dressy sport 
shoes that can be worn on the street or on the country- 
club piazza. White all over, white with brown trim- 
mings, and brown kid and calf are the colors of sport 
shoes. P 

Even in work shoes there is the element of fashion. 
A new style high-grade work shoe is made over a 
Munson last. It hasasoft toe. Its upper is of full 
grain mahogany side leather, and its sole is of oak 
leather, welt sewed. 

“Comfort is economy and economy is comfort.” 
That’s the new slogan of comfort shoemakers. Mean- 
ing that they expect a comfortable volume of 
business. 

Some of the New York fashion reports make men- 
rion of lower skirts for Fall, not “‘sidewalk sweepers” 
by any means, but just moderately long. Well, if 
they come, they will favor the fashion of pumps, 
oxfords and ties for Fall. 


New Shoe Store 


Franklin Shoe Company to Open May 1 at 
928 Flat Bush Avenue, Brooklyn 

The Franklin Shoe Company will open a general 
family shoe store at 928 Flat Bush Avenue, eone®, 
N. Y., about May 1. 

Irving I. Beerman, who is the head of the concern, 
is an aggressive retail shoe man and for the past eight 
years has been connected with the Waukese Shoe 


Company. 
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A White Washington dawned on one of the first of 
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Washington, D. C., April. 

ENATOR McNARY’S much-discussed investigation of 
S the shoe business came to a head late last week when the 
Senator, after his committee had heard three or four wit- 
nesses who threw virtually no new light on the situation, 
introduced in the Senate a bill, modeled after several similar 
legislative proposals in past years, providing that the manu- 
facturer’s sales price shall be branded on each pair of shoes. 
Enforcement of the law is placed in the hands of the Federal 
Trade Commission. The bill differs from similar measures 
proposed.in the past in that it takes the guise of a regulation 
of interstate commerce. It would not apply in the case of 
sales made in the same State in which the shoes were manu- 


factured. 
The full text of the bill follows: 


“A BILL 


Requiring the Branding of the Manufacturer’s Selling 
Price on Shoes Transported in Interstate 
Commerce, and for Other Purposes 


“Be it enacted by the Senate and House of Ri mtatives of the United 
States of America in Congress assembled, That this Act may be cited as the 
‘Federal Shoe Branding Act.’ A 

“Sec. 2. hen in this Act— 

“The term —— includes shoes, slippers, boots and sandals which have not 
been actually wor 

“The term Sane includes a corporation, association, or partnership, as 
well as - we 

. 3. Any person who knowingly introduces, or causes to be introduced, 
into any State, Territory, or possession of the United States, or into the Dis- 
trict of Columbia, from any other State, Territory, or —— of the United 
States, or from the District of Columbia, or a foreign country, any pair of 
shoes upon each sole of which there is not branded, in plain and legible letters 
and figures at least one-fourth inch in height and of sameoesiete width, burned 
or stamped into the material of which the sole is made, ayy e correct name and 
address of the person who manufactured such shoes and (b) a correct statement 
of the exact price at which such manufacturer sold the pair of shoes to which 
such brand is affixed, after deducting from the sale price any deduction or 
allowance which was given, or which would in the usual course of trade be given 
for eb nny Fh of the purchase price within 60 days, whether sold toa jobber, 
retail dealer, or other Person, d by t 

insaal option ‘Mfgr. received for this pair: a any person pM em ne ships 
or delivers for shipment, or causes to be ship or delivered for shi i 
for any State, Territory, or ion of the United States, or from 
trict of Columbia, to any ys State, Territory, or possession of the United 
States, or to the District of Columbia, or who on and after August 1, 1920, 
receives, or causes to be received, 5 any State, Territory, or possession of the 
United States, or in the District of Columbia, from any other State, Territory 
or possession of the United States, or from the District of Columbia or a foreign 
country, and having so received, or caused to be received, knowingly delivers 
or offers to deliver, or causes to be a or Sa ol delivery, in original 
unbroken packages, for pay or otherwise, any shoas not so 
branded, or any person who on and after Aodenng ;. 1920, ” knowingly sells or 
offers for sale, or causes to be sold or offered for sale, in any Territory or pos- 
session of the United States, or in the District of Columbia, any shoes not so 
branded, except shoes the manufacture of which was completed prior to the 
passage of this Act, or who kno y effaces, removes, or obliterates, or causes 
to be paeee removed, or obliterated, in whole or in £ Yang TR any such brand so 
— » Prior to the ‘delivery to the consumer of shoes to which it is 

ed, or who, in any brand required to be affixed under this Act, knowingly 
makes or causes to be made, any false or misleading statement or inscription, 
or who violates any rule or tion issued by the Federal Trade Commission, 
under the provisions of ~ ct, shall be guilty of a misdemeanor, and shall on 
conviction be punished for each offense by a fine not exceeding $1,000, or by 
imprisonment not exceeding two years, or by both. 


A Check On Manufacturing Costs 


“Sec. 4. ‘Tho prise seantond bar shie At to bo bonaded on shegn shall, in the 
case of shoes manufactured by any manufacturer who, directly or indirectly, 
cane op contoes, gs Senet oe ere Y, wholesale 
retail dealer handling or selling such shoes, or any of such shoes, be the st 
the actual cost to him ot the materials in, and of the manufacture of, eack 
of shoes so branded, and an amount equal to the average profit made on si 
pairs of shoes manufactured, at substantially the same time and under si 
circumstances, by independent it manuf: 
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pose of Et uemeeieni wholesale dealer, or 
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A Political Subterfuge to Force “Low Prices” 


Senator McNary Tries the “Club’’ of Threatening “Price Stamping’’---The 
Bill Submitted Warrants Attention Because It Might “Slip Through’”’ 


sh or any other person, to evade any provision of this Act, or to Nowy it 
ap) tee | the manufacturer received for-any shoes a higher price than that 
actu: id, ew to be paid, gives, or offers to give, to any person who 
has or is about to purchase, any such shocs, to which a brand is 
required to be ‘affixed under pope provisions of this Act, and rebate, ae. 
or other thing of value, or any service, advantage, preference, or privi 
commonly accorded to purchasers under the usages of the trade, shall be guilty 
of a misdemeanor, and shall on conviction be punished by a fine not ex 
$1,000 or by imprisonment not exceeding two years, or by both. 

“Sec. 7. The Federal Trade Commission shall have power to make and en- 
force noha and regulations to carry out the provisions of this Act. 


In Hand of Federal Trade Commission 


“Sec. 8. The Federal Trade Commission shall from time to time conduct 
investigations to detect violations of any of the provisions of this Act, and in 
cases where it discovers facts which, in its — constitutes any violation 
hereof, it shall present such facts, and any other relevant evidence which may 
be in its ion, to the district attorneys of the United States. It 
shall be the duty of any such district attorney, when facts which he may deem 
to warrant the institution of a prosecution under the provisions of this Act, are 
brought to his attention by the Federal Trade Commission, or in any other 
way, to institute and conduct such prosecution, under the direction of the 
Attorney General of the United States. 

“Sec. 9. This Act shall become effective, except as otherwse provided 
herein, on the expiration of sixty days i its p 

“Sec. 10. If any provision of this Act, or the application thereof, to any 

person or circumstances, be held invalid, the validity of the remainder of the 
Ret, and of the application of such ,Provision to other persons and circum- 
stances, shall not be affected thereby.” 





Constitutionality of Bill Doubted 


In connection with the proposed legislation two considera- 
tions immediately present themselves: first, the question as 


’ to the constitutionality of the bill; and, second, the proba- 


bility of its passage. 

On the first point opinions differ. There can be no doubt 
that such a law would be a gross discrimination against one 
business, but whether the discrimination would be counte- 
nanced by the courts, on the plea that it is a proper regulation 
of interstate commerce, must, of course, await a court de- 
cision. Two eminent lawyers expressed the opinion today 
that the bill, if passed, would not stand the legal test. On 
the other hand, Senator McNary is confident of the constitu- 
tionality of the measure. 

But it is the best opinion in Washington that there is very 
little probability of the passage of such a bill for some time to 
come, if ever. Indeed, it is seriously doubted that there is 
any intention of pressing it for enactment at this time. 
Moreover, it is also doubted if the House of Representatives 
would approve such legislation. It has refused to do it in the 
past and the temper of the Representatives in this Congressis 
not favorable to unnecessary interference with the legitimate 
business interests of the country. It is needless to say that 
price-marking bill will have the vigorous opposition of all 
the manufacturers and merchants of the country, even though 
it applies, as in this instance, only to shoes. The same plan 
might be put into effect with other products and such a law 
saddled on the shoe business could as easily be foisted on 
every other industry. 


Playing Politics Again 


That Senator McNary understands the feeling of Congress 
about such measures cannot be doubted. No other Senator 
has come out openly in favor of the measure. In such circum- 
stances it is believed in the trade, at least, that the new pro- 
posal is largely a matter of ‘‘playing politics,”’ with very little 
likélihood that it will ever go any further. The introduction 
of the bill after a series of hearings which cannot be regarded 
as other than farcical is regarded as sufficient evidence that 
the measure has been framed hastily and with very little 
consideration on the part of its proponent. 
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To Lower the Price to Public 


The fact cannot be overlooked by the trade, however, that 
the presence of the McNary bill constitutes a threat of future 
action if prices of shoes continue to advance. It is believed 
here that such is the real if not the only intent of the measure. 
In other words, Senator McNary, by offering the bill, is 
serving notice on the trade that something may be done unless 
conditions are changed. Knowing, as he must, that there is 
not the faintest chance for passage of his bill before nextgF all 
the fact that he has rushed it into the records at this time 
after insufficient hearings, would seem to indicate that some 
other motive than immediate enactment is behind the 
proposition. 

For all of the foregoing reasons, therefore, it would seem 
that there is no reason for any honest shoe manufacturer or 
merchant to become alarmed at the pendency of the McNary 
bill. There will be plenty of time to observe its progress and 
take what steps seem to be advisable in opposition to its 
passage. 

A Protest to Your Congressman 


Merchants desiring to protest against this bill should com- 
municate with the Senators and Members of Congress of their 
State and district and urge their vote and influence against it, 
for if passed by Congress, this law would injure legitimate 
retail business without benefiting the consumer. Obviously 
the bill is unfair unless all commodities are so treated and 
every step from raw materials and production to jobber and 
retailer carries the cost plainly marked. 

The National Shoe Retailers’ Association has sent the fol- 
lowing telegram to the Senators and Congressmen of Pennsyl- 
vania, and every merchant interested should follow it up 
with similar protests. 

Honorable Sir: National Shoe Retailers’ Association, 
representing more than five thousand legitimate retail 
stores dealing in shoes exclusively, most strongly protest 
against McNary Bill in the Senate seeking to make it 
compulsory for manufacturers to stamp upon the soles 
of every pair of shoes the price at which they are sold to 
retailers. This is class legislation which would work 
injustice to retailers who are not responsible for high 
shoe prices. 

Harvard Bureau Business Research investigation 
shows average retail profit seven per cent. Acquainting 
public with wholesale cost cannot reduce prices but 
would add to already burdensome cost of retail busi- 
ness, as public does not understand principles of legiti- 
mate overhead and every transaction would mean argu- 
ment to justify selling price without merchant being 
able to help conditions which are fundamental and 
consequently without his coatrol. 

Market conditions are such that merchants would 
have several different manufacturers’ costs on same line 
and customers would not understand why they must 
pay more for a size which cost retailer seven dollars 
than for size same line which cost retailer four dollars. 

Urge your vote and influence against McNary bill, 
as it would injure legitimate retail business without 
benefit to consumer. Unfair unless all commodities are 
so treated and every step from raw materials and pro- 
duction to jobber and retailer carries cost plainly 
marked. 

NATIONAL SHOE RETAILERS’ ASSOCIATION. 


— * 


Washington, D. C., April 27—B. M. Baruch, former chair- 
man of the War Industries Board; Major Joseph C. Byron, 
the well-known tanner, who is chief of the War Claims Board 
of the War Department; C. F. C. Stout, former chief of the 
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Hide and .Leather Control Board of the War Industries 
Board, and a number of others, will appear before the Mc- 
Nary sub-committee of the Senate Committee on Manufac- 
tures in connection with the shoe and leather investigation. 





Figuring Profit and Selling Price 


Information Submitted by Washington Mer- 
chant and Additional Information from an 
Ohio Merchant 


In the “Boot and Shoe Recorder’ of April 17 we 
published a method of figuring percentages of profit, 
compiled by Joseph Strasburger, director of the 
National Shoe Retailers’ Association, and proprietor 
of the Family Shoe Store at Washington, D. C. 

D. C. Reed, secretary and treasurer of the Creamer- 
Reed Company, a department store of Ashtabula, 
Ohio, read Mr. Strasburger’s table of profit figuring 
and writes to the “Recorder,” stating that Mr. 
Strasburger’s method has been put to practical use in 
the Creamer-Reed store for some little time. In addi- 
tion, he gives a simple plan of arriving at the desired 
selling price when the store wishes to make a certain 
percentage of profit on the selling -price. 

We are publishing herewith Mr. Strasburger’s table 
of “How to Figure Profits’; also the addenda 
presented by Mr. Reed: 


How to Figure Profits 
(Suggested by Joseph Strasburger) 
% added to cost equals 20 % on selling price. 


3 1-3 


(From the N.S. R. A. Official Bulletin) 


How to Arrive at Desired Selling Price 


(Suggested by D. C. Reed) 

Example: 

Cost price, $10.00. 

This article must be sold to make 35 per cent on 
the selling price—at $15.38. 

This figure is arrived at as follows: 

Subtract 35 per cent from 100 per cent, equals 65 
per cent. 

Divide the cost price, $10.00, by 65 per cent, equals 
$15.38, selling price. 

Rule: 

Subtract the desired percentage of profit from 100 
per cent, divide the cost price by the remainder and 
you will arrive at the selling price. ' 
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Commercial Value of “Line” in Footwear 


The Beauty of the Foot Lies in Its Arch, Length, Symmetry 
and Poise 


with a shoe house which sells women’s, 

girls’, men’s, boys’ and youths’ shoes, I have 
come to the conclusion that “line” is one of the essen- 
tials most neglected. 

When the manufacturer finally builds his shoes 
along the principles of “line,” then, and not until 
then, will he have the effect for which he is working. 
He continues to build his 
style shoes over the last 
which calls for pointed toes 
and Louis heels, regardless 
of the injury it does to the 
woman who wears them. 


AVING been connected for the last 16 years 


Arches and Military Heels 


Very true, some of the 
women will wear them as 
long as they are made. 
Why? Because the manu- 
facturer that makes a shoe 
with a military heel will not 
build an arch in the same 
shoe that looks well on the 
foot. As an illustration, I 
have before me as I write 
two shoes with military 
heels, the measures of which 
1 have taken. One looks 
well on the foot from all 
angles. The other does not 
look well from any angle. 

I am going to give the 
measurements of the two 
shoes, in hopes that the manufacturer will see and 
read this article. It will give him food for thought. 
The measurements are as follows: 

One is a gray kid stock with cravenette top—vamp 
31% inches to tip of toe; from top of vamp to heel, 
81% inches; from lower part of instep to top of instep, 
41% inches; and the height of heel is 14 inches. 


Low Arch Gives No Shape 


The extra height of instep is not due to a high arch 
but to a very low arch, which gives no shape to the 
foot. This is positively out of proportion and one of 
the ugliest shoes a woman can put on her foot. 

The other shoe is an all black kid stock—the vamp 


The Beauty of Outline in Footwear Design Should Be 
Encouraged by Greater Study of Lasts and Patterns 


44 inches; from top of vamp to heel, 714 inches; 


. from arch to top of instep, 334 inches; height of heel 


is 1 5-8 inches. Both shoes are the same size, but the 
last one mentioned is by far the best-looking shoe and 
cost the least. . 

The last shoe mentioned has a shaped arch, while 
the first one mentioned has no shape whatever. 


Line Plus Durability 


The essential thing in 
shoes today should be “‘line”’ 
plus “durability,” which 
should go hand in hand with 
“value.” 


It is time for the manu- 
facturers of this country as 
well as of other countries 
to awake to the fact that 
the essential thing is line. 
There is nothing beautiful 
if the line isn’t right, and 
women will not wear the 
proper shoes until we can 
bring the facts home to the 
men who make the shoes. 


Statistics show there are 
more women with club feet 
from wearing high heels 
than there are known cases 
where children have been. 

‘born with club feet. If the 
doctors would come out and 
tell the women that they 
have a form of club foot, the women would rise 
up in arms. 

What can be done? The thing to do is to impress 
on the manufacturer that he is the cause and that 
when he gets the proper lines and proportions in his 
shoes, he will be able to sit back and say: At last; 
it is a task well done.” 

Time should be given in our technical schools, and . 
factories, to training the eyes of the students and 
workers to observe the value of line and design and 
exquisite finish in work, and they should be per- 
sistently taught that it is within the power of each of 
them to improve upon what has been done, and that 
improvement by them means improvement for them. 
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Window in Jones Bros.’ Store, Jonesboro, Arkansas 


A New Idea of Group Conferences 


A Solution of Many Store Problems by a Comparison of Records 
to Point the Way Toward More Successful Merchandising 


M EN grow by adopting the ideas of other men. 


The businesses conducted by these men grow 
through the incorporation of successful ideas 
of the other fellow. 

Department store managers have long recognized 
this principle and have instituted group conferences of 

‘ department heads for the exchange of ideas. 

The plan is to have one store in each of several 
cities of about the same size, selling the same general 
grade of merchandise and doing comparatively the 
same volume of business. 

The merchandisers of each department of the vari- 
ous stores form the group. At stated times they meet 
and thresh out the problems confronting them. By 
this method each man gets the benefit of the plans and 
experiences of each of the others. 


Merchants Form a Conference 


A year or so ago eight Iowa shoe merchants in 
eight different towns formed a group for interchange 
of ideas and experiences. These merchants met once 
a month in the store of one of their members. Each 
man prepares eight copies of his monthly trial balance, 
a record of his sales showing both the pairs and volume 


in dollars, and in each of his departments copies of 
his ads and such other data as is useful in making an 
analysis of his business. 

Each merchant has the records of all the other 
stores before him and one by one the records are taken 
up, discussed and comparisons made with the records 
of other stores. 

When the group was first formed some of the mer- 
chants were not disposed to lay all their cards on the 
table, face up. They were reluctant to give away the 
supposed “‘secrets” of their business to the other mem- 
bers of the group. 

It soon became apparent that the man who was 
withholding information, who was keeping part of his 
cards up his sleeve, was only cheating himself, so the 
spirit of reserve soon wore off and every merchant of 
the group was given full information about the other 
man’s business. 

It is needless to say that every merchant of the 
group has profited greatly by the exchange of ideas 
and the information he has gained. 

One merchant, for instance, was only getting about 
one and a half times turnover on his stock. His stock 

(Continued on page 50) 
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Shoe Stores Abroad 


H. E. Hector, Copenhagen, Denmark, Conducts a Modern Retail Shoe Store--- 
Also a Wholesale Establishment---Buyer Ivar H. Salomon Interviewed 


ECENTLY two men from Copenhagen, Den- 


R mark, visited America. These men were: 
4H. E. Hector, sole owner of the store which 
bears his name, and Ivar H. Salomon, buyer. 


came here to 
buy goods, 
visiting many of 
the factory cen- 
ters of the coun- 
try. After a 
three months’ 
stay, they re- 
turned to Den- 
mark. This was 
Mr. Hector’s 
second visit to 
this country— 
he made his first 
visit here about 
thirteen years 
ago. Mr. Salo- 
mon has made 
frequent trips 
to and fro and 
has just come 
over here again 
on a buying ex- 
pedition. The store of H. E. 
Hector sells many shoes which are 
made for them in America—last 
year, the house bought from this 
country ebout $1,000,000 worth 
of footwear. Besides America, 
H. E. Hector buys from France, 
Switzerland and England. 


Largest Store in Northern 
Europe 
The store of H. E. Hector is the 
largest shoe store in Denmaf®, if 
not in all Northern Europe. The 
building is a modern structure, 
three stories high. Two hundred 
persons are employed. The es- 
tablishment is devoted exclusively 
to shoes and accessories, a special 
feature being made of men’s and 
women’s hosiery; footwear com- 
prises three-fourths of the business 
transacted. It always has a float- 
ing stock of anywhere from $700,- 


000 to $1,000,000 and makes turnovers from two and 
a half to three times a year. The entire family can 
be shod at H. E. Hector’s, the lines ranging from in- 


They fants’ to men’s and women’s shoes'in prices to suit all 

















H. E. HECTOR 
Copenhagen, Denmark 








pocketbooks. 
Men’s and 
women’s high- 
grade footwear 
is carried and 
is sold in large 
quantities. 
Buyer Salomon 
had the follow- 
ing to say ina 
recent inter- 
view: 


Denmark in 
Prosperous 
Condition 


“The people 
of Denmark are 
not handi- 
capped by a 
shortage of 


View of an Interior Section of Retail Shoe Store of;H. E. Hector, Copenhagen, Denmark money. Den- 


mark was one 
of the neutral countries during the 
war and really profited by the con- 
flict rather than suffered. A large 
number of people flocked to this 
country during the war. They 
brought* their money with them 
and spent it in goodly quantities. 
They have since been spending it, 
so that the stores of this country 
have built up a splendid business. 
The population of this city was 
600,000 before the war, but it 
has greatly increased since that 
time. 

Denmark has about the same cli- 
mate as America. High footwear 
is, therefore, worn almost ex- 
clusively during November, De- 
cember, January, February and 
March. 


Styles in Danish Demand 


“In infants’, children’s, boys’ 
and men’s lines, the footwear 
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styles resemble those worn by the American people. 
In women’s shoes, the demand is for the short vamps 
of from 21% to three inches. The heels on these short 
vamp shoes are popular in a height of 10-8 to 14-8 
inches. Many Cuban and military heels are sold 
.For full dress, a regular Louis heel is preferred. 


The Wholesale Business 


“Besides the retail business, H. E. Hector also con- 
ducts a wholesale business, selling shoes to stores in 
Sweden, Norway, Russia, Finland and Poland, and to 
the new Baltic Provinces for gold, as well as to Den- 
mark. This house carries a very large stock in the 
free port of Copenhagen for our wholesale business 
only. These goods do not come into Copenhagen and 
no duty is paid on the shoes according to Denmark 
laws. 

“The present condition of the exchange prevents 
my buying as much as I would otherwise from 
America. When this situation is remedied, we can 
buy in much larger quantities.” In answer to a ques- 
tion as to deliveries, Mr. Salomon stated: ‘At this 
time, deliveries from England are very slow, but they 
are still slower from America. For instance, on 
one order placed in America in the early Spring for 
delivery in August, September or October, the first 
delivery was made in November; the second in 
January—this is really the usual condition with 
American shipments.” 


Hector a Good Merchandiser 


H. E. Hector is a man in the forties. He has been 
in business for nearly 20 years. He started in a very 
small way with a little stock at Otense, Denmark, 
where he now has a branch store. After a few years 
in this location, he opened a store in Copenhagen. 
He has always specialized in shoes and accessories. 
He is a man of energy and enthusiasm, and it is 
through his great ability in merchandising that he is 
head of the big business which is known as the store of 
H. E. Hector, Copenhagen. 





A NEW IDEA OF GROUP CONFERENCES 
(Concluded from page 48) 


was growing larger and larger, but his business was not 
increasing proportionately. He constantly found 
accumulations of undesirable shoes that had to be dis- 
posed of at a loss. 

By comparing his stock records, methods of buying, 
sales methods, his plan of store } management and his 
advertising with similar records of other stores of the 
group, his errors were uncovered and checked up. 

Certain changes were made in his method of mer- 
chandising. He cleaned up his stock and is now doing 












a much larger volume of business on considerably less 
invested capital. 


Department on Paying Basis 


Another merchant of the group was operating the 
misses’ and children’s department of his store at a 
loss. Try as he might, he couldn’t make this depart- 
ment show a profit. An analysis was made; compari- 
son of buying methods and selling plans which were 
successful in other stores showed the mistakes which 
he had continued to make. 

It developed that this department of his business 
had not been directly in charge of any person and was 
really being shunned by the salespeople because no- 
body was responsible for its conduct. The depart- 
ment was put under the direct supervision of one of 
the salespeople. The merchandising methods were 
changed and the business of that department began 
to grow. The rate of mark-up was actually lowered, 
but the department was put on a profitable basis. 

Every. merchant of the group has seen where he 
could better the service of his store and improve some 
particular department by getting the co-operative 
help of his fellow merchants in the group. 

This plan of group conferences might well be fol- 

lowed by many other merchants. The basic ideas 
are fairness, frankness and confidence in each other. 
When each merchant in the group has sold himself on 
these ideas, unlimited benefit is sure to come to him 
through close rubbing of elbows with other merchants 
in his class whose problems are on a parallel with his 
own. 
In forming a group conference, towns or cities in 
close proximity to each other should be selected so 
conferences can be held without any unnecessary 
waste of time and expense. 





Predicts Good Business 


Manufacturer Thinks Prices Have Reached Top, 
but Does Not Look for Immediate Drop 


One of the optimists of the country is Vice-Presi- 
dent J. A. Munroe of E. T. Wright & Co., Rockland, 
Mass., who returned recently from a survey of condi- 
tions in the principaf cities of the United States. 
“IT am an optimist,” he says, “‘as regards business 
conditions for the Fall season. There is not a surplus 
of desirable shoes in the stores and shoes will be 
needed to take care of the large volume of business 
which is certain to develop. 

‘“‘While it is generally conceded that material prices 
are about at the top, there is no evidence of a reduc- 
tion in the price of materials used in high-grade shoes. 
It would seem, therefore, that merchants who wish 
Fall shoes delivered in September should place their 
business now.” 
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How Shoe Stocks Will Look for Fall 


An Article Based on a Survey of Opinions Among Middle West 
Shoe Buyers 


among retail shoe buyers in the Middle West 
and South shows a wide variance of opinion 
as to just what will be the leading features in style 
footwear for women during the coming Fall season. 
The survey covers forty or fifty cities and towns 
and is a fair reflection of what the good buyers con- 
sider as being the leading feature in their particular 
vicinity. 
The opinions necessarily vary on account of climatic 
conditions and on account of 


\ SURVEY of opinion of recognized style pickers 
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follow; while in the smaller towns, black kid will be 
the leading leather and Russia calf will take second 
place. All buyers seem to agree that patents are ab- 
solutely dead so far as boots are concerned. A few 
oxfords will be made of this leather, as will also a 
limited quantity of pumps and cut-outs for afternoon 
and evening wear. 

- An average of allreports shows that boot stocks will 
be composed of 30 per cent Russia calf, 21 per 
cent brown and other colored kid, 3 per cent 
gun metal, 30 per cent black 
kid, 5 per cent black suede, 





local tendencies as well. For 
instance, a very large buyer in 
Southern Texas says that his 
stocks of women’s shoes will be 
10 per cent boots, 40 per cent 
oxfords and 40 per cent pumps, 
Theo ties and similar crea- 
tions. This merchant is lo- 
cated in a thriving city of about 
150,000. 


Boots Lead Low Cuts 


Opposed to this man’s opin- 
ion of an extremely large per- 
centage of low cuts and a very 
smal] percentage of boots is 
the opinion of an Indiana mer- 





Soft Toed Oxford of Norwegian Grain Calf. 
By French, Shriner & Urner 


3 per cent colored suede and 1 
per cent of other materials. 


Heels for Boots 


A very important factor in 
selecting Fall footwear is the 
matter of heels. For several 
seasons back, Louis heels have 
been the leading feature in 
style footwear. There has been 
agradual tendency in the larger 
centers toward more military 
and Cuban heels. For the 
coming Fall season the drift 
toward military and Cuban 
heels has assumed the propor- 








chant ina town of about 15,000, 
who estimates that his Fall 
stock will consist of 90 per cent boots, 5 per cent ox- 
fords, 5 per cent pumps and Theo ties. City mer- 
chants, wherever located, see a much larger demand 
for low cuts for Fall than in previous seasons. 

All city merchants sold an unusual percentage of 
low cuts for Fall and Winter last year and many of 
them predict a gain of from 50 to 90 per cent in sales 
of this type of footwear for Fall, 1920, over Fall, 1919. 

Taking the reports as a whole and striking an aver- 
age, the result shows that Fall stocks will consist of 
46 per cent boots, 34 per cent oxfords and 18 per cent 
pumps, Theo ties and similar effects. 


Russia Calf Leads in Cities 


As to the materials, opinions also show a wide 
variance. However, all buyers agree that there is a 
very strong tendency toward Russia calf in boots as 
well as in oxfords. 

In the larger towns and cities Russia calf will be 
the leading leather in boot stocks, and black kid will 


tions of a landslide. 

Some of the alert buy- 
ers expect to have their stocks show 90 per 
cent military and Cuban heels and 10 per cent 
Louis heels. The craze seems to have hit both 
villages and cities alike, as the smallest percentage 
anticipated by any buyer is 65 per cent military and 
Cuban heels. The average from all reports is 72 per 
cent military and Cuban heels, 21 per cent Louis heels 
and 7 per cent Baby Louis and other styles. 


Materials and Heels on Oxfords 


The leading materials in oxfords will be Russia 
calf and black kid. As to the proportion, opinion 
again varies according to location, local conditions, 
the size of the city and general surroundings. For 
instance, the Texas merchant quoted above will show 
40 per cent Russia calf, 50 per cent black kid and 10 
per cent brown kid and other materials; while a lead- 
ing Ohio buyer will show 75 per cent Russia calf, 
15 per cent black kid and 10 per cent in other ma- 
terials. 
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About the only colored kid that will be used to any 
extent will be dark brown, and even dark brown is 
apparently slipping. The innovation of more Cuban 
heels and fewer Louis heels is having its effect on 
leathers. Russia calf oxfords will, of course, be 
built largely with welt soles or extension edge McKays. 
Colored kid is an ideal leather for the lighter and 
more airy effects and combines well with the Louis 
heel idea; but as a heavier type of footwear takes its 
place in the lead of fashion, kid must give way in 
preference to the more sturdy calfskin. 

The tendency toward heavier footwear is clearly 
reflected in the large percentage of military and 
Cuban heels to be shown on Fall oxfords. An analysis 
of the reports indicates about 75 per cent military 
heels, 20 per cent Louis heels and 5 per cent Baby 
Louis and other styles. 


Pumps, Theo Ties, ete. 


The survey shows that colored kid will have very 
little place in the very light type of footwear, even in 
pumps for Fall and Winter. Black kid will be the 
leading leather in this class of footwear. Patents will 
be in favor in some localities, while indications are 
that black satin will retain the popularity which it 
has gained during the past few seasons. 

For extreme dress occasion gold cloth and silver 
cloth, both brocaded and plain, will still be a factor of 
some prominence. 

That merchants generally are recognizing the trend 
of public sentiment toward the heavier type of foot- 
wear is shown by the fact that pumps will constitute 
only. 18 per cent of the entire stocks. This would in- 
dicate that merchants expect this class of footwear 
to be confined more largely to strictly dress wear 
than heretofore. 


Oxford Percentage Increases 


All buyers agree on these important facts: 

(1) That the proportion of oxfords and other low 
cuts will be much greater than a year ago—some 
buyers say 100 per cent greater, others 5 per cent 
greater. The average shown by the survey indicates 
about a 60 per cent increase of low cuts over last year. 

(2) That the proportion of Cuban and military 
heels will be greater than a year ago. This percentage 
of increase varies from 25 per cent to 100 per cent, 
the average being 66 per cent. ; 

(3) That cloth tops and two-tones are dead 


numbers. 
Spats More Popular 

(4) That merchants will buy spats more liberally 
than in seasons past. This is a natural development 
in view of the tendency toward low cuts. 

The large increase in the demand for low cuts in 
cities is accounted for by the fact that houses and 
apartments are practically all steamheated, so boots 
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are unnecessary in the house. The use of automobiles 
and heated street cars also strengthen this tendency. 

Low footwear, besides being more beautiful, is 
less troublesome. A pair of spats over oxfords or 
pumps provides the necessary warmth and protection 
and decreases the trouble of dressing. 


Merchants Not Buying Hurriedly 


There is a marked difference between the attitude of 
the average buyer toward placing his Fall orders at 
the present time and the attitude assumed by him for 
several seasons past. A prominent buyer in a large 
Ohio city summed up the situation in about this way: 

“For several seasons past I have been a ‘rubber 
stamp.’ Factories and traveling men have told me 
what my allotment was in pairs from each particular 
factory and I have bought my allotment. 1 have been 
told that I must buy now if I expected to get merchan- 
dise when [ wanted it; and I bought. Today I am 
viewing the situation from a different angle. I feel 
that I have ceased to be a rubber stamp and am again 
a buyer. I am in position to tell the factories what I 
want, when I want it and, in a way, to tell them the 
price I expect to pay for it. 

“T feel reasonably sure and safe in buying certain 
items from my stock. I can fairly well dope out my 
boots and oxfords in colored calf and black kid. I 
know that I will not buy a single pair of Louis heel 
boots for Fall unless style tendencies change toward 
the latter part of the season. 


Buying for Half Season 


“T am starting now to buy what I expect to sell in 
August, September and the first part of October. In 
June or July ] expect to be able to dope out what I will 
want for the latter part of the season. 

“T know there are some new lasts and new patterns 
coming through which I will probably want for the 
latter part of my season. These will constitute to a 
large extent the novelty end of my stock. I do not 
know now what will be the real ‘hot ones’ for that 
period and consequently I cannot see my way clear to 
buy them at the present time. 

“T anticipate a downward tendency in prices. The 
lower prices I believe will come about through bicker- 
ing and bartering. I do not mean that I will force 
down any man on his prices, but if prices are quoted 
to me and are not satisfactory, I shall pass up the line 
and expect to get the same quality and equally good 
stock from some other factory. 

“Undoubtedly factories can now name prices on 
several classes of footwear which are lower than 
those they have quoted in seasons past. I believe 
several manufacturers have reached the point where 
they are willing to make less profit, give more to the 
merchant and less to the Government in the way of 

(Continued on page 56) 
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Green Hides and Skins 


Otherwise Known as “Country Hides’’---Address Made at the Conven- 


tion of Vermont Shoe Retailers’ Association by A. J. Canning 


hides, cowhides, bullhides, horsehides and calfskins, 
what is known as country hides and packer hides. 

A country hide is a hide taken off by a farmer or a country 
butcher, while a packer hide comes from a packing house 
taken off by experienced butchers. They are free from cuts 
and scores, and naturally the leather is better, and for that 
reason packer hides sell for more than country hides. 


TL biaes, are several classes of hides; for instance, steer- 


A skin termed as a grasser would be a skin taken off a calf 
that was five or six months old that had been fed on sour 
milk and grass. Skins taken off calves of this kind are thin 
and spready, while a skin taken off a calf a month old will be 
plump and makes very much stronger leather, therefore must 
be handled with great care, and it requires more experienced 
men to handle this stock than hides. 

When a calfskin is just taken off, it is known as green. 


A cowhide when it is first 
taken off from the animal is 
known in the trade as a 
green hide—when properly 
trimmed it has to be put un- 
der salt immediately to cure, 
otherwise it would spoil. 
By that I mean if it was not 
salted right away, the hair 
would come off and it would 
be a slipped hide, the grain 
of the hide would be spoiled 
and it would be classed as 
number three stock. 

Hides are put in packs of 
one or two thousand each on 
cement cellar bottoms, then 
well salted, and a strong 
pickle, made of clean, fine 
salt, put over them and they 
will cure in thirty days. In 


the process of curing from’ 


green weight to cured weight, 
they will shrink about 10 
per cent. 

If not sold in a reasonable 
length of time, they will have 
to be resalted or they will be- 
come what we call salt- 
stained. A salt-stained hide 





Southern Fall Styles 


Tom Scoggins of Krupp-Tuffley Company, 
Houston, Makes Prediction 


Tom Scoggins of Krupp-Tuffley Company: 
Houston, gives his ideas on Fall styles for 
1920. In the opinion of Mr. Scoggins, Fall 
buying is comparatively easy for Southern 
merchants. He expects that low cuts will 
sell well. 

He anticipates a large business on colored 
Russia oxfords, with welted soles, and heels 
from 12-8 to 14-8, and also on brogue ox- 
fords with heels about 11-8 to be worn with 
wool hose. 

For afternoon and evening wear he antici- 
pates a large sale of kid leathers in black and 
brown, as well as fabrics. The shoes will 
have Louis heels 15-8 to 17-8, light soles and 
vamps 314 to 3 3-4 inches. Ties will sell 
during the Summer. 

Merchants are buying more low cuts and 
fewer boots for Fall and Winter. 


When properly trimmed, that 
is, the head and new claws 
taken off and weighed, it is 
known as a graded skin, and 
the different sizes go into the 
different grades as follows: 
4-5s, 9-12s, 5-7s, 12-17s, 
7-9s and 17-24s. 

A 5-7 would weigh be- 
tween 5 and 7 pounds. A 
7-9, between 7 and 9 pounds. 
A 9-12 would weigh between 
9 pounds and 12 pounds. A 
12-17 would weigh between 
12 pounds and 17 pounds. 
The heavier skins are known 
as kip skins and should 
weigh between 17 pounds 
and 24 pounds. 

Our buyers go through the 
country buying of the butch- 
ers and merchants, and the 
stock is shipped direct to 
Burlington, where it is 
graded, and skins that need 
it are fleshed and cured and 
made ready for the tan- 
ners. 

There was a time when the 
tanners would buy the skins 





or skin .when tanned will 


regardless of how they were 








plainly show the defective 
spots and, of course, the 
leather will not bring so high a price. 

Country green cowhides today we are buying at 20 cents 
per pound, while we paid as high as 30 cents for the same class 
of stock during the year 1919. 

Steer hides command a better price than cowhides, because 
after they are tanned they produce a better quality leather, 
which is stronger and heavier and is used for belting, and good 
belting today is very, very high. 

Bull hides make poor leather, consequently the price is much 
lower than cowhides. 

Horse hides aré bought and sold by the piece. The process 
of curing is about the same as cowhides. Belt lacing is made 
out of horse hide leather. 


The Calfskin Proposition 


I want to explain to you pretty fully the calfskin proposi- | 


tion. There are three classes of skins, veal skins, deacons and 
grassers. Veat skins are skins taken off calves a month ago. 
A deacon skin is a skin taken off a calf three or four days old. 


cared for, but now times are 
changed and they want skins 
that are fleshed, free of meat and all foreign matter. 


The Tanning Process 

If you are not familiar with the process the tanners have to 
put these skins through when they get them, I might say for 
your information: 

After the tanners receive a car of skins, it requires about 
three weeks to complete the process that changes them from 
calfskins to leather. By that I mean they are in the limes 
about nine days before being unhaired, and are in the tan 
about two or three days, and then, of course, pass through 
the various processes of finishing. 

A dozen 5/7 skins, which would average say 6 pounds 
apiece, would ordinarily yield 95 to 100 feet of leather. Take 
a dozen 7/9s, averaging 8 pounds, they should yield close to 
120 feet of leather. 

Calfskins are not split the same as hides are, but are tanned 
whole, after being put through the fleshing machine and beam 

(Continued on page 56) 
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A “Point System” of Salesman Efficiency 
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How C. H. Fliessbach, Manager of the Walk-Over Stores of Chicago, 
Has Improved the Service in His Stores and Helped His 


The “get-by”’ artist may flourish for a time, 
but super-service is absolutely necessary in the 
store that expects to gain and hold the confidence and 
good will of the buying public. 

“We have an unusually good, intelligent and courte- 
ous sales force,”’ said Mr. Fliessbach. “Our employes 
have among themselves an organization which has 


[Tm is a day of efficiency and specialization. 


Sales Force Make Larger Earnings for Themselves 


Makes for Better Feeling 
“Instead of having a sore spot in their hearts be- 
cause of being penalized, each of them has a warm spot 
in his heart because of our desire for mutual better. 


ment. 

“Instead of the management feeling grouchy to- 
ward an employe because of an oversight, we really 
have a feeling of gratitude because each employe is 






























done much to improve exerting himself to 
our store service, to improve the _ store 
promote good will and : service and to make 
a better understanding Week Ending March 13, 1920 himself more efficient. 
among themselves and a es 6... d6 6TlUTElUCU. “The weekly prizes 
a bwoader understamd- ff ghee ccccses 1 102 102 or rewards which we 
ing of the troubles and =| ---  ceeeeeeeeeeees 2 113 12 101 give are not large— 
problems which the [| -*- 9 vrrrrttttttte: 3 99 > 99 First prize, $3; second 
management has to |“ “CCT " _ ” ” prize, $2; third prize, 
face. Mil fs prize, $1. It is really 
ei ek rer " dae Be not the money value 
truly loyaltothe store, [| --- seeeeeeeeeeeee 1 113 113 of the reward that is 
ee, M8) Steno enone 3 86 be a attractive to our men. 
re” Eee 8 §  prdrendnwlsnai 3 90 20 70 ; 
more happy and con- | ©70 4 84 20 64 It is the moral value. 
ey eee ee 4 68 8 60 These rewards con- 
ee re ae 6 76 16 60 stitute an inducement 
store. And yet toerr | --- 2 ceccceecescees 7 80 20 60 to better service out of 
0 i. eke 8 58 58 all proportion to the 
oo. ER bere Une rent onene Rs D4 12 yo reward involved: and 
ve See ssnensnuetenate aa 5916 43 result in our salesmen 
a Serene: 12 56 16 40 checking themselves up 
“Our point system [| ---  cceceeseeeeees 13 68 32 36 on shortcomings to 
Deere Mewes 8 os -  fhetenarsacens 14 64 32 32 which all mortals are 
ao a OC ee eee 15 65 34 31 ; 
jointly by the employes heir. 
and the management This chart shows 
Chart No. 2—Showing Office Record of Point System “Merits or Points 


to check up errors and, 
so far as possible, to 
eliminate mistakes, 
misunderstandings and grievances. 

“Since installing the plan several months ago, some 
changes have been made, and as time goes on we will 


for Week 


Made’’—*‘Demerits or 
Points Lost’’—and is 
used in determining which of the salesmen are en- 
titled to prizes. 

Merits—Points Made 


undoubtedly find it advisable to make further revis- 1—Pairs sold—each pair ¥ point 
ions, but generally speaking, it has done wonders in 2—Pairs section shoes sold—each 
eliminating those human errors and shortcomings _ Pair 2 points 
and correcting those difficulties which occur day after “a _ mom rates “tess 
day in the average shoe store. 4—Largest per cent prs. P.M.’s of 
“The foundation stone underlying the whole idea pairs sold 20 pts. Ist, 19 pts. 2d, etc. 


on which the “point system” is built is this: 
“Instead of penalizing our people for making mis- 
takes, we reward them for not making mistakes. 





5—Largest av. price per pair 20 pts. Ist, 19 pts. 2d, etc. 
6—Smallest per cent pairs re- 
turned of total pairssold 20 pts. Ist, 19 pts. 2d, etc. 


7—Gross points made. 
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Demerits—Points Lost 


8—Complaint from customer on 
account of poor service 
9— Misfits or mismates 
10—Late for duty 
11—Arguments with other em- 
ployes or customers 
12—Wrong address or misspelled 
names 
13—Wrong stock number on sales 
checks 
14—Gross points lost 


This shows the relative value of points made and 
points lost. Each pair sold adds one-half credit 
point. ‘Pair’ in this connection applies not only to 
shoes but to spats, rubbers and accessories, the idea 
being not to make this solely a dollar and cents 


12 points 
10 points 
8 points 
6 points 


4 points, 


4 points 
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distribution of rewards), sothe merits numbered Four, 
Five and Six are arranged onthis basis. A glance at 
Column Six of Chart Number Two is an indication 
of how carefully shoes were fitted in this store and 
the unusually small percentage of shoes which were 
returned for exchange or credit. 


Chart No. 2 


Chart No. 2 shows the office record of the point 
system for the week. A comparison of this record 
with one made when the system was first installed is 
the best evidence of improvement made in the store 
service through its installation. 


Each Man Knows Own Standing 
Chart No. 3 shows the relative standing of each 





Merits 
Points Made 


Demerits 
Points Lost 


10 | 11 | 12 
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This Chart (No.3) Shows the Relative Standing of Each Salesman at the End of the Week 


proposition, but to encourage giving ample time and 
attention to each customer whether the sale be large 


or small. 


Section Shoes 


Whenever a lot of shoes is sold down to eight or 
ten pairs, they are put into a special section of shelv- 
ing and are called “section shoes.”’ It will be noted 
by the chart that two points credit are given for the 
sale of each pair of ‘“‘section shoes.” This is an in- 
centive to the sales people to keep odd lots cleaned 
up. Most of the “section shoes” bear a P.M. and 
one point of credit is added for selling a P.M. shoe. 
Hence it is possible for a sales person to win three 
and a half points for the sale of a single pair of shoes. 

The store ordinarily employes about twenty sales 
people regularly (extra help are not considered in 


sales person for the week ending March 13 as deduced 
from Chart No. 2. Both Charts No. 2 and No. 3 are 
posted on a bulletin board where all sales people can 
see andstudy them. 


Column No. 8 (Complaints from Customers on 
Account of Poor Service) and Column No. 9 (Misfits 
or Mismates), for instance, if compared with what 
happens in the average store employing twenty 
sales people, besides a number of extras for rush hours, 
will leave no doubt in the mind of the average mer- 
chant as to the good results derived from the use of 
this system. 


If there is any part of either of these records that 
any sales person does not understand or in any way 
questions, he is free to take the matter up with the 
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management. This, however, seldom happens as 
each sales person keeps a check on himself. 

The Walk-Over stores use a “‘call system”’ and the 
standing of each salesman at the end of the week 
determines his position on the call list for the week 
following. The sales person having the greatest num- 
ber of points to his credit comes first on the list and 
so on down. 

Contest Is Keen 


An examination of the weekly records shows that 
the honor of heading the list is not held by any one 
man week after week. It very often occurs that a 
certain sales person will be in the lead for the first 
three or four days and sometimes even up until Satur- 
day morning, and then a man farther down in the 
list will forge ahead and win the honors. 

However, if a men is constantly and habitually at 
the bottom it is evident that something is wrong, and 
unless he shows a disposition to better his standing, 
he cannot hope to long retain his position with the 
store. 

The installation of a point system or any other plan 
of increasing store efficiency, if it succeeds, must have 
the approval and hearty support of both the manage- 
ment and the employes. 


Co-operation Is Necessary 


It can succeed only by co-operation and the ‘‘Co” 
part cannot be overlooked. Any system or plan de- 
vised by either management or employe and forced 
upon the other party without the consent and ap- 
proval of that party, is doomed to failure before it is 
started; while on the other hand any plan that is 
equitable and just in its result, which has the sup- 
port and approval of both sides, the ultimate aim of 
which is toward better service and toward increasing 
the earning power of both the employes and the store, 
is sure to win out. 

The payroll of the Walk-Over stores, since the 
installation of the “point system,”’ shows conclusively 
that it has increased the earnings of the sales force as 
well as of the stores. 





HOW SHOE STOCKS WILL LOOK FOR FALL 
(Concluded from page 52) 

excess profit taxes, and this is going to have atendency 

to make shoe prices lower.” 


Think Price Peak Reached 


Whether or not the reasoning of this merchant is 
correct remains to be seen. There is a feeling, how- 
ever, among merchants that shoe prices, both at whole- 
sale and at retail, have reached the limit—that we are 
entering again upon a buyer’s market; and the seller, 
whether he be manufacturer, wholesaler or merchant, 
must listen somewhat more than heretofore to what the 
purchaser has to say about prices. 
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Many merchants have noticed the tendency to 
bicker and barter among the consuming public, and 
consequently they are adopting somewhat the same 
attitude toward factories and wholesalers. 

During the last years, the spread between produc- 
tion cost and consumption price has widened very 
materially and there is a general feeling that a large 
percentage of this spread must in some way be 
squeezed out. 





GREEN HIDES AND SKINS 
(Concluded from page 53) 
house, which, of course, smoothes off the flesh side after the 
hair has been removed, 

Skins are usually graded for several weights—lights, medi- 
ums and heavies. As I understand it, most tanners make two 
or possibly three grades for weight out of these three general 
weights, and then, of course, the leather is graded for quality, 
No. 1s, No. 2s, No. 3s, ete. 

You gentlemen know about the number of square inches of 
leather it takes to go into the different grades of shoes you sell 
and the prices you get for them. Some shoes I note are carry- 
ing very little leather. I suppose in trying to keep down the 
price of shoes the manufacturers are using more or less cloth. 
Knowing the value of leather as I do, I was surprised to see 
so many ladies wearing high boots last year. Of course they 
must be expensive and unnecessarily so. People now a days 
appear to have so much money they do not question the 
prices very much. 


Twelve Turnovers a Year 


We, in our business, try to turn these hides and skins once 
a month, that gives us twelve turnovers a year, or twelve 
small profits, as I feel a few dollars turned frequently will do 
the work of many dollars that move slowly and you shoe men 
know that. 

We have 21 branches in the territory in which we operate 
and last year we purchased 100,000 calfskins and 60,000 
cowhides. That, as you must know, is a big business. 

This takes experienced men and the stock must be bought, 
handled and sold right to make a reasonable profit and in 
doing that sometimes the manager sweats blood. 

Our stock is all sold sight draft, bill of lading attached. To 
show you how this raw stock goes into money, we made a 
shipment of one carload last year of green-salted calfskins 
and the draft amounted to a trifle over sixty-three thousand 
dollars. 

In the last two or three years the volume of skins has not 
been as large, for the reason that the farmers have been 
educated to the fact that they should raise more stock and 
not kill off so many calves as they used to, that is, raising 
more young stock. 

Speaking of the price of leather, now that I see the United 
States district-attorney here, in fairness to us all, I might 
say that during the war when competition was done away 
with by scarcity of goods there was no profiteering especially 
in green-salted hides and skins. After the war, we found it 
necessary to advance our prices a little to the tanners to make 
a reasonable margin of profit. 

I don’t think the price of material going into shoes costs so 
much more, in proportion, now as labor. Labor cost has 
doubled up since before the war, but we would not mind that 
if we could get the efficiency we used to. Since the war it is 
only about 60 per cent of what it was. By that I mean the 
men want to work shorter hours and they don’t seem to be 
anywhere nearly as interested in their work as they were. 
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iy is not selfishness that impels the shoe manufacturers of TI 
Lynn to advise shoe dealers to order their Fall stocks de 
promptly and in usual quantity. of 
It is an advice based upon the combined knowlegde and ex- “ 
perience of nearly one hundred broad-gauge, far-seeing men an 
who know that one of the surest ways to keep prices down an 
is to maintain a normal production volumes. TI 
Temporary idle shop crews mean, inevitably, higher cost figures. are 
So, the makers of Lynn’s famous shoes for Women and Children and Th 
slippers for Men again remind the country’s shoe merchants that clu 
Fall orders placed now, as usual, will have a helpful effect all the way mé 
from the factories to the consumers’ feet—and pocket books. to 
ALLEN & BripGEo, INc. BARTLETT-SoMERS Co. P. 
Burpetr SHOE Co. Cotter SHOE Co. G. 
A. FisHer & Son Grecory & Reap Co. W. 
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The shoe manufacturing establishments of Lynn represent a tremen- 
dous organization—a highly important unit in the footwear industry 
of the country. 


The heads of these establishments share in the universal concern at 
cost tendencies and resultant price tendencies of shoes the past three 
years. Every moment they are watching the raw materials market 
and the labor market. 


They are putting into their products the highest possible value. They 
are keeping prices as low as real conditions permit. 


They have no hesitancy in acquainting shoe dealers with their con- 
clusions—which are that present prices are likely to escape further 
material increases, and eventually lessen, if shoe merchants will refuse 
to be drawn away from their customary placing of orders promptly. 


P. J. Harney SHOE Co. HENNESSEY, MAxweE.i & HENNESSEY 
G. W. Herrick SHoe Co. T. J. Krety & Company 
Watson SHOE CoMPANY WILuiaMs, CLARK & Co. 


¥\| BURDETT SHOE CO. 
\ Aakers o, 
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M- GE: McKays 


Real Footwear Value | | 


The selling value of M-C McKays 
is proven by the fact that those 
women who demand shoe style, shoe 
wear and shoe quality at a reason- 
able price are satisfied to buy them, 
month after month, year after year, 
thus making your business show 
a steady consistent growth. 





















































MITCHELL-CAUNT CO. 


Factories - Lynn, Mass. - Boston Office, 72 Lincoln St. 















































N creating styles for our line of 
Women's Fine Welts we often 
have to take account of “‘whims.” 


But we distinguish between whims! 


If it is a whim that leads only to freak- 
ishness, we dismiss it. 

If, however, it is a whim that gives 
clue to something dainty, clever and 
“fetching” in its newness, we seize it. 


That's one way Watson Styles are 
born. 


Women's Fine Welts Exclusively 





WatsonShoe Company 


LYNN. MASSACHUSETTS 
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GOOD-ALL-WAYS 
Black Kid Theo. Full Russia Calf Brogue. 
Louis Covered Heel. White Smooth Buck Brogue 
Patent Theo. Full Louis 
Celluloid Heel. 
Mat. Cab. Theo. Leather p ° 
Louis Heel. Send in your detailed 

. White Kid Theo. Full — 

Louis Covered Heel. Three order—will ship in six 
Cut Outs. weeks. 


* 
Mr. Wholesaler: 
We are producing just the shoes that you, Mr. Wholesaler, are looking’ 
for— 
Creations that appeal at the right time, followed by 
uniform quality, cleanliness and attractive prices. 
That’s why we gain the good will of our customers 
and enjoy their confidence. 
Convince yourself—get in touch with us, and go Comp a Regt Factory 
J 
a 


on your next trip East. 


RIALTO SHOE COMPANY 


Manufacturers of Shoes for the Wholesale Trade 
Factory: 26 Oxford Street, Lynn, Mass. Boston Office: 215 Essex Street. Nat Weiss in Charge a 








sn ——=IN STOCK——="" 


& 
WOMEN’S COMFORT OXFORDS 
-——. PRICE - - $2.15 | 
RS OES ha eek 
m. Make Buyers Out of Passersby 
Hugh Lyons period display fixtures continue to 
a 
& 





No. X300—Women’s Cabretta Plain a 
se aoe once Bye yy grow in popularity because they add beauty and 
Pri $2.15 attractiveness to the display window. 

If you have not received our catalogs showing 
our Adam, William and Mary, Chippendale and 
Queen Anne designs, we will be pleased to send 
them to you. 


No. & - ~Geeves as above, with ons 


TERMS: Net 30 days, F.O. B. Boston 











ELIOTT SHOE CO. 


677-679 Atlantic Ave., 
BOSTON, MASS. 


mhtieds mm Me Ae), Fm Ole), 0-7-4) BD 
MAKE BUYERS OUT OF PASSERSBY 
See SLUOAN, saa 


345 FRANKI N- ST. 
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PY ANE ARPES 


A Danger 
Signal 


If a customer leaves your store— 
dissatisfied, or without having 
secured what he came for—it is 
a danger signal. Good Will is 
essential, but ability to produce 
the goods is absolutely necessary. 


With our Women’s Flexible Boots 

and Low Cuts on your shelves, you will 
never need fear customer dissatisfaction. 
Get them in today as a safeguard to 
your business, if nothing more, and you'll 
soon discover the meaning of certain 
salability. 


Allen & Bridgeo, Inc. 
Lynn, Mass. 
Boston Office 207 Essex St. 
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Lake hore 
Last 









The Combination Fitting Qualities of 
This Last Will Win Business for You 


It is one of the smartest, best looking and most satisfactory fitting lasts 
being used in the manufacture of Men’s Ultra Fine Shoes—it appeals in- 
stantly to better dressed men, fits well “all over’’, and completely satisfies. 


The style illustrated is No. 902, Mahogany Calfskin, “Lake Shore’’ Last, 
Goodyear “Wingfoot”” Half Rubber Heels, “On the Floor”, in AA to D 
Widths, $8.95, Less Discount. 


Write for folder illustrating other unusual, quick selling, Carter Quality 
Shoes, “On the Floor.” 


WE ARE NOT INTERESTED, FINANCIALLY, EITHER DIRECTLY 
OR INDIRECTLY IN ANY RETAIL STORES. 


J. W. CARTER CHICAGO CO., 
CHICAGO, ILL. 


Specialty ufacturers of Men’s Fine Welt Dress Shoes 


SALESROOM, 833 W. CHICAGO AVE. 
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FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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“A BOY’S SHOE THAT WEARS” 


CARRIED IN-STOCK 


WITH EITHER LEATHER SOLES 
OR NEOLIN SOLES 


STOCK No. 3604 
STOCK No. 370 








} | 3604x— Big Boys’ Chrome Gun Metal ae. 
| 644-9, C, Dand E wide..... 
3704X—Big Boys’ a ee Side Bal., \ 


| 2604 Bos’ Chrome Gun Metal Bal., “« 4 
an wide -20 
6%-9, C, Dand E wide............ $4.60 

| 3608— M Cc G 
$704—Boyse’ Mahogany Side Bal. 1-6. Little Men’s Chrome Gun — 
| C, D and E wide............ . $5.85 


. « | Bal., 8-134, C, D and E wide. .... .. $3. 
| 3705— Little Men’s Mahogany: Side . : 4 
| 8-134, C, D and E wide..... . $4.8 














3602X—Big Boys’ Chrome Gun Metal 
| Foxed Blucher, 6144-9, C, D and E a | 
5.10 

| 


3602—Boys’ Chrome Gun Metal Foxed| 
Blucher, - 6, C, D and E wide 


3603—Little 


| 
| These are just a few of the many Boys’ and 
Little Gent’s styles that are shown in our 


STOCK No. 3602 
New Stock Catalog. Have you a copy? 








Men’s Gun Metal Foxed 
| Blucher, 8-134, C, D and E wide. . - $3. 10 


MARSTON & TAPLEY COMPANY _ 


MANUFACTURERS 
DANVERS 7 - - MASS. 





Np I fg ae 
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PRINCESS BROGUE 


A Popular Sport Model for Fall 
Made of Excellent Material Throughout 
No. 4670. Mahogany Brogue, 244-7, A to D, 9-8 Heel $7.00 
No. 4670144. Mah. Imitation Brogue, 214-7, A to D, 9-8 Heel $6.25 





ROYAL PRINCESS “‘wercrs'" 


For Women : 


Made in a Variety of Snappy Patterns and Lasts, Are Reason- 
able in Price and Possess Excellent Fitting Qualities 


2%-8, AA to D, $9.00. Same in Oxford $6.75 Less Disc. 


BRAUER BROS. SHOE. @. °%'s?4" 


Exclusive Manufacturers of Misses’ and Women’s High Grade Shoes 






ROYAL PRINCESS 
3% Inch Vamp, 13-8 Heel, 814 
Inch Top. 
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Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 
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GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER GRIFFIN LOTION CREAM 
For all white shoes except kid. A thorough In white, black, li H 
For all white kid shoes. A perfect white leaner, ~% n white, black, light tan, Havana brown, 
cleaner that kid not a whitew dark brown, light gray and dark gray. 
eines Govetams. 3 1-2 oz. Sy ‘op Carton— Cleans, softens and polishes all kid leather. 


Small (15c) Size, $14.25 Gross, $1.25 Doz. -25 Gross, $1.25 Doz. Contains no injurious acids. It is to the 
5-0. B Neck Box— leather what cold cream is to the ekin. 
3 oz. Size, $21.00 per Gross, $1.80 per Doz. 


Large (25c) Size, $21.60 Gross, $1.90 Doz. $21.60 Gross, $1.90 Doz. 


GRIFFIN MANUFACTURING CO., Ine. 
67-69 MURRAY STREET = - NEW YORK, U.S. A. 
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Tee meme SHOE 


“They re right there with the goods” 


That’s the way you’ll talk when 
you’ ve experienced our stock style service. 


WHEN your order 
says rush, we 
understand the mean- 
ing of the word and 
forthwith proceed to 
get the goods out. 


We know what prompt 
In Stock Style No. 136—Cherry Red Brogan Bal. Widths _ . r 
AAtoD. Sizes5toll. Price ; deliveries mean to 
dealers today and so 
far as we are concerned 
every order gets at- 
tention. 














The styles shown here are 

being bought freely. We 

recommend them to the 
In Stock Style No. 130—Cherry Calf Brogan Oxford, trade who want a style that 
AA to D, 5 to II, Aristocrat Last. Price will appeal to the taste of a 
broad class of buyers. 








Send for Stock Style Catalogue — 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


ROSTON NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 
183 Essex Street Marbridge Building 1215 Market Street Republic Building Pacific Building 








DETROIT PITTSBURG 
Empire Buiiding 


Washington Arcade 
Send All Orders to the Factory 
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Latest 
Fall Fashion 












































‘‘Every Shoe A Business Builder’’ 


Hopkins & Ellis turn shoes of quality are made from 
carefully selected leathers by master shoemakers 
on the very newest ideas in lasts and patterns. 
Merchants catering to women who demand quality, 
style and wear will appreciate the business-getting 
value of the Hopkins & Ellis line. 


HOPKINS & ELLIS 
HAVERHILL, MASS. 


Boston Office, 108 Lincoln Street 
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Lashio able Soot lwear 


Chrome Patent Leather Two-Eyelet Tie, Leather 
Quarter, Lined as Illustrated Above. 


1156—Size 214-7, C and D 
1479—Size 1144-2, C and D............... 
Chrome Patent Leather Pump, Plain. “Black Kid Lace Oxford, 10-8 Heel. 
11G7—Siee 2346-7, C and De 65. icc. cnc tec cece se se SSO 1154—Size 214-6 


Brown Kid Lace Oxford, 10-8 Heel. 
1155—Size 214-6 


Aguisite Fa 


Patent Leather Mary Jane, —: Welt. 


1901—Size 8 14-11, Broad Toe, tions —e- 
1576—Size 11 14-2" English Toe.. 


Brown Vies Kid Lace Oxford, Goodyear Welt. 


1903—Size 8 14-11, Broad Toe, womne: a 
1578—Size 11 114-2" English Toe.. 


Black Calf Mary Jane, ee" Welt. 


1902—Size 8 411, Broad Toe, ie Heel. 
1577—Size 11 14-2, English Toe.. 


Black Calf Lace Oxford, = gill Welt. 


1904—Size 8 4-11, Broad Toe, ee Heel.. ... $2.85 
1579—Size 1114-2, English Toe.. rere 


Sow Leather Instep Strap Pump. 
600—Size 8 14-11, Broad Toe 
601—Size 1114-2, English Toe 
482—Size 1114-2, Broad Toe.. 
602—Size 214-7, English Toe.. 


Gun Metal is Strap Pump. 
617—Size 8 4-11, Broad Toe 
618—Size 114-2, English Toe. 
619—Size 2 44-7, English Toe.. Fei 
Mahogany Side allies eis Oxford. 
1478—Size 11 4-2, English Toe.. ae § 
1153—Size 8 14-11, English Toe.. : 
Patent Leather Instep Strap Pump. 


1801—Size 8 4-11, Broad Toe.. ror eee .. $2.15 
1476—Size 114-2, Broad Toe 2.60 
1151—Size 214-6, Broad Toe.. A 


HENRY KLEINE & CO. 


2% 10 Days—Net 30 Days 


208 to 214 West Lake Street CHICAGO 
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“Everything New That’s Good”’ 






The Howard & Foster 
line of men’s and women’s 
welts 1s ready for Fall. 






Howard & Foster Company 
Brockton, Mass. 
Boston Of fice, 183 Essex Street 
















SMART STYLES 


FOR SPRING 





HOTEL 


G saex 


ATLANTIC AVE and ESSEX ST. 
400 Rooms-500 Baths “189 Aday and up 


AA ABSOLUTELY FIREPROOF 









— 
tA 











The location of the ‘“Essex’”’ 
is so central that this one feature 
alone offers inducements for 
your patronage that cannot be 
lightly considered. But, in ad- 














3501—White Nubuck, Seamless Leather Bow..... . .$6.75 






3503—Same in Brown Side ...............+....055 7.00 re ; 

3503—Same in All Patent. Sele adegoageensan aie 6.50 dition, you'll find many another 
=, > i BAR ccccceccceccescocces y . . 

nine rr ' feature that will satisfy you 

P , while with us, and be a strong 

In Stock—Immediate Delivery ; , ” 
incentive to come again. 






Send for Our Catalog 
THE HOTEL ESSEX CO. 


BOSTON 
McCARTHY BROS. 


PROPRIETORS 







aL 
























ri ~ SBLEECKER’ SHOE CO: ie <i 
THE LIVE WIRE HQUS SE : 
















| Leg yf, YUE SS 


NOVELTIES & STAPLES 
WOMENS -MENS-BOYS-GIRLS j 
148 150 Duane Street 


. NEW YORK, NY. 


May 1, 1920 BOOT AND SHOE RECORDER 





Shoes made of P & V Leathers pos- 
sess character, quality and style to a con- 
siderable degree. P & V Leathers are the 
result of three generations of careful study 
of the best standards of leather, especially 
its ideal adaption to shoes. 


Merchants who sell shoes made of 
P & V Leathers can feel confident that they 
are offering to their customers a_perfect- 
ed product, having utmost value. 


Pfister & Vogel Leather Co. 


Milwaukee, U.S. A. 
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A “WINGATE” McKAY 


W 


OMEN’S tan calf, McKay Polish, 


with 81% inch top, on our No. 30 


las 


t, carrying military leather heel. 


Made in our McKay factory. 


Wingate Shoe Corp. 


HAVERHILL, MASS. 


New York Office, 503 Marbridge Bldg., 


E.. 


West 34th St. 
Barnett, Representative 


Boston Office, Room 303, 183 Essex St. 


ee 


OOo 3 se e'' 


= INNO NNN Moc 1 Ic 
1c At. Joe ee ie rcs 62525 


a eo a a ool oes 
IOC ee ar 











9390909090096 ICI Ic 











A a ae aes 


MUU Perr tT tiny 


Ir — os 


ee ee ee ee a 





INI IC IOC cc 3646 Ic ICICI os law 
AD Jeo) Sooo ooo Sooo oo ooo Sooo Sooo Sooo ooo Soc 


7, 


STOCK 


No. 1513 


PRICE 
$6.00 


IN 


Stock No. 1513—Black Kid Oxford, Fine Turn, 19-8 Full 
Louis Covered Heel. Widths AAtoD. Price $6.00 
Stock No. 1514—Same as above in Patent Leather. ths 
AAtoD. Price $6.00 


A. PALAN SHOE CO. 


WASHINGTON AVE. AT 14th STREET 


ST. LOUIS 
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AAU ASEAN 


B-R-O-G-U-E-S 


In Big Demand on the Floor 
Ready for Delivery 


Style 1250 
Price 
$6.25 


1250— Women’s Mahogany Side Brogue Oxford, Goodyear Welt 
sole, invisible eyelets, B, C and D widths, 2% to7 $6.25 
215—Same as above in Mahogany Calf, Straight Imitation Tip, 
B.C and D, 2% to7 $6.25 


Novelty Footwear In Stock 


S 


1312 Washingt on Avenue 


SY 


ly) 
J 


a Shoe Co. 
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For Men’s and Women’s Brogue Oxfords 


Nifface of a confirmed big demand for wo- 

, men’s brogue oxfords next Fall, you will be 
interested to know that big city buyers are 
specifying our new CHESHIRE CALF and 
KIP SIDES;,for such shoes. 


“THE above is a photographic reproduction 

of the CHESHIRE grain and from it you 
will see at once the sure attraction it gives to 
a smartly designed brogue oxford. 


We offer it in both Tony and Brown. 


CREESE &COOK CO 
a 


4 CREATORS OF 


TANNERIES 
DAN VERSPORT 


WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 


5 a 
ci pr ss 
' by D RPE 
ae CN y 
KS; SON aH 
3 + 


NEW CALF LEATHERS 


SALES ROOMS 
95 SOUTH ST. BOSTON 


P.A.HENRY x CO. 


706 BROADWAY - CINCLNNATLOL 
LEATHER TRADES BUILDING, 
ST.LOUIS, MG. 
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THE SEASON’S BIG SELLERS 


8762—Mahogany Calf Bal. Oxford, ? Pas sole, City 
Last. Widths, A B6toll, CD5tol $8.40 


8763—Mahogany Side Bal. Oxford, ; 0 sole, er 
Last. Widths B C 6 toll, DE5 tol $6.8. 


8749—Gun Metal Veal Bal. Oxford, 9 iron sole, a ‘ 
mont Last. Widths, C D E 5 to 11 $7. 


Terms: 3% 10, 1% 20, Net 30 Days 


IN STOCK 


UNBRANDED 


SIZE UP NOW AND 
PREVENT LOST SALES 
BY GETTING YOUR 
ORDER IN EARLY 


R. K. L. CQ. 


Grand Rapids, Mich. 











F OR SAF FETY 
SAKE BUY 
ONLY 


May 6, 1919 


The undersigned has 

been granted a patent on 

Fox 2-ply Shoe Tongue 

Pads and is in possession of the 

sole right of manufacture and sale of 


tongue pads having the two-ply feature. 
R. A. FOX, Inventor. 


Infringers of this patent are being prosecuted. 


Fox 2-ply Shoe Tongue Pads 


For Low Insteps and Narrow Ankles 
A boon to proper Shoe Fitting 
Made of the Finest Grade Felt 

For Ladies’ High Shoes and Oxfords 
Jobbers Distribution Solicited. 


FEDERAL OVERGAITER COMPANY, Inc. 


Exclusive Licensed Manufacturers 


16-18-20 EAST 12th STREET NEW YORK 





IN RE FOX 2 PLY SHOE TONGUE PADS 


CHARLES C. GILL 


ATTORNEY AND COUNSELLOR AT LAW 
and SOLICITOR OF UNITED STATES PATENTS 
253 Broadway, 

New York City, N. Y. 


Herewith I enclose a copy of 
the decree signed by the Court in the 
case against A. Phillips & Co., Inc., 
and I also enclose a copy of the injunc- 
tion which was given to the United 
States Marshal today for service on A. 
Phillips & Co., Inc. This seems to be 
the end of the suit, and is a final de- 
cision regarding the validity of your 
patent. 

Yours very truly, 


CHARLES C. GILL 


Does It Pay to Infringe? 
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IN STOCK 
No. 4 Gallun’s Calf Brogue Oxford 


Carried Branded and Unbranded 


IN STOCK NOW 


B637— Widths 0-1-2-3-4 Price—$9.50 


RUSH YOUR ORDER AND AVOID DELAY. 
IF YOU REQUIRE UNBRANDED GOODS, 
PLACE LETTER “U” AFTER NUMBER, 
AS B 637 U. 


Sample pairs sent charges prepaid. 
Spring stock style Catalogue on reques: 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BOSTON—183 Essex Street 


NEW YORK—127 Duane Street B R OC K TO N 9 M ASS ° aut ae meee 


DETROIT—461 Book Building 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 
sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 


of science and sense. 


with it. 


It is the answer to weak and brokenarches. Ask for shoes equipped 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Johnson City, N. Y........ 124 Main 
L M 306 B 














nT 
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the Heart 
of the 

| Shoe and | 

Leather 

| District 
















































































20-22-24 
No. Franklin St. 


oe" [ECO inNewBuilaine 


Half a Century Ago— 


the foundation of “TECO” organization was started. 


This Business was Carefully Built— 


by itsfounders. The principal members of the company 
have grown up with the organization and it is a sign 
of a healthy organization that builds men as well as 
builds up business. 


And Now a New Building— 


near our present store.—Right in the heart of the shoe 
and leather district.—A complete building made to 
supply the needs of a growing business. Every facility 
for better service. 


Completes the Equipment— 


Our new home houses the big fresh stock of finest 

merchandise,—and whether you visit us in person or 

by letter or order,—remember the “Welcome” on the 

nics» damitienaes doormat was put there because it is the Spirit of the 
; —F TECO Organization. 


THOMPSON-EHLERS COMPANY. 
CHICAGO, ILL. 







































Absolutely no leather substitutes used 


eS a ee $1.83 
3016—White Washable Kid...................... 1.85 
BE, FE nin icis cc ccc cccccccactece 1.85 
3017—Patent White Wash Kid................... 1.83 
$001—Brown Cabretta..........5..cccccccscccce 1.35 
3003—Patent Leather, White Cabretta Top........ 1.38 
WR —— Wnt CBMEOEER. ow oon ook nc cine cccccccess 1.35 
3007—Patent Leather, Gray Cabretta Top......... 1.35 
3009—Brown Kid, White Cabretta TR oa seccw cea 1.35 
3011—Red Cabretta... . sae ee 
3101—Patent Leather Mary Jane.. -- 1.28 
3103—White Canvas Mary Jane.......... -924 
3002—Black Kid paces cae 
3004— Patent Leather, Mat Top.......... 1.88 ° 
3006—Patent Leather, Brown Kid. . 1.35 
3008—Patent Leather, Champ. Cab. ‘Top.. 1.35 
3010—Brown Kid, Champ. Cab. Top..... 1.35 
3012—White I one cet hen 4, -95 
3102—White Cabretta, Mary Jane........ 1.25 


All the above numbers, sizes 1-4. 


Henry Kleine & Co. 


208-214 W. Lake St. : : Chicago 




















CERTIFIED 


1920—1812=—108 YEARS’ 





HARDWARE 



































PRODUCTS 


QUALITY 


EXPERIENCE MAKING 
GOOD BUCKLES 





WHOLESALE 








BUCKLES FOR FOOTWEAR 


No. 214 No. 416 


FURNISHED IN HIGHEST GRADE 
NICKEL OR BRASS PLATE 


ONLY FREE 





SAMPLES 


y a he s 
Of polishes is the. nstaey of bue 
-England. i 


present site of North & Judd } Manu 
Jat New Britain, Conn., as’ early 


> Alvin. North planted the seed that 
the’ seventeen-acre North & OS 
; PCompany plant of. today. « 

“that buckle making has been part of 
~ of New Britain for more: than one 


_. The-past year saw the buckle 
\come into its own,” The fad grew 
ntil finally the buckle 





[From New England Edition of Shoe Findings] 
ee 
NORTH & JUDD 
MANUFACTURING CO, 


NEW BRITAIN 


CONNECTICUT 
































KING: Twili 
K ALLMAN lin- GUARANTEED 2:D.—~ In order to keep 
ings are plainly SS the goods mellow 
stamped with their = each piece is care- 
guaranteed weight = fully wrapped 


THE BIG FOUR. 
‘wma K@llmar. 


Seems“) GUARANTEED WEIGHT 


/ SHOE LININGS 











GUARANTEED SSS = Do away with 
weight protects both SSSA all those torn lin- 
retailer and whole- SUPERIOR DRILL. ings by using 
saler from poor GUARANTEED 2.35 — only KALLMAN 


linings. linings 


A\\ Soe 








a ulius Kallman Company 


Boston Cincinnart 
| S00 a Oe eee 


























LINING 


FOR THE 


FINEST SHOES 


T). Luxe is that kind of lining 
that looks mighty good when you 
see it in the piece but in a pair 
of fine shoes it is a world beater. 





Know It By the Weave 


TY). Luxe is the result of our 
never ending efforts to make 
better shoe linings. 


Samples in both white and 
natural (ecru) will be 
forwarded on request. 


DE LUXE COSTS 
MORE BUT 
PERFORMS 
BETTER 








o/ulius Kallman Company 


Poston CIncinnars 
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Sterling 


THOMAS HART BENTON 
Born Mar.14,1782 - Died Apr. 10,1858 
Father of Hard 
Money Currency 








“T Shall Be Found In the Right Place!” 


Was the ringing statement of Thomas H. Benton, Sterling American 
Statesman. He opposed unwise financial legislation and led the con- 
test against it in Congress. His nickname, ‘‘Old Bullion,’’ stamps him 
as the founder of the sound-money currency of this country, while his 
land policy was of great benefit to the nation. A man of absolute 
integrity, a United States Senator for 30 years and the author of much 
constructive legislation. 

THE RIGHT LEATHER IN THE RIGHT PLACE IS STERLING PATENT COLT OR 
STERLING PATENT KID IN ANY SHOE OF QUALITY. THESE FAMOUS SHINY 
LEATHERS PLEASE PARTICULAR PEOPLE WHO DESIRE THE BEST—THERE- 
FORE, BOTH MANUFACTURER AND RETAILER GAIN PRESTIGE AND PROFIT 
FROM THEIR USE. 


Sterliiig Kid SterliiqgGolt 


BRISTOL PATENT LEATHER COMPANY BOSTON, MASSACHUSETTS 
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ILLIKENS have that 

indefinable touch of dis- 
tinctiveness which differenti- 
ates them from other makes 
of children’s shoes, just as 
“The Big Dog” of the con- 
stellation differs from the 
tiny star. 


Retailers have found in this 
the difference between a prof- 
itable and non-profitable 


business. 


If you desire to broaden 
your selling possibilities 
in children’s shoes write 
for our Billiken Propo- 
sition and Booklet 


Shoe Company 


St.Louis, Missouri. 
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A SPECIAL THESE COULD NOT 
FEATURE BE MADE, TODAY 
WHILE M if FOR ANY- 
THEY THING LIKE 
EN On = 

4 PRICE 


LAST J 


\\\\KKhte - 
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A HIGH GRADE VICI OXFORD 


FOR IMMEDIATE DELIVERY 


W.T.HOLMES COMPANY . 


EXCLUSIVELY LADIES SHOES 
15 NO.FOURTH STREET +: + PHILADELPHIA 

















DO YOU KNOW THAT~ 


ONE-QUARTER OF THE SHIPS CALLED 
INTO THE WAR WERE BUILT IN 
PHILADELPHIA DISTRICT 
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oes 
TRADE MARK 


IN STOCK 


Growing Girls’, Misses’ and 
Children’s Goodyear Welts 
We show two of a wide variety. The full 


line is displayed in our catalog 
— Send for it 














Fe OFA Sear er adiet tendeee 










FAIRY 3106 





FAIRY 3104 






PATENT WHITE NUBUCK TOP 
WELT 





TAN SIDE PONY CUT WELTS 







See Gaeeg Cher, B, C, D 2%- 2104—Growing Girls’, B, C, D, 2% 
EEO TOT OTT x » bY, VY, 
3106—Misses’, CD; 1114-2...) "5.25 304M eh Bis eS 
4106—Child’s, C, D, 814-11..... 4.50 4104—Child’s, C, D, 814-11... .. 5.05 

5104—Child’s, D, 6-8......... 4.20 





5106—Child’s, D, 6-8 





GRIEB SHOE MFG. COMPANY 
PHILADELPHIA, PA. 


BOSTON OFFICE OFFICE and SALESROOM NEW YORK OFFICE 
183 Essex Street, 531 Market Street 1012 Marbridge Building, 
Room 409, a , Broadway and 34th Street, 


Vineland, N. J., Palmyra, Pa. Phone Greeley 3966 


‘Theo Tie! 
Certainly! 
Wemakit! 


Wire Your Order—At Once Delivery! 










































605—Black Ooze Calf . .... =. . «. $10.00 
606—Brown Ooze Calf. . . ... . . 10.00 
604—Chrome Patent Leather .... . 7.50 
506—Black Glaze Kid. . ...... 8.00 


Widths AA to C—High Grade— Turn Soles 
Full Louis Heels 


Atlantic Shoe & Slipper Corp. 


133 Essex Street Boston, Mass. 
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ROVILLA KID 


The Dependable 
All -the -Year - Round - Leather 


FOR ALL SHOES 


IS 


Stylish 
Comfortable 
Shape Retaining 
Dyed Thruout 


Lastingly 
Lustrous 


Water and 


Weather-proof 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN.N.J. 


“It does not scuff”’ 
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SPRINGTIME 


Balmy skies and blooming flowers 
are old Father Time’s reminder of 
Spring and Spring always calls for 
new footwear. 


LUNDIN SHOES 


are leaders in Style, Comfort, 
Durability, Reasonableness of 
Price and Popularity. 
The “LUNDIN” line of footwear 
makes friends for merchants who 
sell it. 

The LUNDIN Shoe 

is right all through 


LUND-MAULDIN Co, 


MANUFACTURERS 
SAINT LOUIS U.S. A. 
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OUR IN-STOCK DEPARTMENT 


Of Welts and Tums is the largest in £ynn. It includes 
Brogues, Theo Ties, One-Eyelet and Tongue Pumps. 


A. splendid ge for merchants to keep their 
stocks in salable condition. 


IN CASE LOTS ONLY 
Four Weeks’ Delivery In-Stock for Immediate Delivery 


Stock No. 265—Cocoa Calf, Brogue Ox- Stock No. 264—White Buck Brogue Ox- 
ford, 14-8 Heel, Armour’s Sole, Three- ford, Welted Sole, 14-8 Heel, Armour’s 
Seven-Eighths Vamp, A-D Sole, Three-Five-Eighths Vamp, A-D $6.50 


Stock No. 265B—Same Style with Three- Stock No. 264B—Same Style with Three- 
Five-Eighths Vamp, A~D $6.50  Seven-Eighths Vamp, A-D $6.5 


We shall be glad to send 
samples on your request. 


Terms 2 per cent 10 days. 
Net 30 days. 


YNCH SHOE COMPANY 


W. A. Sullivan, Pres. B. F. Green, Treas. 
192 BROAD ST. PYNN, MASS. 
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IN STOCK 
PINGREE SPECIAL SHOE 


**Your Customers Stand in ’Em, 
We Stand Behind ’Em’’ 


FINEST SURPASS KID 


ON OUR 
Famous Combination Last 


HAND LASTED ALL LEATHER 
$11.00 


1% 10 days. Sizes over 11, 50 cents extra 


F. C. PINGREE SONS CO. 


Makers of Men’s Fine Shoes 


DETROIT MICHIGAN 
Chicago Office Salesroom, 19 So. Wells St. 














For “At Once” and Fall, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 


HAGERSTOWN SHOE & : 


LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U.S.A. 
i a 
1 
| , 


























‘The (Onverse “Big Nine” 














eA Wider Market—More Sales 


“Big Nines” are being worn the country over, for all around 
every-day use, summer and winter, indoors and out. 











You know better, than we, how customers rebel at paying 
the high prices demanded for leather footwear. 


Sell them “Big Nines.” Quick turnovers—Easy sales— 
and substantial profits. 


See that your stocks are sufficient to take care of the big 
demand which is sure to come this summer and fall. 


Exclusive district agencies. Write for complete information. 


CONVERSE RUBBER SHOE COMPANY 


FACTORY: MALDEN, MASS. 
Service Branches: 


New York—142 Duane St. Chicago—618-20 W. Jackson Blvd. Philadelphia— 20 N. Third St. 


— 
~<a aD 
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Will not rub off ! 


Goren WHITE—as the name implies—is a 
white that clings—-DOES NOT RUB OFF. 
It cleans as well as whitens. Is easily and quickly 
applied. Dries quickly and evenly—giving a finish 
of beautiful velvety whiteness. It helps preserve 
shoes. Equally good for Buck, Nubuck, Suede, 
Canvas, and all white duck fabrics. Once tried 
Kling White will sell itself. The attractive package 
lends itself advantageously to display purposes. 


Early stocking-up is advised. 


UNITED SHOE MACHINERY 
CORP. : : BOSTON, MASS. 


BRANCHES 
Johnson City. N. Y. 
Lynn 

arlboro 


icago 
Cincinnati Milwaukee 
Haverbill New York 
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FAIR PRICED FOOTWEAR 
MADE TO MEET CUSTOMERS’ DEMAND—IN-STOCK NOW. 


Theos—Pumps—Colonials— Oxfords 
In Every Desirable Leather 




















231—Black Suede Theo Tie, Cov- 

ered Full Louis Heel, A-D - $9.00 
232—Brown 25 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
233—Beaver 23 Nubuck Theo Tie, 

Covered Full Louis Heel, A-D. 8.00 
236—White Kid Theo Tie, Cov- 

ered Full Louis Heel, A-D..... 7.50 
235—Black Kid Theo Tie, Cov- 

ered Full Louis Heel, A-D 7.50 
205—Dull Kid Theo Tie, Leather 

Louis Heel, A-D 5.50 
204—Patent Theo Tie, Leather 

Louis Heel, A-D 5.50 


260—Black Kid Theo Tie, Cuban Style 267 


261—Patent Theo Tie, Cuban 
Heel, A-D 5.5 


267—White Kid Fedora, 

Louis Heel, B—D 
265—Same in Bright Kid, A-D... 
266—Same in Patent, A-D 


221—Patent Pump, Cov. 

Louis Hee], McKay, A-D 
222—Same in White Kid, A-D... 
220—Same in Black Kid, A-D... 
299—Black Suede Pump, Cov. 

Full Louis Heel, Turn, AA-C. 6.50 
296—Same in Patent Leather, 6.00 
294—Same in Dull Kid, A-D. 6.00 
246—Patent Pump, Leather Louis 

Heel, A-D 5.5 
245—Same in Dull Kid, A-D 


E [Style 235 














Style 221 Style 211 


211—Dull Kid Colonial Cuban 
Heel, A-D 6.00 

212—Same in Black Kid, A-D... 

209—Same in Patent, A-D 

210—Same in Patent 

201—Dull Kid Colonial, Leather 
Louis Heel, A-D 6.00 

200—Same in Patent, A-D 


227—Patent Oxford, Leather Louis 
Heel, Welt, A-D 6. 
225—Same in Black Kid, Welt ... 
234—Same in Havana Brown Kid, 7. ‘00 
230—Same in Gray Kid, Welt.... 7.50 
283—Black Kid Oxford, Leather 
Louis Heel, McKay, A—D 
281—Same in Patent, A-D 
274—Same in Havana Brown Kid, 


A- 

297—Patent Oxford, Full Louis 
Heel, Turn, A-D 

218—Black Suede Oxford, Cov. 
Full Louis Heel, A-D 


Style 227 268—Patent Leather Oxford, Im. Style 268 
Tip, Cuban Heel, A-D §. 
277—Same in Mahogany Calf. . 
276—Same in Black Kid 
224—Same in Black Suede 
228—Patent Oxford, Plain Toe, 
Cuban Heel, Welt, A-D 


Send for Price List of High and Low Shoes In-Stock 


THE BOARDMAN SHOE CO. 


564 Atlantic Avenue, Boston 9, Mass. 
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If You Wish To Sell COLORED 


Good Colored Shoes a 7Te-) 


REG USA 


at 
MEDIUM PRIC E SIDE LEATHERS 


Medium Brown 











—you should know that we have Our customers who are showing 
succeeded in making a “SNUF] i 
these leathers in their lines will 


— Peis Tien has— without doubt be glad to explain 
—even better wear and service to you why they are using WILO 


—and is moderately priced SIDE LEATHERS 


C. D. Kepner Leather Company 


137-139 South Street, Boston, Mass. 
223 W. Lake Street, Chicago, IIl. 
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NOW_READY! 
1920 DIRECTORY 
OF | 





ll iy 
: has made good.’” 


that 


IN STOCK 






Quality Shoes Shoe Manufacturers 


for Youngsters | Covering all the improved features of previous 

| editions, thoroughly and carefully revised to 
No Nails | date. Over 200 new firms and reorganiza- 
No Tacks tions, changes in addresses, changes in lines of 





production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 


Footform Lasts 


Shoe Trades Publishing Co. 


TRUITT BROS., Inc. 
683 ATLANTIC AVE. é BOSTON 


BINGHAMTON - - NEW YORK . | 


Lace | ing the names of actual manufacturers—no 
5 to 8 814 to 11 | jobbers included. 
Bt rete $2.45 Smoke Elk.......$2.90 | 
B Re, B Eak....... 3.98 , ; 
Beste hates : aie 245 Geshe Lotus..... 2.90 | Price $2.00 Postpaid 
Gun Metal.............. 2.38 Gun Metal...... 2.80 
| 
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EFFICIENT 
MERCHANDISING 


means selling the best goods with 
the least effort 


9 he . 
“Onyx” @ Hosiery 
stands first among fine Brands 
of American Hosiery. It sells 
easily because the public knows 
its worth. There is no surer 
way to Efficiency and Profit 
in your Hosiery Department. 


Emery & Beers Company/ne 


Sole Owners of “Onyx”? Hostery 


BROADWAY AT 24th STREET 
NEW YORK 


Boston Office: Philadelphia Office: Chicago Office: 
31 Bedford Street 1033 Chestnut Street The Lytton Building 


San Francisco Office 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 
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“MAKES LIFE'S WALK EASY” 
‘TRADE -MARE ” 


Black Kid, Liberty Last, 14-8 inch Military Heel. In Stock No. 245 


This model shown in the Saturday Evening Post issue of April 17th, 
is one of the long line of popular styles for men and women which we 
carry in stock for immediate shipment. 


Quality of merchandise, snappy, well-fitting styles, and service in the 
handling of orders, combined with real co-operative advertising, make 
our line particularly desirable to the merchant who is building per- 
manent and profitable business. 


A card will bring you our catalogue and further particulars. 


CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A. CROSSETT CO. 


Address all communications to 


NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 463 Pacific Bldg. 58 Lincoln Street 
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Geiafort Shoe 


IN - STOCK 


¥ 
I \\ 
2 
} | 
| 
FOR YOUR TOES’ WOES Via 


No. 36—Glazed Kid, Heavy 

Turn Sole, 9/8 Rubber 

ICTR E ON. $4.00 
C,D, E& EE 2%-9 


XY 
We get thank-you letters 
every day for this service 
No. 29—Plain Toe Oxford, 
BilGrade Black Kid, 12/8 
Military Heel.......$4.75 
A 48; B 34-8; 
C, D & E2%8 

















No. 93—Glazed Kid Seam- 
less Polish, Steel Arch Sup- 


port, Heavy Turn Sole, 9/8 
Rubber Heel........ $5.50 
C29 D& E 24-9 





No.'12—Glazed Kid Two 


Strapj Sandal, Heavy Tur : BETTER SHOES FOR LESS MONEY 


Sole,? 12/8 Heel... ..$3.65 
B38; C, D & E 2438 


LUNN & SWEET COMPANY 
AUBURN ,MAINE 
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HEN you are ordering 
your rubber heeled shoes, 


why not take an extra precau- 
tion for which your customers 


will thank you —specify 


cATS PAW 


CUSHION 
RUBBER HEELS 


We have taught the world that 
CAT’S PAW HEELS do 
not slip, and are, moreover, 
made to give the best all around 


service. 
“NO HOLES TO TRACK MUD OR DIRT” 


tR P4 
a : s 


= : ae. | 
Key svion HEEL AX 
wy) 
OYSTER RUBBER ae 
o x 
Foster Rubber Co., Boston, Mass. 
105 FEDERAL STREET 


















“STATE 0’ MAINE” 
SHEEPSKINS 


Natural Color Maximum Strength 


Thoroughly tanned in pure hemlock bark. 
Selected in standard grades rl weight and 
quality. 


Besse Osborn & Pvell 


INCORPORATED 








Sheepskin Tanners 





51 South Street 
Boston 11, Mass., U.S.A. 


Tanneries: 
Peabody, Mass. Clinton, Me. 


























THE ADVANTAGES OF 






P erfection 


( scclletece 


D 


With the Sharp Shoulder and Broad Wear- 
ing Surface 
They do protect 


They do stop uneven wear 
They do prevent runover heel 





They don’t scratch floors 
They don’t wear slippery 
They don’t drop out 


PUT ’EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., 2%, 























GLOVE GRIP.SHOES 


WITH a | a 
. me Pili Heels 


ATTACHED 


“They Really Fit the Arch” - 


66 YE. sir, GLOVE GRIP shoes always fit like that in the arch. Absolutely perfect. They’re 
as comfortable as your skin. 

They grip the arch firmly without a wrinkle. There are lots of shoes that have style, and 
comfort, and quality, but GLOVE GRIPS have all of these good points, and in addition they ft 
perfectly. 

See that specially formed shank! That’s the GLOVE GRIP feature and is a patented idea, 
originated by a well known surgeon. It follows the natural lines of the normal foot, and prevents 


fallen arches. THE ARISTOCRAT Model 470 


Your customers won’t know the 
meaning of Real Foot Comfort and 
Satisfaction in footwear until they 


wear GLOVE GRIPS. 


They are made in a variety of 
styles to suit any taste.”’ 


etal Glove Grip, Circular Oxford, Tobasco Brown Kid, 
O’Sullivan Heel. 
IN STOCK 


M.N. ARNOLD SHOE Co. Sizes: AA and A, 7toll; B,6toll; CandD,5toll 


North Abington, Mass. $10.50 
Style No. 477—S le in Fine Black Kid. 
BOSTON OFFICE 10 High iii yle No ame style in Fine Blac 1 











HIS “THEO” button on the new “Columbia” 
last has been accepted because it is two styles in 
one. If your customer wants a “ THEO” Tie, sim- 
ply attach a bow: a beaded buckle also gives a rich 
effect. 

STOCK No. 313—Brown Ooze Vamp, Brown 
Ooze Heel, Brown Satin Quarter to match, 24% Full 
Louis Wood Covered Heel. 

Price $8.25 

This style also carried in Black Satin, Black Vel- 
vet, Peter’s White Reignskin, Dull Kid, Black Ooze, 
Brown Kid Vamp and Heel, with Brown Satin 
Quarter to match. This is also carried in the Baby 
Louis Heel, in Patent Leather, Dull Calf, Black 
Satin and White Calf. 


These styles will be ready May 15th. 


| NATHAN D. DODGE SHOE COMPANY 


NEWBURYPORT, MASSACHUSETTS. 
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RETAIL TRADE DULL 


Weather, Prices and Propaganda 
Conspire to Discourage Buying 


Buying in the retail stores and de- © 
partments in St. Louis has been some- 
what handicapped during the past week 
by a continuance of unseasonably cool 
weather, although the temperature 
has not been severe. It has, however, 
had a tendency to discourage the pur- 
chase of low footwear to some extent, 
while, of course, buying of boots is 
practically dead for the season. An- 
other factor is the continued agitation 
against high shoe prices together with 
the publicity given to the McNary 
investigation at Washington. News 
dispatches have not been explicit in 
the statements made as fo the relation- 
ship of certain figures to others and, 
naturally, there has been a continuance 
of the false impressions which have 
gained currency. Again, the high prices 
of themselves are beginning to dis- 
courage buying, and this is being taken 
as an evidence that the top of the wave 
has been about reached so far as the 
public’s ability to pay is concerned. Al- 
together the retail shoe business, there- 
fore, is not as full of “pep” as it might 
be, even though the aggregate of busi- 
ness continues to show a dollar-and- 
cents increase over previous similar 
periods. 


MERCHANTS HOLDING OFF 


Buying for Fall on About a 50 Per 
i Cent Basis 


Reports from the salesmen in their 
territories for the St. Louis shoe houses 
are showing a disposition on the part of 
retail merchants, except those in the 
smaller towns, to defer as much of their 
Fall buying as appears to be safe. In 
consequence, the buying has the ap- 
pearance of having settled on about a 
50 per cent basis, the remainder being 
left to the fortunes of the future. Ap- 
parently the attitude of the merchants 
in the larger cities is communicating 


sure 


P KY 


News in ana Markets 
and vica’s Shoe Centers? 
ments in America's Shoe 


St. Louis 


itself to the lower range of communities 
to some extent, though this is not very 
strongly so as yet. The selling coming 
in from the road is still largely on low 
footwear of the various descriptions, 
while the fill-in business, which is in- 
creasing rapidly, is altogether on ox- 
fords, pumps and ties. As matters now 
stand, the wholesale houses and factories 
have about all the business before them 
and coming in that can be safely booked, 
and, therefore, there is no particular 
uneasiness as to the modifications ap- 
pearing in the sales field. The factories 
will have to run steadily all Summer to 
take care of the business and the de- 
mand for labor continues as acute as 
it has been for some time. Only 65 to 
70 per cent of rated capacity is possible 
in the plants at present and the call for 
shoe workers of various classes is insist- 
ent, display space being used almost 
continuously in the aay papers to get 
attention. 


PROBE REPORT MISLEADS 


Public Given Wrong Impression by 
Misquotation 


Reports of the McNary investigation 
at Washington last week caused some- 
thing of a flurry in the St. Louis market 
because of the absence of the word or, 
or rather the substitution of the word 
“and” for the word “or.”” It was ina 
statement of the earnings of two of the 
St. Louis shoe concerns, the Interna- 
tional Shoe Company and the Brown 
Shoe Company. In a statement of the 
earnings of each of these companies, the 
word “and” was used in referring to the 
percentage, thus adding the percentage 
of earnings on one class of stock to the 
percentage of earnings on the other, 
when, as a matter of fact, the total 
earnings were being discussed and 
the percentage drawn as related to 
the common stock or the preferred 
stock. 

A second dispatch the next day cor- 
rected the first statement, but by that 
time the usual result had occurred and 
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the public had gained a wrong impres- 
sion. 


MERCHANTS OFFERED .STOCK 


Johansen Company Arranges for 
Increased Capital 


The Johansen Bros. Shoe Company 
has completed arrangements for the 
increase of its capital to $1,000,000, 
divided into $500,000 of common stock, 
$250,000 of preferred stock and $250,- 
000 of surplus. Prior to the decision 
the capital was $250,000. The common 
stock is to be’ held by the long-time 
owners of the business, the surplus to 
be created out of earnings, and the pre- 
ferred stock is to be issued to sub- 
scribers among the sales force, office 
force, factory force and the retail 
customers of the company. The offer- 
ing is at par and the stock is to be call- 
able at $105 under certain specified 
conditions. The company has been 
shipping ,.at the rate of more than $3,- 
000,000 annually. It operates entirely 
upon women’s novelty footwear and is 
a style leader. 


AFTER FACTORY SITES 


Three Companies Looking for Ad- 
ditional Space 


In addition to the search of the Brown 
Shoe Company for another factory site 
in the country near St. Louis and the 
construction of the second new factory 
by the McElroy-Sloan Shoe Company, 
others of the manufacturing concerns 
of St. Louis are looking for additional 
capacity. Altogether three firms are 
in the market for suitable sites and are 
looking for country towns which are 
prepared and willing to make proposi- 
tions for locating sites and providing the 
necessary labor. One of the most im- 
portant factors in such selections is the 
labor, as the St. Louis manufacturers 
are finding that the low average of 
production in the city factories, because 
of inability to get sufficient labor, is 
one of their sources of trouble. In 
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Women’s Shoes 
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CLASSY BOUDOIRS 


Tops bound with galloon. Selected 
sole and upper leathers. 
Clean colors. 


BLACKS, $1.75 REDS, TANS, $1.90 
PINKS AND BLUES, $2. 


THE ORIENTAL BOUDOIR co. 
Haverhill, Mass. 














COLLINS & STAPLES 
Makers of HAND 
TURNED LOW CUTS 





Factory, 118 Phoenix Row 





HARTMAN SHOE COMPANY. 


AVERHILL, MASS 





The Line of 100 Styles 
of Comfort Shoes 


Princesses. ndals, e 
Women's Flexible ‘welts 
gad MeKays, and Warm 
Lined — Men's Slippers. 
TIMSON BROS., Inc. 
Boston, Mass. 











PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 


Immediate Delivery 
Patent Chrome Hand- 


Turned a as 
Ine Covered Louls 4 
Cc, D. 2%-7. 


$4.50 





Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 
Covered oe ante ran $5 50 


B, CG: 
Same in he eit 5.10 
BARNETT SHOE CO. 


Terms 2%-10, net 30 
110-112 Summer St. Boston, Mass. 











In Stock Indian Moccasins 
Mow'e Tol Pie $LI6 
Misses’ 1 ie Ss * 
‘. s - 
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consequence the country towns apply- 
ing for factories must show a labor 


supply. 
READY TO ORGANIZE 


Plans About Completed by Manu- 
facturers and Jobbers 


The committee appointed by the 
wholesale and manufacturing shoe in- 
terests to prepare a constitution and 
by-laws for the permanent organization 
has been at work and has about com- 
pleted the document as well as selected 
men for the permanent positions in the 
organization. A meeting will be held 
shortly, at which both the constitution 
and by-laws and the suggestions for 
officers will be acted upon. The mem- 
bers of the committee are: Beverly 
Jones, chairman, International Shoe 
Company, Roberts, Johnson & Rand 
Branch; John H. Wilson, McElroy- 
Sloan Shoe Company; Wylie Creel, 
Lund-Mauldin Shoe Company; C. E. 
Reader, James Clark Leather Com- 
pany. The plan is to make the perma- 
nent organization a real working body. 


STRIKE BOTHERS STORE 


Regal Store Suffers from Lack of 
Equipment 


The new store of the Regal Shoe Com- 
pany, in the Arcade Building, which 
was recently opened for business, has 
been a sufferer from the railroad strike. 
Considerable of the interior equipment 
and particularly the chairs for the cus- 
tomers have been held up and have not 
yet been installed. They were sent by 
express, but apparently have been 
sidetracked in the confusion and the 
store is doing the best it can with old 
equipment as a temporary means of 
doing business. 


New 


SALES BEING FORCED 


Some New York Merchants Cutting 
Prices to Get Business 


Many of the leading New York retail 
merchants are convinced that unwill- 
ingness to pay the high prices is as 
much responsible for dull business as 
the inclement weather. The theory 
has not yet had a fair test, as the cold 
and rainy weather has been in evidence 
three or four days out of every week. 
Real seasonable weather has not yet 
materialized. 

Some of the merchants are not wait- 
ing for it to set in, but are rushing busi- 
ness by price-cuts. McCreery & Co. 
staged a large sale of women’s pumps 
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Spends Two Weeks in East 


C. E. Reader of the James Clark 
Leather Company, manager of the shoe 
department, has been in the East the 
past fortnight in connection with the 
problems of shipment and of getting 
ordered goods through the factories 
from which they were bought. He is 
expected back in St. Louis by the end 
of the week. 


ST. LOUIS BRIEFS 


News of Interest from the Shoe 
Manufacturing Field 


The Leo Gordon Shoe Company has 
established two uew offices recently, 
one in Chicago in the Security Building, 
187 West Madison Street, in charge of 
George J. Bertman, formerly with 
Hamilton Brown Shoe Company; the 
other in Memphis, Tenn., 90 Union 
Street, in charge of Morris Rosen, who 
will have a number of men under him 
to take care of trade in Mississippi, 
Louisiana, Arkansas and Tennessee. 
D. J. Gordon is on a general business- 
survey trip through the Southwest. 


New Catalog Out 


Friedman-Shelby Shoe Company has 
just issued a very attractive two-color 
booklet, which is being mailed to retail 
merchants in each salesman’s territory. 
The name of each salesman is printed 
on the cover. Several pages are devoted 
to advertising helps. 

T. R. Samuels of Samuels Shoe Com- 
pany has just returned from a business 
and pleasure trip to Chicago and French 
Lick Springs, Ind. 

George A. Bull of Brown Shoe Com- 
pany was in Chicago last week for a 
few days looking over the style situa- 
tion for the Fall. 


York 


and oxfords last week at a flat price of 
$8.95 a pair. The offering included 
satin and kid pumps in one-eyelet tie 
and cut-out quarter effects, and many 
models in patent leather. Tan oxfords, 
which are among the most popular 
styles seen on New York’s streets, also 
were included. 


Men’s Brogues Lead 


In some stores tan oxfords, particu- 
larly in medium shades and in wing tip 
or brogue effects, are the best sellers. 
Brogue effects in oxfords are among the 
leaders for men. All over town a 
trend toward the lighter shades of tan 
is noted in men’s footwear, and some 
merchants expect the movement to 
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grow stronger in the Fall. Cordovans 
are not moving as well as they were, 
according to many merchants, but 
better business on these is expected in 
the Fall. 

Oppenheim Collins & Co. also put 
on a big sale of women’s oxfords and 
pumps last week at $6.90 a pair. The 
models formerly sold up to $12.50 a 
pair, and included many styles with 
walking, military, Baby Louis and 
French heels. 


Average Price About $12 


The regular shoe stores have not 
staged as radical reduction sales as have 
the department stores, but they are 
offering cut prices in many instances. 
The Regal stores are showing windows 
of all kinds of low shoes at prices around 
$10, $11 and $12. 

The manager of one of the Ward 
Stores vouchsafed the information that 
the average price people were willing 
to pay for shoes seemed to be falling. 
A few weeks ago it was $15 a pair. 
Now it is nearer $12. 

The merchants are taking the changed 
conditions philosophically and argue 
that if prices are to come down it might 
as well be now. They declare that in 
the light of experience this Spring they 
cannot afford to pay advanced prices 
for Fall footwear. 


Dull Wholesale Business 


More manufacturers and salesmen 
here are complaining of dull business 
in Fall shoes. It is reported that many 
of the Brooklyn factories are now work- 
ing on half time, but in some cases this 
is occasioned by lack of raw materials 
held up during the strike, rather than 
by a Jack of orders. Shoe salesmen for 
out-of-town manufacturers say they 
cannot take on any more immediate 
delivery business. Calls for medium 
and low-priced footwear are increasing 
according to manufacturers and jobbers 
who carry lines of wide price range. 


PROBERS JUST, SAYS SLATER 


Merchant Addresses Meeting of 
Retail Shoe Dealers’ Association 


The flying squadron of Department 
of Justice officials now investigating 
New York merchants in all classes of 
commodities are fair-minded and just, 
John Slater, president of the Retail 
Shoe Dealers’ Association of New York, 
told that body at its monthly meeting 
in the Bush Terminal Sales Building 
last week. Mr. Slater reviewed the 
profiteering and price-fixing situation. 
He said that since his letter to the Local 
Fair Price Committee, offering the 
proposition of the merchants to keep 
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within a 21 to 35 per cent margin on 
shoes selling for less than $10 a pair, 
nothing further had been heard in the 
matter. 

The Caulfield Pure Shoe Bill evidently 
died in the New York State Legislature 
when that body adjourned on April 24. 
The bill was passed by the Assembly and 
went to the Senate Judiciary Commit- 
tee. Mr. Slater carried on an extensive 
correspondence with up-State mer- 
chants, urging action against the bill. 
It probably will be revived in the 

all. 


Publicity Not Favored‘ 


Mr. Slater and other members of the 
local association do not favor the $500,- 
000 advertising project proposed by the 
Allied Council. Little expression of 
opinion came out in the meeting, out- 
side of that given by Mr. Slater. 


Robert G. Wall, a business science 


_ lecturer, gave an interesting talk on 


science in business. “Science,” he 
said, “‘is organized knowledge or classi- 
fied common sense.” He urged the 
shoe merchants to classify their data 
and information as well as their stock 
and to hold fast to the highest business 
ideals. Success, he asserted, was not 
measured merely in dollars and cents, 
but in building and preserving a busi- 
ness. He advocated the’ injection of 
human interest into the relations be- 
tween employer and employe, saying 
that it was as effective in gaining the 
loyalty and efficiency of employes as 
much as a raise in pay. 


STOLEN SHOES RECOVERED 


Five Men Arrested Charged with 
Crime 


Shoes valued at $5,000, alleged to 
have been stolen from Nathaniel 
Fisher & Co., 144 Duane Street, were 
recovered last week by detectives who 
arrested five men in the case, charging 
them with acting in concert in stealing 
the footwear. 

Those arrested were Charles Samp- 
son, a shipping clerk; Aloys Henn, a 
driver; Harry Hoffman; Salvatore 
Raia, a shoemaker, and Isidore Handles- 
man. The first three were charged with 
grand larceny and the last two with 
receiving stolen goods. Sampson was 
shipping clerk for the Fisher concern 
and is said to have marked ten cases of 
shoes for shipment during the past 
month, so that Hoffman and Henn 
could identify them. 


Cubans Want Shoe Men 


Cuban shoe manufacturers are here 
looking for experienced help for their 
factories. They are offering large 
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Women’s Shoes 
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IN STOCK 


Patent Leather Hand 
Turn Full Louis Heel 
Pump. B,C, D. 2 te7 


$5.50 


LION SHOE CO., INC. 
New York, N. Y. 








WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
Oxfi 
‘ords, Ly ay wl Ties, 
L. SCHAPIRO SHOE CO. 
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salaries and the payment of all traveling 
expenses. They are said to have in- 
duced a number of skilled shoe repairers 
to sign contracts to go to Cuba. The 
fact that the island Republic is not on 
a prohibition basis yet, may have had 
something to do with the alacrity with 
which the workers responded to the 
offer, according to local manufacturers. 


Police Recover Leather 


The police last week recovered about 
$30,000 worth of leather belonging to 
the Degen-Lipp Company, Brooklyn, 
the same day it was stolen. Harry 
Garrack, who drove a truck in which 
the leather was removed from the fac- 
tory, was arrested. 
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PARTNERSHIP DISSOLVED 


Interests of Mr. Rockman in 
Schwartz & Rockman 
Purchased 


The firm of Schwartz & Rockman, 
106-108 Reade Street, has been dis- 
solved by mutual consent, and the in- 
terest of Mr. Rockman has been pur- 
chased by Leo Slobodien. The new 
partnership has been authorized to 
settle all debts of the old concern. 


French Sandals Displayed 


Franklin Simon & Co. this week 
showed a window of three-strap French 
sandals in bright red and bronze kid, 
gray suede and brown suede and satin. 


Rochester 


LABOR WON OVER 


Unusual Method Adopted by 
Rochester Shoe Manufacturer 


Last week a prominent shoe merchant 
of Rochester received a phone call from 
one of the local shoe manufacturers who 
requested an interview. The request 
was granted and the shoe manufacturer 
walked into the store with one of the 
officials of a shoe workers’ organization. 
The shoe manufacturer asked the mer- 
chant, in the presence of the union’s 
representative, whether or not the 
public was buying shoes, and the mer- 
chant replied that, speaking only for 
himself, they were not. He told the 
manufacturer that the buying public 
was looking for a break in the market 
and was evidently holding off. 

The manufacturer then told the shoe 
merchant that labor was demanding an 
increase of 25 per cent and that he had 
brought along the official of the union 
to convince him that the retail merchant 
was not buying shoes and that the pub- 
lic was also holding off from buying. 


Margin of Profit Low 


‘Why don’t you shoe merchants re- 
linquish a little of your profits and you 
manufacturers do the same in order that 
the shoe workers can get their increase?”’ 
suggested the representative of the 
union. 

‘“‘Here’s the answer,” said the shoe 
merchant, as he produced the original 
bills showing what he had paid for 
a certain line of shoes and the boxes 
which showed the selling price of these 
same shoes. 

The margin of profit was so small 
that the manufacturer, as well as the 
labor official, called an end to the con- 
ference. It was a novel way in which to 


convince the labor representative that 
an increase in wages cannot be granted 
under present conditions. 


Settlement of Wage Question 


That the daily conference between 
representatives of the boot and shoe 
workers and the Rochester shoe manu- 
facturers are expected to end this week, 
and that a settlement of the wage in- 
crease problem will be made, was the 
prediction of A. L. Williamson, secre- 
tary of the Rochester Boot and Shoe 
Manufacturers’ Association. The prob- 


‘able decision reached by those in con- 


ference will be the granting of more 
wages to workers who perform minor 
operations in the manufacture of foot- 
wear. 

Some of the shoe manufacturers are 
of the opinion that no increase will be 
granted to those workers who are most 
active in forcing the issue. These, they 
believe, are already receiving ample 
remuneration for their labor. In view 
of the trade conditions, the prices of 
shoes cannot possibly be permitted to 
go any higher, they say. These manu- 
facturers believe that the peak has been 
reached in both shoe prices as well as 
wages. 


SHOULD ADVERTISE PRICES 


Merchants at Conference Decide 
It Is Good Business 


An interesting discussion developed 
at last week’s gathering of the shoe mer- 
chants when one of the members of the 
organization asked whether or not it 
was good policy to mention prices in the 
store’s newspaper advertisements. 

Most of the merchants present 
agreed that prices mean a great deal to 
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the reader who is, in other words, a 
prospective purchaser. 

“Especially in these days when the 
news columns are filled with the stories 
of fabulous prices being asked for shoes 
and accusing the merchant of profiteer- 
ing, should we mention the prices we 
ask for our footwear,” said one mer- 
chant. ‘Most of us advertise shoes 
that are marked pretty reasonably and 
in these ads we never think of omitting 
the prices.” 

Price tickets on shoes displayed in the 
window were deemed mighty important 
by the merchants who entered the dis- 
cussion. As one merchant put it: 
“The shoes attract the eye and the price 
ticket opens the purse.” 


NEW COMPANY FORMED 
Will Manufacture Children’s Shoes 
The organization of the Empire Shoe 
Factory Company of Rochester, N. Y., 
for the purpose of manufacturing 
children’s turns and cacks was effected 
last week. Nathan Garfield, ane of the 
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directors of the company, was formerly 
a foreman at C. P. Ford & Co. The 
others named are Abraham Rosen, 
Alexander Kaplan, Samuel Levin and 
Isaac Kusilensky. Mr. Garfield has 
just returned from Boston where he 
has been showing samples of the foot- 
wear the new company expects to turn 
out. According to present plans, the 
company will locate on the third floor of 
the building at 12 Furnace Street. 


Cc. H. HELMBACHER ILL 


Rochester Merchant Undergoes 
Operation 


Charles H. Helmbacher, president 
of the Rochester Retail Shoe Dealers’ 
Association, was taken suddenly ill 
with an acute case of appendicitis one 
day last week and was removed to the 
Hahneman Hospital for an operation. 
Latest reports show that Mr. Helm- 
bacher is improving rapidly and ex- 
pects to be back at the Walk-Over 
Stores within two weeks. 


Buffalo 


BETTER BUSINESS PREDICTED 


Shoe Shortage Averted by Strike 
Settlement 


On account of the recent settlement 
of the switchmen’s strike a shortage of 
footwear has been averted in Buffalo. 
Railroad yards in this city have re- 
sumed normal operations after a tie-up 
of twelve days. As a result a number of 
cases of shoes held up in, near or on the 
way to Buffalo are reaching the local 
stores. Thousands of workmen, thrown 
out of work on account of lack of 
material at local steel mills, are on the 
job again. All these improvements 
mean better business for Buffalo shoe 
merchants. 


SUGGESTS PRICE CUT 


Writer Suggests Remedy Be Applied 
to Medium Grades 

A Buffalo editorial writer suggests 
that local shoe merchants should make 
a voluntary cut in the price of their 
footwear. He says that less profit 
should be made on shoes of the medium 
grades and that the prices of luxuries 
and fancy stock should be increased. 
“We believe that if a Buffalo store 
undertook to lower the prices of 
medium-grade footwear,” he said, “the 
public would be responsive to the 
offer. The wise store is the one that 
seizes the opportunity to make con- 
cessions which the public demands, 
and popularizes itself by helping a'ong 


such a movement. There is really no 
need to lose any money by doing this.” 


USES “SHADOW BOXES”’ 


Strong Effects Obtained in Display 
Windows 


New show cases will be installed at 
an early date at the Sterling shoe store, 
360 Main Street. Harley Rayworth, 
display manager of the Sterling Com- 
pany, has charge of the window and 
interior displays at this store, as well 
as the company’s main store at 509 
Main Street and at one in Rochester 
and another in Syracuse. At the end 
of each store he uses “‘shadow boxes” 
(about twenty-feet in length) to good 
effect for the display of hosiery, novel- 
ties, etc. There is a background of 
velvet, and behind each article shown is 
yellow “‘beaver board,’’ adorned with 
satin ribbon.. He plays up contrast 
and lighting effects strongly. The 
Sterling stores have been featuring 
men’s English type lace oxfords, black 
at $6, Russia at $7 and genuine cordo- 
van at $10. 


‘LITTLE SECOND-HAND TRADE 


Business Shows Falling Off—Two 
Causes Assigned 

It is reported that the sale of second- 

hand shoes in Buffalo stores handling 

this kind of merchandise has fallen off 

considerably this year. Plenty of 

work and good wages, it is said, have 
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Shoes at Auction 
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Children’s Shoes 














Tredlite Steppers 

for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 

Write for Particulars 


Henry Kleine & 
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AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 
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SOFT SOLES 
A Wonderful Line forjthe 
Wholceal - 


All leather lines rang- 
ing in prices from 


$5.01 upwards. Also 
ladies’ 
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NU BABY SHOE CO., East Lynn, Mass. 











Soft Soles and Moccasins 
Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 

Neweomb-Anderson Shoe Co. 

ROCHESTER, N. Y. 
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Flexible First Step Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 
Rechester, N. Y. 
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put former patrons of these establish- 
ments in a position where they do not 
have to buy old footwear. Then there 
is a marked tendency for many Buffa- 
lonians to wear their old shoes until 
they are no longer wearable. 


SILK HOSE TRADE BRISK 


High-Priced Quality Much in De- 
mand 

Right up to the advent of warmer 
weather a heavy sale of wool sport 
hose was reported at J. N. Adam & 
Co.’s department store. The dura- 
bility of these sport models and, of 
course, the fact that they were in 
style were responsible for their popular- 
ity. There is an increased demand just 
now for high-priced silk hosiery at 
Buffalo’s shoe stores. 


Drive for New Business 

This is the newest slogan of Watters 
Boot Shops at Main and Mohawk 
Streets in a Spring drive for new busi- 
ness. This firm reports that last 
Summer, when leather was lower, it 
bought large quantities of desirable 
skins, which later were made up into 
Spring footwear. It is announced that 
the prices offered are considerably 
below present-day costs. 


Brogues in Demand 


J. F. Funnell, shoe buyer for the 
Kleinhans Company, reports a marked 
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demand for men’s and boys’ brogue 
oxfords, many persons buying two and 
three pairs. Even in the cold weather, 
before there were any signs of Spring, 
he says, customers bought oxfords and 
wore them with overgaiters and spats. 





Retail Solicitors Barred 


Through the efforts of Buffalo’s 
retail merchants’ association, the cus- 
tom of a few shoe merchants having 
solicitors just outside their stores is 
practically dead. Only a few small, 
side-street dealers followed this plan, 
but local policemen, in pursuance of a 
city by-law, have put a stop to the 
practice. 


Low Prices Featured 


Recent features at Buffalo’s shoe 
stores were as follows: C. B. Marsh, 
women’s patent 3-eyelet ties, $8.85, 
and men’s black calf oxfords, $7.45; 
Endicott-Johnson, boys’ school shoes, 
$3, $3.50 and $4; J. N. Adam & Co., 
clearancé of women’s shoes, $3.95; 
Watters, women’s Spring pumps and 
oxfords in patent, dull calf, brown kid 
and Russia calf, $7.75; Hens & Kelly’s, 
women’s white canvas low shoes, $2.95; 
Barton’s shoe clearance, women’s boots, 
oxfords and pumps, $1.95 to $4.95; 
Hengerer’s, women’s oxfords and 
pumps, broken lines, $9.85; Morton’s, 
men’s English last shoes, $5.98. 





Cincinnati 


WEATHER BETTER, ALSO TRADE 


Season Generally an Abnormal One, 
Say Merchants 


Warmer weather during last week has 
wrought some improvement in local 
retail business. The season on the 
whole is generally considered by the 
local merchants to be an abnormal one, 
the greatest factor being the bad 
weather. The price question has 
played a very small part, if any, accord- 
ing to a majority. 


ORDERS PLACED FREELY 


Manufacturers Report Good Busi- 
ness from Merchants 


The local manufacturers report a 
much better condition in this market 
week with regard to the receipt of 
orders for next Fall and Winter delivery. 
With but few exceptions, the sales 
managers here have received an aggre- 
gate of business which is above the 
normal in dollars and cents, and which, 
in many instances, exceeds the total 





number of pairs ordered up to this time 
last year. 

Representatives of the Cincinnati 
factories left with their lines three and 
four weeks later than usual; and, be- 
fore leaving, the right prices were placed 
on their shoes, so the hesitancy on the 
part of the retail merchant which pre- 
vails generally has not been noticed to 
quite so great a degtee by the local 
manufacturers as it has, perhaps, by 
manufacturers in other centers. Last 
week brought a number of the traveling 
Cincinnati boys in from their territories, 
having finished their trips with the ex- 
ception of some few odds and ends. 


ALTERATIONS PLANNED 


Cincinnati Stores Arranging to 
Increase Floor Space 


Alterations on the men’s shoe de- 
partment of the Mabley & Carew 
Company are expected to commence 
within the next week. Manager Charles 
Volter says that it is his plan to double 
the capacity of the department. 
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The Smith Kasson Company, hav- 
ing expanded during the last two years 
so as to require additional space to 
the extent of two entire floors of the 
building adjoining their store on Race 


Grand 


RETAIL MERCHANTS UNITE 


Associations Band Together to En- 
courage Fair Dealing 


Under the name of the Michigan 
Merchants’ Association, the eleven 
retail trade associations of the State 
have formed an alliance for the promo- 
tion and encouragement of “fair deal- 
ing in handling merchandise,” with all 
legitimate merchants in the State 
eligible to membership. The affairs 
of the alliance will be conducted by an 
Executive Committee made up of the 
presidents of the affiliating associations. 

J. E. Wilson of Detroit, representing 
the Retail Shoe Dealers’ Association, 
will employ a permanent secretary and 
necessary legal counsel, and will or- 
ganize a competent publicity bureau. 
Funds will be contributed by the mer- 
chants through their organizations and 
it is hoped about $60,000 will be raised 
for use the coming year. Lee H. Bierce, 
secretary of the Grand Rapids Associa- 
tion of Commerce will be at the head 
of the organization until the Executive 
Committee meets to choose its own 
officers. 


Commerce Body Calls Meeting 


The alliance was organized at a meet- 
ing in this city April 21, called by the 
Grand Rapids Association of Commerce, 
and all the eleven trade associations 
were represented. The need of the or- 
ganization was made apparent in an 
address by Mr. Bierce, who argued that 
its influence would be used for defense 
against unjust attacks, protection 
against adverse propaganda, ignorant 
criticism and hostile legislation, for 
the shaping of desirable and construc- 
tive law-making and the formulation 
of wise trade policies. The organiza- 
tion will be temporary, continuing over 
the coming election and the next ses- 
sion of the legislature. The organiza- 
tion will have the cordial support of the 
Grand Rapids wholesalers. 

Following the formal business meet- 
ing, there was a general discussion re- 
garding business methods, and all the 
trades represented took part, each hav- 
ing its problems. The Lever law was 
condemned as unworkable and im- 
practical and a resolution was adopted 
instructing the Executive Committee 
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Street, are now planning to occupy the 
two-story building at the left of their 
property on Fifth Street now occupied 
by the Kresge Five-and-Ten-Cent Store. 
They are the owners of this property. 


Rapids 


when organized to institute an attack 
upon it. The consensus of opinion was 
that the only safe policy for the mer- 
chant was to base prices on replacement 
value even though under the Lever act 
this may mean going to jail. Any other 
policy will send the merchant to the 
poorhouse. 


RETAIL TRADE SLOW 


But Factories Are Working to Ca- 
pacity on Fall Orders 

The retail trade in Michigan has been 
slow on account of unfavorable weather. 
The demand is said to be for the staple 
lines, with the high priced extremes 
neglected. Some of the merchants 
note signs of the passing of the willing- 
ness to pay any old price and a growing 
tendency to look closely to value. 

The Grand Rapids factories are work- 
ing to capacity on Fall goods, the 
Spring shipments being pretty well out 
of the way. Fall orders are coming in 
in about normal volume. A total lack 
of speculative buying is noted, the mer- 
chants ordering close to actual needs. 

The railroad embargoes have seri- 
ously interfered with shipments. The 
Grand Rapids wholesalers, however, 
have been making extensive use of 
motor trucks in shipping to Michigan 
points. f 


GRAND RAPIDS BRIEFS 


Short Notes from the Manufactur- 
ing Field 

With increased capacity the Herold- 
Bertsch Company has added two 
salesmen to its staff to cover territory 
in the Northwest. 

The Roden Leather Company, manu- 
facturing high-grade upper leather, is 
in process of reorganization with the 
Atlas Hide Company of Detroit, affil- 
iated. 

The Hood Rubber Products Company 
is receiving an unusually large volume 
of orders for rubbers for next Fall de- 
livery. The present shipping season 
is about ended. A strong demand is 
reported for tennis shoes and other 
Summer and sport wear in anticipation 
of a large Summer business. The in- 
dications are that the Michigan resort 
season will exceed all records and the 
resort merchants are stocking up ac- 
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IN-STOCK 


Infants’ Turn Shoes 


JOHN M. AHEARN SHOE CO. 
683 Atlantic Avenue, Boston 








The Pink of Perfection 
Little Beauty 
White Reignskin Strap Pumps 
for Children 


Sizes 2 to 8 
STEWART SHOE CO. 
4 Stewart Street HAVERHILL, MASS. 











STOCK — Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, 
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Women’s, Misses’, Children’s Shoes 
and Rubbers 





BALLET SLIPPERS 
HIGH-GRADE ONLY 
HARD AND SOFT TOES 
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All Widths and Colores 
The Hammond Shoe Co. 
7 Fleet St., Haverhill, Mass. 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
14 INDIA STREET, BOSTON 

















ATLANTIC PRINTING CO. 
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Tear out this ad and mail for details of 
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UESTIONS 
ANSWERED QUICKLY 


in ‘“‘Where to Buy” columns—a 
growing directory for all the trade, 
presen answers briefly to cur- 





rent problems in merchandising. 














Lynchburg Strike Called Off 


The strike instituted at the plant 
of the Smith-Brisco Company here 
before Christmas has been formally 
called off, the company maintaining 
its refusal to recognize the closed shop. 
The Smith-Briscoe Company was never 
seriously crippled by the walk-out, a 
large proportion of its employes re- 
maining loyal, and it was not long 
before a good many of those who went 
out began to drift back and apply for 


‘ their old places. 
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SHOES SHIPPED BY TRUCK 


Large Amounts of Goods Go Over 
the Road 


During the freight embargo which 
has existed during the past few weeks, 
Haverhill shoe manufacturers have 
turned to auto trucks as a means of 
transportation between this city and 
New York. Truck trains carrying shoes 
between these points have been used as 
an emergency plan for transportation. 
This method is expensive, but mer- 
chants need the goods and Haverhill 
manufacturers are sparing no efforts to 
see that Spring deliveries are made. 
Parcel post is also being continuously 
utilized to ship a large amount of shoes 
from Haverhill to points all over the 
United States, particularly Middle West- 
ern and Southern cities and towns. 
Supplies for shoe factories are being 
brought to Haverhill from Boston and 
New York in large quantities both by 
truck and parcel post. 


WILL LOCATE IN CUBA 


J. D. Hodgman to Be Manager of 
Wood Heel Plant 


J. Daniel Hodgman, recently with 
the Hartman Shoe Company of this 
city, ‘has taken a position as general 
manager of the Havana Wood Heel 
Company, Havana, Cuba. This con- 
cern, which has a new plant in Havana, 
is owned by Cubans, and its product will 
be sold in Cuba. The machinery for the 
plant was made in Haverhill. Mr. 
Hodgman will take his new position 
during the present month. He will 
take with him as foreman of the turn- 
ing plant L. F. Huntress, also of this 
city, who has been identified with wood 
heel manufacturing in Haverhill. Frank 
D. Clohency will be assistant foreman 
to Mr. Huntress. One operator, Eben 
Emery, will go with Messrs. Huntress 
and Clohency to Cuba. 


ANNUAL BANQUET HELD 


Affair Given by Association of 
Superintendents and Foremen 


The Haverhill Association of Super- 
intendents and Foremen held their 
fifteenth annual banquet in this city 
on April 16. About 200 factory execu- 
tives were present. Congressman W. W. 
Lufkin, of the Essex district, who was 
the principal speaker, discussed Ameri- 
canism, the exercise of citizenship and 
remedies for the present world up- 
heaval. Other speakers were: Mayor 
Charles H. Croy of Haverhill; Hon. 
Henry G. Wells and Albert M. Child, 


Haverhill 
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secretary of the Haverhill Shoe Manu- 
facturers’ Association. 


MAKING WESTERN TRIP 


Vernon H. Moss Calling on Whole- 
salers 

Vernon H. Moss of Welch, Moss & 
Feehan Company left last week on a 
three weeks’ business trip to the prin- 
cipal cities of the Western and Middle 
States, going as far West as St. Louis. 
Mr. Moss is calling on the wholesale 
trade with the line of women’s fine welt 
oxfords and boots with which his house 
is identified. 


REMOVED TO LARGER QUAR- 
TERS 


Haverhill Concern Increases Its 
Output—Has Doubled Its Space 
The Pentucket Shoe Company has 

removed from its former location on 

Phoenix Row to the factory quarters, 

formerly occupied by the Cogswell Shoe 

Company, also on Phoenix Row. In 

its new location the Pentucket Shoe 

Company will have double the space 

formerly available for the manufacture 

of their line of women’s and misses’ 
turn shoes. 


A LOW-CUT YEAR 


Big Demand for Shoes of These 
Patterns 

“This will be a double low-cut year,” 
said a member of the local trade, re- 
ferring to the probable demand for 
women’s low-cut footwear right through 
the year. ‘‘Boots,’’ he continued, “are 
just now a negligible quantity, as re- 
gards demand, although they may be in 
greater favor later in the season. For 
the next few months, pumps and simi- 
lar low-cut patterns will have the call.” 


NEW SALESMANAGER 


Alan H. Boynton Is Appointed by 
Local House 

Alan H. Boyston is a new sales mana- 
ger for George C. How Company, 
manufacturers of women’s turn foot- 
wear. Mr. Boynton has had extended 
experience in the shoe trade and has 
been associated with concerns in Lynn 
and Brockton. During the war, he 
served overseas as an officer in the Avia- 
tion Service. 


CHARTER FOR NEW CONCERN 


Is Granted Under Massachusetts 
Laws to H. E. West Shoe Company 


H. E. West Shoe Company, Haver- 
hill, has been granted’ a charter under 
Massachusetts laws, to manufacture 
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boots and shoes, with a factory in the 
neighboring town of Kingston, N. H. 
The officers are: Howard E. West, 
president; Robert D. Malcolm, vice- 


BOOT AND SHOE RECORDER 


president; Clarence W. Silver, treas- 
urer; Frederick H. Tilden, clerk. These, 
with Harry E. West, constitute the 
board of directors. 


Brockton 


OPPOSED TO PRICE STAMPING 


Brockton Shoe Manufacturers Say 
It Is Not Practicable 


Brockton manufacturers regard as 
impracticable a bill proposed by a 
senator in Washington, which would 
compel manufacturers to stamp on the 
soles of each pair of shoes the price at 
which they were sold to the merchant. 
The proposed bill would make it an 
offense for a manufacturer to stamp a 
false selling price on the shoe. It is 
the senator’s idea that such price 
stamping would give the public informa- 
tion regarding the margin of profit 
obtained by the retail merchant and 
thus curb profiteering. 


John S. Kent, president of the Brock- . 


ton Shoe Manufacturers’ Association 
and treasurer of M. A. Packard Com- 
pany, said, regarding the proposed bill: 


Would Not Affect Manufacturers 


“This matter was considered during 
the war by the committee I was on, 
in conjunction with the commercial 
economy board and war _ industrial 
board. There was a question at the 
time as to whether the wholesale or 
retail price be stamped on the sole 
of the shoes. Many objections were 
raised, and it seemed very difficult to 
arrange such a proposition that could 
be carried through properly. It would 
not affect the manufacturer, but, of 
course, we feel that we should do nothing 
to limit the fair progressiveness of a 
retail merchant by stipulating what he 
must do in conducting his business. 
I believe a good deal more can be 
accomplished by selling and buying in 
the best market at the lowest prices. If 
the public sees fit it can reduce prices by 
purchasing shoes from the retail mer 
chant who offers the lowest prices.” 


Would Disturb Trade Conditions 


President Frank S. Farnum of 
Churchill & Alden Company, who 
served on the War Service Committee of 
shoe manufacturers during the late war, 
said: 

“The proposed measure appears to be 
an echo of what was considered by the 
War Service Committee during the war 
period, and then only as a temporary 
war measure. Objections are so obvious 
and it is so apparent that what is pro- 


posed would tremendously disturb trade 
conditions that it is hardly necessary to 
go into them. 

Government control of industry 
was necessary during the war period. 
Under normal conditions, and with no 
reason other than some few reported 
instances of profiteering by retail 
merchants, Government control of the 
shoe industry does not appear justified. 
The war service board, in trying to 
co-ordinate the various suggestions and 
ideas into an equitable plan that would 
not undermine trade conditions, recom- 
mended a classification system. This 
provided for the classification of the 
various grades and the stamping of the 
retail selling price—the price to the 
public. That which is now suggested 
would seriously disturb trade conditions, 
create confusion and tend to handicap 
the industry. Competition will take 
care of price control.” 


ARBITRATION IS URGED 


Its Value Is Emphasized by Union 
Officials 


A special committee representing the 
Brockton Joint Shoe Council of the 
Boot and Shoe Workers’ Union has 
sent a communication to local unions 
emphasizing the value of arbitration 
in dealing with employers. Attention is 
called to the unwisdom of shop crews 
attempting to adjust disputes except 
by this method, while local unions are 
urged to follow the Boot and Shoe 
Workers’ method with the utmost 
fidelity. The policy of arbitration, it is 
stated, recognizes the right of the public 
to uninterrupted service and furnishes 
merchants with the assurance of prompt 
deliveries. ; It also prevents general 
disturbances in the industry through 
the petty strikes which are frequently 
responsible for unemployment in shoe 
manufacturing centers where arbitra- 
tion methods do not prevail. 


FACTORY ALTERATIONS COM- 
PLETED 


Enlarged Facilities for Last Concern 
Are Assured 


The Mawhinney Last Company, with 
a factory in the Montello district of 
Brockton, is now occupying its en- 
larged and reorganized plant. New 
turning lathes have afrived, and with 
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ATTENTION MR. SHOE MERCHANT! 

BIG PROFITS IN THIS! 

Let us recolor your faded or off colored shoes 

to latest fashionable and permanent cordovan 

shades. NO PAINT! 

Write us for full information. Send pair for 
“show demonstration. It will apo you! 

ALBANY SHOE REPAIRS? 

Recoloring 157 =. St. 














aN 


¢ ix etal tae) a 
Good shoe buckles 


ever since 19K 


L.ALTERSON & CO 
New York City V.Y 


IG? W 54 st 





BOOT AND SHOE RECORDER 





their installation the production of the 
plant will be increased by 25 per cent. 
All the new model and sample rooms are 
now in use and the offices on the third 
floor of the addition to the building are 
fully furnished and occupied. The 
Mawhinney Last Company recently 
secured an Army order for lasts on 
extreme sizes, both large and small. 
Demands for lasts for civilian shoes are 
the largest in the concern’s history. 


EXPORT SHIPMENT MADE 


Countries Represented in 
50,000 Pair Shipments 


George E. Keith Company, maker of 
the Walk-Over line of men’s and 
women’s footwear and large exporters 
of shoes to foreign countries, recently 
shipped about 50,000 pairs of shoes 
abroad. 

On account of difficulties in transporta- 
tion no shipments had been made to 
England since January. The 50,000 


Many 
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pairs of Walk-Over shoes recently sent 
abroad were distributed among the 
following countries: Cuba, Mexico, 
Porto Rico, Dominican Republic, South 
America, Africa, England, Norway, 
Denmark, Italy, China, Turkey, Ceylon 
and Java. 


FAVOR 48-HOUR WEEK 


Unions Against Shorter Working 
Hours 


The present 48-hour week agreement 
between the Brockton Shoe Manu- 
facturers’ Association and the locals of 
the Boot and Shoe Workers’ Union, 
which expires May 1, will no doubt be 
continued by mutual consent. At a 
recent meeting of the Joint Shoe Council, 
when the matter of the 44-hour week for 
shoe workers of this city was submitted, 
a majority voted against it. Therefore, 
there will be no further discussion along 
this line. The 48-hour week will con- 
tinue to be the rule at factories in 
Brockton and the South Shore district. 





Lynn 


VARIATIONS ON BROGUES 


New Patterns and Two-Tone Effects 
Presented by a Lynn Firm 

Travers Shoe Company is showing 
some variations on brogues, for the big 
city trade. Among them are a regular 
brogue oxford, with a vamp, wing tip 
and heel foxing of mahogany, brown calf 
leather, with a quarter of beaver buck 
leather. Another new one is a combi- 
nation of brogue and Southern tie pat- 
terns. This shoe has a toe like a brogue 
shoe, but it fastens over the instep with 
a wide ribbon lace, like a Southern tie. 
Also, the company has brogues of 
mahogany calf, with natural leather 
soles and white welting, and brogues 
of white buck leather, with ivory white 
soles and heels. 


TIES ARE POPULAR 


In Popular Leathers, They All Are 
Selling 

Lynn manufacturers are making and 
selling three ties, the Theo, the Cleo, 
and the Southern. They all are popu- 
lar. Each manufacturer has some little 
kink in his pattern which makes it 
different from the other fellow’s pat- 
terns. The lasts for these ties are about 
the same. They have the familiar 
American toe, long and slim, and either 
the high heel or the low heel. 

The leathers are of many varieties, 
such as white kid, white buck and white 
cabretta, patent leather and brown 
calf, kid and side leathers. Some of the 


leathers are lighter in color than the 
familiar brown shades. Also, satins 
and various specialty fabrics are used 
in the three ties. 


WHITE FOOTWEAR IN DEMAND 


Bright Sunny Days Bring the De- 
mand for Snow White Shoes 


White shoes continue in brisk de- 
mand, and Lynn manufacturers are 
making a lot of them. As the brighter 
and sunnier days come along, the wear- 
ing of the clean and cool shoes gets 
more and more common. 


SEWS 1,000 PAIRS A DAY 


Extraordinary Production of Shoes 
by One Lynn Expert 


A welt operator in a certain Lynn 
factory sews 1,000 pairs of shoes daily. 
He does it as a regular thing, not as an 
occasional demonstration of speed. He 
has stitched 700 pairs of shoes in a 
morning. That’s a full day’s work for 
an ordinary operator. Incidentally, 
he is a modest man, and he habitually 
conceals his large daily production, be- 
cause few would believe him. 

The shoes that he sews are stylish. 
They sell in the big cities. They have 
stood the test of years. 

The instance is only one illustration 
of the way in which Lynn wins business. 
Such large production means prompt 
deliveries and a _ reduced labor 


expense. 
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LASTS ARE CONSERVED 


One Firm Sticks to Same Lasts for 
Seven Years 


One Lynn firm has made shoes for 
seven years. It has stuck to seven 
different lasts for seven years. It has 
reduced its last bills toa minimum. But 
it has continued to make “‘Style All the 
While” shoes. It does so by frequent 
changes in patterns, leathers and trim- 
mings. It works up new patterns as 
fast as they are suggested, and it takes 
the newest leathers from the tanneries, 
also the trimmings. It has been lucky 
enough to pick lasts that fit. Evi- 
dently, its customers like the fitting 
qualities of its shoes, and repeat orders 
on them. 


BABIES’ FEET DIFFER 


Western Youngsters Start with 
Bigger Shoes Than Eastern Ones 


Orders for baby shoes from the West 
call chiefly for sizes No. 3, 4 and 5, 
while orders for baby shoes from the 
East call chiefly for sizes Nos. 0, 1, 2 and 
3. That is what they notice at the 
Stevens Soft Sole Shoe Company in 
Salem. They take it as a sign that 
babies in the West start with bigger 
feet than do babies in the East. 


RECOMMENDS FLAT TAX 


Board of Trade Wants Tax on Gross 
’ Sales 


The Essex County Board of Trade, 
representing Lynn, Salem, Haverhill, 
Peabody, Newburyport, and like places, 
recently recommended a flat tax on 
gross sales, in place of the present excess 
profits tax. 


WHOLESALERS BUY PLANT 


Boston Concern Gets Interest in 
Lynn Shop 


The Myron Shoe Company has suc- 
ceeded W. H. Myron Shoe Company, 
Lynn, makers of turn shoes in novelty 
tyles. Hamburger Bros. of Boston 
have bought an interest in the business. 
They also are interested in a shoe shop 
in Amesbury. Newman D. French, 
superintendent of the factory, is 24 
years old, and is one of the youngest 
shoe factory superintendents in the 
country. 


SCOTCH GRAIN IMPORTED 


A Leather with Plenty of Strength. 


and a Grain That Stays Put 


Some Scotch grain leather is being 
imported by Salomon & Phillips, 
leather merchants, who operate a 
tannery in Peabody. The supply is 
quite limited. It is chrome cowhide, 
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and it is so strong and heavy that it is 
used for men’s shoes only. It has a red 
brown color that is all its own, and a 
grain so thoroughly boarded into the 
leather that the strongest laster cannot 
pull it out. 


COLONIAL COMPANY STARTS 


Branch of Brockton- Firm Begins 
Business in Lynn 


The Colonial Shoe Company is start- 
ing to make women’s.shoes in the fac- 
tory at 429 Washington Street, Lynn. 
It has bought the building, a large brick 
structure. It is a branch of the Puritan 
Shoe Company of Brockton. It couldn’t 
use the name of the Puritan Shoe Coni- 
pany in Lynn, because there is already 
a firm of that name in Lynn. 


TRAVELERS ABROAD 


Several North Shore Manufacturers 
Are in Europe 


Albert M. Creighton, Lynn shoe 
manufacturer, is in Europe. William 
F. Dee of the Dee Flexity Stain Com- 
pany sailed last week. Eugene Car- 
man of Donnell, Carman & Mudge, 
Peabody tanners, will go abroad next 
month. C. H. Annable, who repre- 
sents some Peabody tanners, sailed for 
Italy last week. Frank E. Wright of 
Wright & Wright, Peabody leather 
manufacturers, has recently returned 
from Europe. Patrick Creedon of the 
Creedon Exporting Company of Salem, 
returned last week from six months in 
England. John F. Fitzgerald, manager 
of the Turner Tanning Machinery Com- 
pany, Peabody, is in France, directing 
the building of an addition to the 
branch factory of his company. 


ARMY OFFICERS’ SHOES 


A. E. Little & Co. Complete Order 
for 2,000 Pairs 


A. E. Little & Co. have completed an 
order for 2,000 pairs of cordovan shoes 
for Army officers, and are starting on 
another order for 500 pairs. The shoes 
are being made at the Brockton factory. 


Joins L. Schapiro Shoe 
Company 


Finke Now with Boston 
Wholesaler 


Friends of Irwin Finke will be inter- 
ested to hear that he has joined the 
firm of L. Schapiro Shoe Company, 
wholesalers, of 73 South Street, Boston. 
Mr. Finke has practically grown up in 
the shoe business, having served during 
the last 15 years with the Peters Shoe 
Company, Hamburger Bros. and Sam- 
uel Cohen of Boston. 


Irvin 
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Perfection Pneumatic 
Arch Cushion 
et Prevent 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 





SHOE BUCKLES 

OF EVERY DESCRIPTION 

: BEADED AND METAL 
BUCKLES 


OUR SPECIALTY 
FASHION ORNAMENT CO. 


198 MIONTACUE ST BROOKLYN N.Y 








You need this book on 
SHOE WINDOW 
DISPLAYS 
Get it today! $2.00 postpaid 


FRANK P. TAYLOR 
381 Wash’n St., Boston, Mass. 
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Shoe Polishes 














The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 
67-69 Murray St. 
New York 








Best In Thetr Class 


eK Net 


Craan UNBURNABLE 





for white buck, ete. for white kid, etc. 
NATIONAL SHOE POLISH MPG. CO., Inc. 
PHILADELPHIA, PA. 








EDITORIALLY, THE 
Boot and Shoe Recorder 
is the most alert, aggressive and pro- 


prrecive 3 journal in the world pub- 
hed for the shoe merchant. 
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/HERE 1S ONLY ONE— 
THERE NEVER HAS 
BEEN ANY OTHER 








THE reason why VICI KID is so well known, 
not only in the shoe trade but in the house- 
hold, is of course due to the great betterments re- 
sulting from its discovery. 


VICI KID early became so popular that many 
people have forgotten that it is a private copy- 


righted brand — 


— just as many people still think Cravenette is a 
general rainproofing process, when it, too, is an 
individually owned trade mark. 


The original quality VICI KID is today, as it 
has been for thirty years, made only by Robert 
H. Foerderer, Inc. 


Robert H. Foerderer, Inc. 


~ Sole Producers of Vici Kid 
ar Pennsylvania 


Philadelphia 
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Fee Singnd 
5, celagud. Announcement uxgue 


| We wish to take this opportunity to announce to the retail shoe trade and 
allied industries, the organizing of the Maid-Rite Felt Slipper Co., manufac- 
i 












































turers of felt slippers and spats. The company will specialize in the produc- 
| tion of medium and high-grade goods. We wish now to acquaint every retail 
| merchant with our felt slippers which will bear the trade mark “‘Feelsgud.” 




















Our spats may be distinguished by the trade mark “‘Luxgud.” We cordially 


| invite correspondence. 
| We are prepared to accept a limited number of orders for immediate delivery. 


| LEO ROSENWASSER, president. 
| MICHAEL MILLER, vice-president. . 
HERMAN MILLER, secretary and treasurer. 





| 
| 
| 





“2 The Maid-Rite Felt Slipper Company ™% 
(Rosemill Products) 
163-169 Livingston Street $3 23 Brooklyn, N. Y. 























SHOE BUYER 


We have a most unusuak opening for an active, ambi- 
tious man not over 40 years of age who has a broad 
experience in shoes—wholesale or retail. 

This position will carry a most exceptional future for 
the man who may qualify. If you know shoes and 
would be interested in a real position in a wholesale 
house, will you write our Mr. R. L. Crandall and state 


your age, nationality, experience, etc. 


BUTLER BROTHERS 
Randolph St. Bridge 
Chicago 




















FOREIGN BUSINESS 


Your overseas customer prefers to do business his way. 
If he does not read English, he should be written to in 
en Heel $7.50 his own language. Make if easy for him to understand 
B1720—All Black Ooze Calf as Above. AA toC 00 your message. fat 

Our business is to transtate English into French, and 


B1721—All Brown Ooze. AA to C 
B1722—All Black Kid. AA to C..........eeeeeeeeees $8.00 vice versa. Not only letters, but catalogs, brochures, 
B1615—All Patent Leather. AA toC..........-0005. $7.50 { pamphlets, etc. 


Write the Editor, The Export Recorder, 207 South St., 


G. E. LIPPMAN SHOE CO. Boston, for his opinion of our work. 
ere aes ee Brees Ee D’AVESNE TRANSLATION BUREAU 


755 Boylston Street Boston, Mass. 
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It Always Attracts Attention 


A Certificate of Membership in the International Association of Practipedists, when displayed in the window of your 
store, or of the store you are employed by, may be depended upon to attract the attention of every passer-by. It will 
especially appeal to those hundreds upon hundreds of people who have more or less trouble with their feet and who, 
consequently, find it difficult to get shoes that fit right, look right and feel right at the same time. They are bound 
to have confidence in the store that offers them the services of a Graduate Practipedist and in the man or woman who 


; 4 
Knows Feet as Well as Shoes Ng 
If you are a Graduate Practipedist, this is YOUR Association. It is composed of your fellow-professionals and is organized ¥ 
for the improvement and popularization of the entire profession. There should not be a single Practipedist in the world out- e The 
side of this Association. In fact, there are very few eligibles who have not already become members. If you are one of 7 Inter- 
this few, join the majority before this day is over. Z tienes 


, “ Association 


If You Are Not a Practipedist 7” of Practipedists 


Suite 607 


7 
we will help you to become one. Ask us to tell you of our plan whereby you can master this science in a P . - a =. 
short time through spare time study and become a Graduate Practipedisc without expense. We are Geath —PI a 
here to serve all Practipedists and those who wish to become members of this profession. , - comtaliie Uahenaihen seated. 
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WORKERS UNION hve 
UNION FsTAMP 
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ie The Public Has Been Told the 


— Advantages of 
Shoes Bearing the Stamp 








Factory 


Time and ‘effort, without stint, have been spent to make 
known to the general public the superior quality of footwear 
made by Union Labor. 


Cash in upon this long continued publicity by having your 
shoes bear the Union Stamp. It costs.you nothing but it does 
bring results. 


Men and women everywhere have come to appreciate that 
shoes made by Union Labor are made under the very best 
working conditions by the most skilful and best paid work- 
men in the trade. They will buy stamped footwear all the 
more readily on that account. Have it to show them. 








Boot and Shoe Workers’ Union 


Affiliated with the American Federation of Labor 
246 Summer Street - Boston, Mass. 


COLLIS LOVELY, Gen. President 
CHAS. L. BAINE, Gen. Sec.-Treas. 
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Chicago 


PAIR VOLUME SLUMPS 


Weather Causes Expected Drop in 
Shoe Sales 

Chicago’s retail business dropped in 
pair volume this last week, due largely 
to the poor weather conditions which 
have existed in this section of the coun- 
try for the past thirty days; also to the 
embargo on shipments from the East 
and the railroad strike which has pre- 
vailed the past two weeks. 

The majority of both large and small 
merchants are optimistic regarding the 
outcome of the late Spring season. 
They believe that this will have a 
tendency to advance the season for 
white shoes two or three weeks, and feel 
that the weather man will no doubt 
favor them by giving them a long 
Summer in which to secure a good 
volume of sales of white low shoes and 
sport oxfords. 


WHOLESALE BUSINESS BETTER 


Buying Is Brisker, but Trade Gen- 
erally Is Handicapped by Embargoes 


Buying in the wholesale market has 
been brisker this past week, but the 
partial inability of wholesalers to make 
immediate shipment has caused many 
merchants to withhold all orders ex- 
cept for those shoes which they must 
have to size in. Shipments to the 
Middle West and to points within 
the State are being routed through the 
postoffice because of the express em- 
bargoes growing out of the railway 
strike. In spite of this unfortunate 
condition, jobbers such as the Novelty 
Shoe Company, George E. Harrison, 
Hampton and R. P. Smith and Sons 
report that the volume of their business 
is far in excess of this time last year. 


PROFIT SHARING SWELLS SALES 


Many Loop Merchants Adopting 
This Method of Compensation 


The theory of allowing all sales people 
to share in the profits of the gross busi- 
ness has met with the approval of the 
merchants of this city, and many of 
them are changing their store methods 
to this basis. The help question in 
Chicago, while better than in some 
cities, is still quite a problem which the 
merchants are trying to solve daily. 

Those who have studied the proposi- 
tion thoroughly find that their sales 
people are much more contented and 
show more personal interest in the 
workings of the store and development 
of sales under the profit-sharing method 
of compensation than they did when on 
a straight salary basis. 

With a well-organized sales force 


working on a profit-sharing basis, many 
of the loop merchants have secured a 
volume of business which is controlled 
largely by individual members of their 
sales organizations. This is because 
many purchasers of shoes, after finding 
that they can place confidence in a 
particular salesman, will buy shoes of 
the said salesman and no one else, regard- 
less of where this salesman is working. 

Fred E. Foster of this city was one of 
the first to install the profit-sharing 
system in his store, and approximately 
75 per cent of the sales people now in 
his employ are those who originally 
were with him when he opened up one 
of the most exclusive shops in the loop 
on Wabash Avenue. 


NEW FACTORY SOON READY 


Florsheim to Have In-Stock De- 
partment 


The Florsheim Shoe Company is 
expected to occupy its new factory 
within the next thirty days, at which 
time an in-stock department will be 
installed. This move will also increase 
the capacity considerably. 


WANTS NEW STYLES 


Prominent Merchant Says They 
Would Be a Sales Stimulus 


Frank P. Meyer, president of the 
Illinois Shoe Retailers’ Association and 
secretary-treasurer of the N. S. R. A., 
visited the “‘Recorder”’ office last week 
and reports that while people are buy- 
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ing freely in his locality, the sale of 
boots is small in comparison with the 
volume of business being done and 
that the merchants at this time have 
really nothing new in style in boots to 
show a customer. He feels, he said, 
that if the manufacturers desire to 
secure a greater volume of sales for 
future delivery, they must include in 
their line new styles and creations 
which have not yet been on _ the 
market. 


To Open New Store 


Mr. Melby of the Melby Shoe Com- 
pany is going to open the only exclu- 
sive shoe store in Miami, Fla. Mr. 
Melby has been in the market this week, 
placing orders for his initial stock of 
shoes, and states that he anticipates a 
thriving business, as be believes that 
many purchasers of shoes feel that they 
can secure better satisfaction if they are 
dealing with an exclusive merchant 
instead of some house that merely has 
a shoe department. 


NEW JOBBING HOUSE 


A. J. Doyle Located at 116 South 
Wells Street 


A. J. Doyle, formerly manager of the 
Chicago stock department of the 
Fiske Shoe and Leather Company, 
Boston, Mass., and recently buyer of 
men’s shoes for the Sears Roebuck 
Company, has entered the jobbing 
business in his own interests at 116-118 
South Wells Street, Chicago. He will 
show the trade a representative line 
of men’s, women’s, and children’s 
shoes of value and dependability. 








“*Kinder-Garten”’ Shoes in the making. 


Scene in the plant of the 


Smith-Wallace Shoe Company, showing George D. Chandler, President, 
and John H. Wichman, Vice-President, watching productions. 
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Here is a Patent Leather Oxford that you can retail for $10.00 and 


make a satisfactory profit and at the same time give your customers real 


VALUE. 
The construction insures service with COMFORT. 


ry) 


READY FOR DELIVERY 


HT 


MAY 15th. 


” 
—e 


STOCK NO. B320. Price $6.75 TREND LAST. 


Patent Leather Dancing Oxford, Plain Toe, Haircloth 
Reinforced Tip. Without Box. Light Outersole, Beveled 
Edge, Close Trim. Turner Flexible Innersole. Leather 
Heel. 


MoO MM 3 


*. <7 


SIZES: B, 6-11; C, 5-11; D, 5-11. 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester Havana 
Chicago, IIL, Cuba 
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Order from nearest point. / MBit Latest catalogue sent on request. 


( Pa Oy SMa — MK 7 


eel 











May 1, 1920 BOOT AND SHOE RECORDER 








My 


Sate oe SeemaaRRS See Seiionen ene EEE EEE TT 
THE 50 OR MORE STYLES ALWAYS CARRIED /N STOCK CAN BE SHIPPED 
WITH BEACON OR SPEEDWELL TRADE MARK OR UNBRANDED. 








yes 
* 
Jn 


~ 


SUH 
>) ue 
_ 
AUF TITTAITS 


Sry) 


No. B 36. Price $7.10 , READY FOR DELIVERY 
MAY 5TH. 
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TREND LAST 


Wine Lotus Semi-Brogue Oxford, 
Genuine Wing Tip, Beacon Quality 
Rubber Heel. 


A and B, 6-11; C and D, 5-11 
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No. B 35. Price $6.50 
CADET LAST 


Wine Lotus, Square Throat Oxford, 
Fancy Perforated Toe, Beacon Qual- 
ity Rubber Heel. 


A and B,’6-11; C and D, 5-11 





READY FOR DELIVE 
MAY 10TH. 


Absolutely new both as to last 
and tip perforation. Something 
your competitors will not have. 


DO 


F. M. HOYT SHOE CO., Manchester, N. H. 
STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester Havana 
Chicago, Ill. New Hampshire Cube 
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GREATER SALES 
POSSIBILITIES! 


There is more to any shoe than the ma- 
terials that go into it—there is 

The Style 

The Workmanship 

The Fit 


—and of greatest interest to any merchant, 
the profit and merchandising possibilities. 





H. & M. shoes have all those qualities 
which meet with the approval of American 
women and which create goodwill for any 
shoe department. 


These are all outstanding and dominating 
factors constantly making a strong appeal 
to your customers when they are given the 
opportunity to choose from H. & M. 


models. 


HelmingMKenzie 
Artistic RESAX, Makers 
Cin'cinnati 


WELTS ANO TURNS EACLUSIVELY 


Pictured here a black 
suede, ankle strap 
pump—a smart H. & 
M. model. 
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Cleveland 


STRIKE SITUATION ACUTE 


Stocks Running Low—Merchants 
Using Mails 


From 15,000 to 20,000 pairs of shoes 
were shipped into Cleveland last week 
by parcel post, according to an estimate 
made at the Chisholm Boot Shop. 

If many merchants here had not been 
able to use the mails, they would have 
been unable to supply their patrons. 
The strike of railroad men here has 
placed merchants in a serious predica- 
ment. Freight is not moving, mer- 
chants report an excellent demand for 
shoes, and stocks are running low. The 
condition was annoying ten days ago; 
now it has become acute. Many of the 
proprietors and managers of the large 
downtown stores are wondering 
whether they will be able to supply 
their customers in the future. Strikers 
have voted to remain out. More than 
1,000 of them. so expressed their inten- 
tion at a big rally here the night of 
Friday, April 23. 


Shoe Shipments Held Up 

The average cost per pair by parcel 
post from Boston is 10 cents, while 
from St. Louis and other shoe centers 
the cost is slightly less. Cleveland mer- 
chants have thousands of pairs of shoes 
stranded in some freight yard, some- 
where, and they are wondering now 
what they will do with the shoes, if they 
come in great loads at the fag-end of the 
present season. 

And incidentally those merchants 
who bought their Spring stocks late, 
hoping for lower prices, are sadly 
worried. 


WHITE SHOE BOOM DUE 


Merchants Expect Record Sales 
During Coming Season 


Several merchants interviewed ll 
predicted that a big season for white 
goods, the largest in the history of the 
trade in this city, is just ahead. 

They argued that the price will have 
a dominating influence. Leather is so 
high that shoe prices have soared. The 
white goods can be sold cheaper, and 
inasmuch as they are cooler for Summer 
wear, prospects are thought to be ex- 
ceedingly bright for the approaching 
season. ete Ar 

The white season in 1919 was a large 
one. The consumer was educated then 
pretty well to wear white shoes. The 
greatest demand last year came from 
women, for there is nothing like a white 
shoe to set off a Summer attire. Men 
bought rather liberally last Summer, 
but merchants here expect more male 


buyers of white shoes next Summer 
than ever before. 

And these prospects have made some 
uneasy about getting their Summer 
goodsin. A great many merchants have 
fairly good stocks, while others who did 
not look ahead are not so well fixed. 

One of the largest merchants in the 
city, however, attempted to calm these 
fears by venturing the prediction that 
the strike would end in time to avoid 
embarrassment for the Summer season. 


WEATHER RETARDS SALES 


Public Confines Purchases Largely 
to Heavier Grades 

The weather the past week has been 
inclement in Cleveland, and the sales 
have been confined largely to heavier 
grades of leather in low shoes. Several 
mornings in the last two weeks the 
thermometer has been below freezing, 
and the city has been thoroughly soaked 
by downpours that lasted for hours at 
a time. 

Two-eyelet ties in brown and black 
kid have been the big sellers of the 
season, while there has been a big de- 
mand for Russian and brown kid 
oxfords. 


Brown Is Popular Color 

The men of Cleveland have taken a 
great fancy to brown. In some of the 
larger stores, they report that only about 
one out of twenty male customers pur- 
chases a pair of black shoes. The rest 
prefer brown. And the oxford-clad 
men in the street bear out this asser- 
tion. Brown is to be seen everywhere. 

It is generally thought that the 
opening of the white goods season will 
be rather late in Cleveland this year. 
Some merchants in the past have sold 
whites as early as March, but this year 
there will be no special effort made to 
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move the white shoes from the shelves 
until about May 15. An unexpected 
hot spell would change this plan, of 
course. This means that the season for 
leather oxfords and pumps will be 
longer than it ordinarily is, and that 
special efforts will be made to move 
these goods. 


MERCHANTS HOLDING SALES 


Price Reductions Announced by 
Cleveland Merchants 


At the Ames Company’s fifth anni- 
versary sale, twenty styles of low shoes 
are being featured at $9.00. The origi- 
nal prices of these goods ranged from 
$11.50 to $15.00, according to the store 
manager. 

At the Pocock-Wolfram Company, a 
special sale was started Monday, 
April 26, on an assortment of oxfords 
and pumps at three prices. The first 
lot sold at $6.75, and in it were women’s 
black kid walking oxfords, medium 
height heel, welt soles, in soft, easy 
leather. The second lot sold at $10.75, 
and there were a dozen different styles 
of pumps and oxfords in satin, patent 
and dull leathers—operas, colonials, 
one-eyelet ties and oxfords—all French 
heel models. There also was a lot at 
$9.75, and in it were pattern pumps in 
patent or dull leather, turn soles, full 
French heels, and an attractive two- 
button effect at throat. 

At the Kline store the management 
is showing two of the newest Spring 
styles, the Aristocrat and the Lucille. 
The Aristocrat is a one-eyelet tie pump, 
that sells at $15.00 in black patent, 
black kid, brown kid and white kid. 
Also in black satin for $13.50 and in 
white reignskin at $12.00. The Lucille 
can be had for $15.00 in brown kid 
vamp and brown satin back, black 
kid vamp with black satin back, or 
black patent vamp and black satin 
back. It also is a pump. 


Milwaukee 


which merchants are meeting daily in 


MERCHANTS BU YING SLOWLY 


Purchases Restricted Almost to a 
Hand-to-Mouth Basis 


In common with retail merchants in 
other lines of business, the boot and 
shoe trade in this city is exercising strict 
caution in buying for future delivery. 
Purchases are steadily getting more and 
more to a hand-to-mouth basis, for 
merchants are inclined to be more 
anxious to move the goods now on their 
shelves than to think of needs of six to 
eight and ten months hence. This is 
due to the spirit akin to retrenchment 


their talks with customers. So far the 
volume of business shows no particular 
shrinkage, but the impression is growing 
that consumers are reacting from the 
stress of high prices and cutting down 
their buying even of the bare necessities 
of life. 

While Fall business coming from the 
traveling men to the local factories 
is comparatively much less than a year 
ago, or six months ago, this is not 
surprising to the manufacturers, who 
view it as a healthy trend. In an inter- 
view published April 24 in the Mil- 
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Is my clerk expense 
too high? 
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That big item of “high cost”, clerk 
expense, is governed directly 
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by how you buy 


Here are some figures from successful 


OT so long ago on these pages there appeared 
a series of stories, success stories, about va- 
rious men who sold shoes at retail—but sold 

more of them and got ahead faster than usual. 


Those accounts were full of figures of big results. 
Very likely you read them:— 


The Brett Shoe Store of Altoona, Pa., who built 
a $140,000 retail shoe business in a single year, held 
their clerk expense down to 4 per cent of their 
sales. And did it in spite of the fact that 85 per 
cent of their business was on women’s shoes. 


The Robinson Shoe Company of Kansas City, Mo., 
sells considerably over a half million dollars’ worth 
of shoes a year. To take care of this vast volume of 
business there were but thirty-four clerks on the 
floor. Speed in sales made this possible. 


In fact, all the accounts told of the ease and speed © 


with which shoes could be sold. 


How they cut down their clerk expense 


These merchants, whose achievements have been 
the talk of the trade, cut down their clerk expense 
by concentrating their own purchases on a few 
well-known, advertised lines of shoes. 


They capitalized the simple fact that folks prefer 
to buy that thing—shoes or anything else—which is 
identified by a name that they know. 


They believed that the shoe which was held in 
highest regard, was best-known, would sell easiest 
and fastest. 


And it proved out that way. All of them did the 
bulk of their women’s business on the Red Cross 


Shoe. 
To sell women’s shoes faster 


The Red Cross Shoe through years of consistent 
advertising is by far the best known shoe among 
women. They know it for its distinctive combina- 
tion of style with comfort, for its dependable value. 


813 Dandridge St., 


merchants that will interest you 


The Krohn-Fechheimer Co. 





Women who have worn it, generally ask for it by 
name. Women who have not worn it recognize its 
quality, and standing; they readily accept it. So 
half the selling job is already done before the cus- 
tomer enters the store. That saves time. 


Then, too, the right size Red Cross Shoe, even when 
brand new, is wonderfully comfortable. No verbal 
argument can close a sale as quickly as that one 
discovery on the customer’s part. 


The Red Cross Shoe line is big enough in style and 
price range to meet any reasonable demand in shoes 
of its grade. The great majority of women can find 
just what they want in the Red Cross Shoe. 


Concentrated buying, for that reason, is extremely 
easy in the women’s department. And in this 
modern method of buying right—from a few manu- 
facturers instead of from eight or ten different 
sources at different times—duplicate styles that 
vary just enough to confuse customers and slow up 
sales are almost automatically kept out of the 
stock. 


Now, you see how directly your clerk expense is 
governed by how you buy. 


Concentrate on a few well-known lines, push them, 
and you'll find that each individual sale will be 
shortened by minutes. You'll find that your sales- 
people will serve more customers each day and 
make more sales, you’ll find that your clerk expense 
problem is solved. 


Do this today 


You’re not convinced? You are interested though, 
aren’t you? That’s enough. 


Ask for a representative to call and talk it all over 
with you—the concentration principle and the Red 
Cross Shoe proposition, both as they apply to the 
problems you’re up against right now. 


A card will do. Mail it today. 
you. 


It won’t obligate 


Cincinnati, Ohio 
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yo Styles That Make Quick Sales 


B0645 C Price $9.00 


Women's Filbert Brown Kid, welt oxford, 
Arlington last, 6 blind eyelets, 1 3-4-inch 


Cuban heel. 
AAA, 5 to8 


AA, 4% to 8 
A, 4% to 8 
B,4 to8 
C, 3% to7% 
D, 3% to7 


Net 30 Days 














B0694 F Price $6.50 


Women's White Wyclo Cloth, welt oxford, 
Arlington last, 6 eyelets, tip, white welting, 
1 3-4 inch wood covered Cuban heel. 

AA, 41% to 8 
A,4 to8 
B, 3% to74 
C.3. to7 


Nel 30 Days 


You’ll be pleased—just as your trade will be—with the attractive 
style, faultless fit and splendid workmanship of these oxfords. 





In order to supply the heavy demand for oxfords this season take 
advantage of this opportunity to secure two salable styles from stock. 


UTZ & DUNN CO. 
ROCHESTER «: NEW YORK 


BRANCH OFFICES 


Denver New York City Los Angeles 
218 Charles Bldg. Bush Terminal Sales Bldg. 718 Story Bldg. 
G. C. McATEE 


TIGER & McNUTT 130 West 42d St. 
8 A. McCOMBER 
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waukee Sentinel, as part of an article 
headed “Economy Wave Cuts Pur- 
chases,” William G. Hanson, vice- 
president of the Alb. H. Weinbrenner 
Company, is quoted as follows: 


Lull in Manufacturing 


“There is somewhat of a lull in 
manufacturing at present. This is 
apparent not only in the boot and shoe 
line, but’in many others as well. It 
is probably due to economy drives. 
Consumers are buying from hand-to- 
mouth, hesitating to stock up on the 
usual big scale. They seem to think 
that some change is imminent. Person- 
ally, I think it is a good thing. It will 
at least tend to stabilize business. I 
don’t believe it can last. There is no 
over-supply of anything in this country 
at the present time, so manufacturing 
undoubtedly will keep on pretty much 
as usual.” 

As a general rule, Milwaukee factories 
have enough orders on their books to 
keep them busy until after July 1, even 
if not another order were received. 
Some cancellations have been received 
in recent weeks, but not to any unusual 
extent, considering the existing situa- 
tion. 


PREDICTS LOWER PRICES 


Wisconsin Merchant Says He Has 
Been So Advised 


The Daily News of Neenah, Wis., 
on April 22 published an article headed, 
“Footwear Will Be Cheaper 
Fall,” which said: 

“Footwear is going to be somewhat 
cheaper this Fall.’”’ This was the opti- 
mistic statement made today by William 
Kuehl, manager of Kuehl Bros. Shoe 
Store, in reply to a question as to the 
price outlook on shoes. He said men’s 
shoes of the best grade, now selling at 
$16 per pair, will be priced around 
$13.50 this Fall. On $12 shoes a 
reduction of about $1 will be in evidence 
on Fall stocks. 

‘“* “We have been notified already of a 
decline in prices on Fall shoes,’ said the 
local shoe man. ‘The reason for this is 
probably economical buying on the part 
of dealers in most parts of the country. 
This has given boot and shoe manu- 
facturers a chance to catch up with 
orders, and now that the demand is-not 
so great they are able to price shoes for 
Fall delivery at figures substantially 
under the prevailing figures.’ ’’ 


. SHIPMENTS STILL SUB-NORMAL 


Strike About Over, but Evil Effects 
Persist 

The transportation tangle growing 

out of the outlaw strike of union 

switchmen is gradually being unraveled 


This ° 
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following the collapse of the walkout 
during the past week, but it will be 
some time before the movement of 
freight in and out of the city ap- 
proaches: normal. For two weeks or 
longer Milwaukee boot and _ shoe 
factories were able to load only a small 
percentage of the usual volume of 
goods, while their operations were be- 
coming affected by the stoppage of 
incoming consignments of materials. 
While it lasted, the tie-up was the 
worst on record. 


FIGHT ADVERTISING TAX’ 


Merchants and Manufacturers in 
Concerted Movement 


The Milwaukee Association of Com- 
merce has put its entire force behind 
the local movement started by manu- 
facturers and merchants to prevent the 
passage of the so-called Thompson Bill 
now before Congress, which seeks to 
levy a 10 per cent tax on all advertising 
in newspapers and other periodicals. 
Phil A. Grau, business manager of the 
association, said: 

“If all merchants in Milwaukee who 
advertise—and no successful merchant 
does not advertise—will join in this 
protest, this pernicious bill may yet be 
defeated. The enactment of course 
will mean an enormous revenue to the 
Government, but it will strike at the 
heart of business. The public needs 
advertising information, and the mer- 
chants need it as well. It is a most 
important economic need which must 
not be permitted to fall. Naturally, 
like other revenue producing laws, this 
act would be a tax on the ultimate 
consumer, but it should not be adopted 
because it will work untold hardships on 
the merchants and advertising men as 
well as the buying public.” 


BADGER BOOT BRIEFS 
Brief Notes of Interest to Merchants 


Herman Krempien, who retired from 
the Novelty Boot Shop at Appleton, 
Wis., several months ago, on April 24 
formally opened his new boot and shoe 
store in Neenah, Wis. 

The J. C. Pennéy Company opened 
its 297th chain store on April 20 at 
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Beaver Dam, Wis. It occupies the 


*Goeggerle Building at 142 Front Street 


and is under the management of P. 
Stangaard. 

Elmer J. Quist is selling out his stock 
of boots and shoes at Rhinelander, 
Wis.,. and expects to leave June 1 for 
Minneapolis, Minn., where he will open 
a new store. 


New Shoe Repair Shop 


A new shoe repair shop has been 
opened at Casco, Kewaunee County, 
Wis., by Louis Seiler, formerly of 
Forestville, Wis. It is the only estab- 
lishment of its kind in Casco. 

A new boot shop will be opened about 
May 15 at Black River Falls, Wis., 
by the Card-Vieth-Soller Co., affiliated 
with the Evenson-Card-Vieth Company 
of Sparta, Wis., operating shoe and 
clothing stores in Sparta and Mauston, 
Wis. Joe Soller will manage the new 
store. 

The Charles H. Stehling Company, 
401-405 Fourth Street, Milwaukee, 
has been commissioned by the Charles 
S. Weisse Company of Sheboygan 
Falls, Wis., to design, erect and equip 
a new tannery and leather manufactur- 
ing plant, which will cost in excess of 
$200,000 and have a_ considerably 
larger capacity than the original Weisse 
tannery, destroyed by fire late last 
September. 


New Nunn, Bush & Weldon Store 


The store recently vacated by the 
Regal Shoe Company at 202 Grand 
Avenue has been leased by the Nunn, 
Bush & Weldon Shoe Company for its 
No. 2 Milwaukee retail store, which 
will be opened tothe public May1l. The 
original retail store, opened in February 
at 86 Wisconsin Street, Milwaukee, has 
proved to be so successful that it has 
been decided to open a second one on 
the West side. As already noted, stores 
also will be opened in New York, 
Philadelphia and several other large 
Eastern cities where the Nunn-Bush 
line is not adequately represented. The 
retail business is handled by a separate 
corporation known as the Nunn-Bush 
Shoe Store, Inc. ~ - —_ 


Des Moines 


“SHOE MEN ARE REASONABLE”’ 


Fair Price Expert Praises Spirit of 
Co-operation 


Fair Price Commissioner Larimer 
says shoe men are reasonable. ‘The 
spirit of co-operation between the shoe 
merchants of Iowa and our department 


has been excellent,’’ said Mr. Larimer. 
“Our policy has been not to arrest 
merchants, as we have found them to be 
very reasonable and willing to meet all 
our demands. , We are trying to impress 
the idea that only a small stock should 
be kept on hand so as to have a quick 
turnover arid :we urge merchants to 
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Constructing a Bridge 
or Merchandising a Shoe 


N building a bridge every part is 
important—each joist and canti- 
lever, strut and stay has its func- 

tion in supporting the structure. 


Planned with a view to its requirements, 
accurately calculated, proper materials 
selected and constructed with great skill, it 
finally spans the river ready to fullfil its 
purpose. And its service may be. meas- 
ured by the degree of its co-ordination— 
the failure of a part imperils the safety of 
the whole. 


Merchandising“ of shoes must be ap- 
proached with’the same exactitude and 
prospers in ratio to the articulation of its 
various functions 


—factory equipment to meet the needs of 
the particular grades contemplated, finan- 
cial resources adequate, workmanship and 
inspection competent, a clerical force prop- 
erly schooled in its duties. 


And then with lasts and patterns fitting, 
suitable materials purchased and the as- 
surance of prompt deliveries the manu- 
facturer is ready to accept orders. 


It is proper planning and infinite care 
in construction that renders the bridge 
adequate to its responsibilities—proper 
planning and infinite care for details of man- 
ufacture and merchandising that renders 
a transaction in buying shoes satisfactory 
to merchant and manufacturer. 


The P. J. Harney Shoe Company has set a 
standard of business ethics as well as 
manufacturing excellence. Such combina- 
tion forms an insurance for the buyer and 
enables him to place his orders without 
anxiety, no matter how far he may be from 
the market. : 


Seventy-five percent of the P. J. Harney 
Shoe Company’s sales are closed by trade 
acceptance—a tangible evidence of buyer- 
satisfaction. 


P. J. HARNEY SHOE COMPANY 


Manufacturers of Shoes and Good Will 
Factory and General Offices 


LYNN - 
BOSTON OFFICE: 183 Essex Street 


MASSACHUSETTS 


IN-STOCK DEPT., 78 Lincoln Street, Boston 


May_1, 1920 
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operate on a smaller margin of profit. 
The people of this city and State are 
turning from high prices and there are 
only a few cases where high-priced shoes 
are being sold. All shoes must be sold 
upon original cost figures and there 
must be no raising of the price with 
market rises.” 


WEATHER STILL BAD 


Retarded Considerably by 
Gloomy Skies and Rain 


Sales 


All retail merchants in Des Moines 
are enjoying heavy sales on the bright 
days, but much bad weather has put a 
damper on the shoe business. However, 
much warmer weather is due, and a 
heavy sale of Summer footwear is 
expected. Already, the shoe merchants 
are having a very strong call for white 
footwear, canvas being especially good. 

Brunk’s Bootery is featuring Carolina 
ties and also Theo ties in all styles and 
qualities. A special sale is being held 
of black pumps at $5.85, $7.85, $9.85. 
Harris-Emery’s store is showing a 
beautiful display of Summer footwear, 
with some especially pretty women’s 
brogue sport shoes. Slades’ Shoe Shop 
has a very neat, simple but expensive 
looking window of men’s Cordo tans 
in shoes and oxfords of the latest style. 
An extremely nice brown brogue shoe 
is shown at $21. In the women’s 
window is a special display of silvertone 
and beaver brown suede and satin 
pumps. Panor’s Family Shoe Store 
is showing a very popular display this 
week of brown military and Cuban 
heeled oxfords. The price of these 
oxfords range from $6.45 to $11.95, and, 
according to Tobias Panor, are selling 
very rapidly. 


W. S. ARANT SPEAKS 


Advertising Manager of Panor Shoe 
Stores Makes Out-of-Town 
Lectures 


W. S. Arant left for a week’s trip, 
Monday, to talk to shoe men of several 
large cities in Iowa. His first address 
will be given at the Burlington Shoe 
Men’s Association meeting, Monday 
evening. 


SIZE OF PAPERS CUT 


Retail Merchants Have to Take 
Smaller Space 


On account of a shortage of print 
paper, the Des Moines newspapers 
have been forced to limit the amount 
of space that shoe merchants may use. 
They are endeavoring to divide: the 
space equally and on a fair basis ac- 
cording to the pre-shortage use of the 
space by the respective shoe stores. 
This shortage, say the newspapers, is 
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not a temporary condition and con- 
servation. of newsprint paper must be 
permanent. The three Des Moines 
dailies are limiting themselves to a 


maximum of 24 pages for the evening 


edition and a 12-page limit on the 
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morning paper. This is a very serious 
affair to the shoe merchants of the city, 
but they are doing their best to co- 
operate with the newspapers by making 
advertisements as brief and concise as 
possible. 


Boston 


THE RETAIL BUSINESS 


A Summary of Conditions in Lead- 
ing Shoe Stores and Departments 


Business in the retail stores of the 
city may be summarized as generally 
dull, with here and there a few bright 
spots which relieve the situation. 
Some merchants attribute it to the 
weather, others to the tendency on the 
part of the public to refrain from buy- 
ing, brought about by the sensational 
and misleading publicity in which the 
newspapers seem to persist, all sugges- 
tions to the contrary on the part of 
the merchants notwithstanding. Men 
and women are “shopping’”’ more than 
in the past; there is also a big increase 
in the shoe-repairing business of the 
exclusive shoe stores and department 
stores. 

The popular prices for shoes seem to 
be from $10.00 to $16.00. While many 
sales are made above that figure, the 
great bulk of the trade wish medium- 
priced shoes. As to colors, black, 
mahogany and medium tans are good 
sellers in men’s and women’s—quite a 
number of the rounded toe shoes for 
women in strap and tie effects are 


‘noted. This willbe a big white summer 


—sport shoes are now being sold in 
large numbers. 


THE WHOLESALE TRADE 


Business Lacks ‘‘Pep’’—Many Re- 
tail Merchants Holding Off Buying 


The general condition of the whole- 
sale shoe business is quiet. This is 
occasioned, in the opinion of a leading 
wholesaler, by the weather, which 


causes retail merchants to refrain from . 


sizing in as quickly as they would 
naturally be expected to at this time 
of the year. There is lack of ‘‘pep”’ to 
the trade and a tendency to hold off 
looking for lower prices, which is a 
hopeless search, if shoes of the best 
leathers are desired. According to the 
wholesale merchant interviewed, some 
of the factories are weakening slightly 
as to prices, and in his opinion the manu- 
facturers will make a little cheaper 
shoe, in order to satisfy the public’s 
demand for a_ lower-priced article. 
‘However, it is evident,” says this 
wholesaler, ‘that what drops from 


leather prices on account of a cheaper 
grade being used will be made up by ad- 
vanced labor prices, so there is not a 
particle of use in waiting. The public 
should understand that good shoes 
cannot be any lower in price.” 


AT SHEPARD, NORWELL’S 


**Thoroughfare Sale’? a Complete 
Success—Shoes Sold at $6.95 

At the shoe department of the 
Shepard, Norwell Company, a big sale 
of Dorothy Dodd shoes for women 
and misses at $6.95 brought crowds to 
the store. “The price,” said C. B. 
Merrill, ‘‘appealed to the public. We 
were lined up, six boxes deep, from 
corner ‘to corner of the shoe depart- 
ments on both sides of the aisle, eighteen 
lines of shoes. Thursday, Friday, and 
Saturday, April 22, 23 and 24, were 
the days of the sale: the first day, we 
sold 800 pairs—by Saturday night, all 
had disappeared. These were all fine 
shoes, as we do not carry anything 
else. This sale doubled our regular 
business, 

“‘We have a good shoe which we sell 
at $10 and this is a popular seller. 
The legitimate retail merchants are not 
getting exorbitant profits. Business is 
running ahead by leaps and bounds; 
it is about 60 per cent ahead of that of 
last year. I can account for this in- 
crease by the fact that our whole store 
is growing so fast that we are growing 
along with it. 

“There is a fine esprit de corps 
throughout the store. Everybody is'a 
booster. This store has a ‘House of Rep- 
resentatives,’ composed of the clerks, 
and a ‘Senate,’ composed of the heads 
of the departments and management. 

“These bodies meet in joint session at 
frequent intervals. There is seldom a 
week goes by that a theatre party of 
some 400 to 500 persons does not take 
place; frequent lectures and walks are 
arranged.” 


AT JONES, PETERSON & NEW- 
HALL’S 
C. H. Peterson Interviewed on 
Business Conditions 
*fAll we need is one week of pleasant 
weather to wake up business,” said 
Mr. C. H. Peterson. “‘Whena pleasant 
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IVORY SOLES 
ARE POPULAR 


PEOPLE WHO TAKE AN INTEREST IN 
THE NICETIES OF DRESS EXPECT TO 
FIND VAUCHAN’S IVORY ON THEIR 
WHITE FOOTWEAR. YOU WILL FIND 
THAT BY SPECIFYINC IVORY SOLES 
FOR YOUR WHITE SHOES, WHETHER 
MEN’S, WOMEN’S OR CHILDREN’S— 
FOR DRESS, STREET OR SPORT—YOU 
WILL ENHANCE CONSIDERABLY YOUR 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


REPUTATION FOR CARRYINC WHITE 
FOOTWEAR THAT IS CORRECT. 


VAUGHAN’S IVORY SOLE LEATHER !S 
WHITE CLEAR THROUCH, IS DISTINC- 
TIVE IN APPEARANCE, LOOKS WELL AS 
LONC AS THE SHOE WEARS AND 


COSTS NO MORE THAN OTHER 
GOOD SOLE LEATHER 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASSACHUSETTS 
IVORY SOLES — IVORY. WELTING 


May 1, 1920 
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day presents itself, we get a volume of 
business. This is a great white season. 
Sport shoes with leather trimmings 
are big sellers. White canvas will be 
a popular favorite, on account of the 
prices for this shoe, which are lower 
than on the white kid. Many of our 
patrons prefer the kid, but the great 
majority the canvas. The canvas shoe 


of recent years is a shoe of refinement, | 


and at $8.00 or $9.00 in a turn or a 
welt, on similar lasts to the kid shoes, 
can hardly be distinguished on the foot 
from a kid. Browns are good, also 
medium light tans, in wing tips, and 
brogue effects, for both men and 
women; these effects will also be good 
for Fall in grain leathers. 


Regarding Buying 


“I think that merchants in general 
have been holding off buying for a 
little while waiting to see if prices 
would weaken, but up to the present 
time there have been no develop- 
ments in the leather trade or the shoe 
manufacturing situation which would 
warrant any further holding off. We 
are, therefore, going into the market 
and buying what we need for next 
Winter in a normal way. The low 
shoe season next Fall and Winter will 
be a very good one—many spats and 
boot tops will be worn. However, I 
think that there is a misunderstanding 
about the boot question. Boots will 
undoubtedly be worn in good numbers, 
provided we have a normal Winter, 
but last Winter the weather was mild 
enough for low shoes until very late— 
then when. we went into the boot 
season, it was a very cold season, with 
bad weather and still more bad weather, 
so that instead of boots being sold, 
overshoes were the order of the day. 
This condition left many boots in the 
stores. When some people say no 
boots will be sold, they make a great 
mistake—I believe that the proportion 
in the high-grade shoe store will be 60 
per cent on low shoes and 40 per cent 
on boots this Fall and Winter. 


The Price Situation 


“There is some cheaper leather in 
the market, but no one wants it. 
High-grade leather today is as high, 
if not higher, than it has ever been. 
We have had no experience with the 
price investigators, as they have not 
called on us, but I understand that 
they have been to some of the other 
stores; I understand that they have 
been very courteous to the merchants 
and that the merchants have co- 
operated with them in every way. 
Investigations, however, will not bring 
down prices. A high price must be 
paid by the retail shoe merchant for 


BOOT AND SHOE RECORDER 


good shoes and the retail merchant 
must get a high price for these shoes. 
I think that the peak of prices has 
been reached, but do not think that 
you will see any lower prices on good 
shoes. 

“None of the legitimate merchants 
have profiteered. There are no rich 
men among the retail shoe merchants— 
if you can find any wealthy retail shoe 
merchants, bring them to me.. Once 
in a while, a woman will come in who 
will say that she wants the same shoe 
she bought formerly at the same price. 
We tell her that we are sorry, but that 
she must understand that we have to 
pay a higher price for the shoe and if 
she wants it, she must pay the price. 
The tendency of the public has changed 
since last year. We had a line of 
women’s boots last year at $10.50 
which did not sell well—if we had put 
a price of $15 on these boots, I am 
sure that the people would have bought 
them; however, I had bought these 
boots so that I could sell them at 
$10.50 and I refused to raise the price. 
High prices have not been caused by 
the merchant, but by the extravagant 
tastes of the public—now the public 
is swinging around to less extravagant 
tendencies. I believe that our lines 
from $12.50 to $16 sell the best—it is 
hard to make popular sellers of any- 
thing over $16.” 


AT THAYER McNEIL’S 


C. H. Pollock Scores Pernicious 
Newspaper Propaganda 


At the store of Thayer McNeil 
Company, C. H. Pollock, store manager, 
said that the cold weather had caused 
business to slow down a little, but 
that business was very good and way 
ahead of that for the corresponding 
period of last year. No hesitancy on 
the part of the public regarding prices 
has been noted. 

“The greatest difficulty we are now 
facing,” said Mr. Pollock, “is the 
propaganda of the newspapers. We 
are, however, giving our clerks every 
bit of education presented by the trade 
papers, so that when a customer makes 
a complaint regarding prices, or any 
other condition, the salesmen can 
meet same with an intelligent explana- 
tion of the true facts of the case. At 
the present time, most of the selling 
force are as well able to tell about the 
market conditions as are the buyers. 

“‘We have been featuring women’s 
shoes at $11.85 and men’s shoes at 
$8—tthese are black and tan oxford 
styles—they have been big sellers; in 
fact, we cannot get enough of them. 

“Prices cannot be forced down by 
the radical means of the old clothes’ 
movement and the hindrance to busi- 
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ness by the pernicious publicity pub- 
lished in the newspapers; when mer- 
chandising is hampered, employes are 
going to be thrown out of work—after 
a while they cannot buy; the factories 
will have to cut down their force of 
workers, production will be interfered 
with, buying will cease; there will be 
much poverty; landlords will not get 
their rents; in fact, a general paralysis 
in the conduct of affairs will exist. 

“The action of the 40 odd State 
legislators, who. recently signed an 
agreement that they would not pur- 
chase anything for three months is 
disgusting—if the whole State should 
follow their action, it would create a 
terrible state of affairs, and we would 
not even have money to pay these very 
legislators for badly representing the 
people of the State. It would seem to 
me that investigations should start 
with the raw material and work along 
from that end, leaving the retailer 
until the last. If the price of steel rails 
were to be investigated, it would seem 
logical to investigate first the cost of 
the raw material; why not the same 
with the shoe business? I believe that 
these hindrances to business in the 
way of investigations and adverse 
propaganda will get worse instead of 
better up to November. 


Repairing Business Increases 


The store is enjoying a very heavy 
increase in its repair business. With 
our new facilities for handling this 
work, we can handle this business with 
a high degree of efficiency. We have 
changed our old system and put in a 
regular factory system—a_ stripper, 
welter, rough rounder, stitcher, etc., 
having a force of 30 people. 


Boston Salesmen Meet 


The next meeting of the Boston 
Retail Shoe Salesmen’s Association 
will be held on the evening of May 10. 
At this meeting, the annual election of 
officers will take place. 


AT H. H. TUTTLE’S 


Fischer Suggests Remedy to Over- 
come Adverse Newspaper Publicity 


At the Henry H. Tuttle Company, 
business was reported as quiet, occa- 
sioned by the newspaper talk which is 
upsetting conditions. John Fischer, 
manager, said: “Good shoes cannot be 
bought as cheaply anywhere else in 
the world as in the United States. 
Recently the Transcript, said ‘You 
should be able to buy the best shoe 
that can be made at $12.’ We know 
that is not so, with leather at $1.50 a 
foot. We find people quoting to us the 
statement made by the Transcript. 
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A Stunning 
bates Bal 


—in Stock 


SHOE 5 


No. 1012 
Made of Gallun’s ‘‘No. 26” Calf 


ERE is our “Gillette”? Model in a very handsome balmoral, made of 
Gallun’s famous ‘“‘No. 26” Calf. Custom-built throughout—Oak outer- 
sole; grain innersole; solid leather heel; pinked and perforated tip. 


In stock at Chicago, in full selling range of sizes and widths. 


Oxfords in Stock. At Chicago we also have a complete stock of Men’s low shoes on a variety ot 
our best lasts for the season. Made in Mahogany, Koko, Cherry and Black Calf, also Cordo Kid. 


A. J. BATES COMPANY 


Central Distributing House 
33 SOUTH WELLS ST., CHICAGO, ILLINOIS 


General Offices, WEBSTER, MASS. 
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I, therefore, think that the present 
quiet condition of business is not 
occasioned by the weather—I remember 
one year ago, at the time of the 26th 
Division parade—the weather was, in- 
tensely cold, but still we had a splendid 
trade. This propaganda that the 
newspapers are putting forth is creat- 
ing a wretched condition. The retail 
merchant is getting no more margin 
of profit in the shoe business today 
than he was 25 years ago. Our risk of 
buying goods today is much greater— 
it is necessary for a larger investment of 
money. We do not make any more 
on a shoe today than we did in the 
old days. 

“There is not a retailer in the United 
States who can do business for less 
than 28 per cent. This does not take 


care of his losses in bad business; if he . 


makes a poor selection, he is stuck 
and if he cannot make a few cents to 
take care of his markdowns in August 
and January, where is he? The shoe 
wardrobe of a man or woman is the 
least expensive thing that is purchased. 
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We could make the people who come 
into the shoe stores of the city under- 
stand the situation were it not for the 
newspapers. 

“IT have made a suggestion to the 
Retail Trade Board of the Chamber of 
Commerce that say 25 of the big 
retail merchants—not alone shoe mer- 
chants, but merchants in other lines 
who are big advertisers take action in 
this matter. I believe if they would 
say to the papers: ‘You are taking our 
money for advertising, but you are 
publishing matter which is ruining 
our business. We are going through 
with this thing and we will not give 
you any more advertising, until you 
give us a square deal.’ I believe if a 
group of say 25 merchants would have 
the nerve to present a solid front in 
this direction—it might have a benefi- 
cial effect.” 


Repairing Business 


We have noted a great increase in 
our repairing business, so much so 
that we can hardly take care of it. 


West Virginia 


NEW CONCERN STARTS 


Huntington’s Oldest Footwear Es- 
tablishment Changes Hands 


The J. Broh Shoe Store of Hunting- 
ton, W. Va., has been leased to the 
G. R. Kinney Shoe Company of New 
York, and the proprietor, J. Broh, one 
of Huntington’s most prominent and 
successful merchants, will retire from 
business. The Kinney corporation has 
secured a ten-year lease on the prop- 
erty. The company has stores in more 
than 100 cities and only recently took 
over the Perry-Norvell Shoe factory of 
Huntington. J. Broh has been in his 
present location for twelve years. Prior 
to that he was associated with his 
brother, M. Broh, in the mercantile 
and shoe business in the building now 
occupied by the Broh Clothing Com- 
pany of Huntington. The store was 
closed the latter part of March. 


STORE CHANGES HANDS 


Meadville, Pa., Shoe Company Buys 
Cumberland Retail Store 


The retail store of the Maclay Shoe 
Company of Cumberland, Md., has 
passed into the hands of the Brownell 
Shoe Company of Meadville, Pa. The 
deal was closed by R. E. Brownell, 
president of the purchasing company, 
and the business of the store will be 
continued uninterruptedly and in its 
present quarters. S. T. Granger, who 
is general manager of the Brownell Shoe 
Company, was here in connection with 
the transfer and will be in charge of 
the store for the present. The com- 
pany conducts a large wholesale busi- 
ness in Meadville and operates stores 
in several cities in Pennsylvania, Ash- 
tabula, Ohio; Niagara Falls, Elmira, 
Binghamton and Jamestown, N. Y., 
and Huntington, W. Va. 


Philadelphia 


nesday evening in Al Flitcraft’s Shoe 


SHOE MERCHANTS MEET 


Fair Price Question Up for Dis- 
cussion 

Philadelphia, April 28—The regular 

meeting of the Philadelphia Shoe Re- 

tailers’ Association was held last Wed- 


Store, 2952 Ridge Avenue. Although 
he had been ill for several days Presi- 
dent Strumpf was on hand to preside 
over the gathering of more than 50 
members who took part in a serious 
(though informal) discussion of Fair 
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Price Committee matters, and the 
possibility of conducting a local pub- 
licity campaign in an effort to correct 
the public’s misconception of legiti- 
mate shoe retailing. 

Al Forster, a member of the Phila- 
delphia Fair Price Advisory Com- 
mittee, explained the shoe agreement 
entered into last month. Some few 
believed that gross percentages of 
profit should be figured on the selling 
price rather than the cost price of 
shoes, but the system and its advant- 
ages was easily explained by citing 
specific cases and comparisons with 
other fair-price commissions’ rulings, 
so that in the end, all agreed that the 
Philadelphia Fair Price plan is the 
fairest in the country, particularly 
because of the elasticity of percentages 
allowed to meet the varying costs of 
doing business throughout the city. 


Campaign Suggestion Not Favored 


As regards a local publicity cam- 
paign, the Association felt it to be to 
its best interests to await the decision 
of the Allied Council in regard to the 
proposed nation-wide educational cam- 
paign. j 

After formally calling the meeting 
to order, President Strumpf requested 
the report of the Nominating Com- 
mittee, of which Mr. Forster was chair- 
man. Following the reading of the 
ballot the officers for the ensuing year 
were unanimously elected as follows: 

President, Dave Strumpf (re-elected) ; 
first vice-president, Christian Wende- 
roth (re-elected); second vice-presi- 
dent, George I. Friend; secretary, 
Henry L. Pierce; treasurer, Al Flit- 
craft (re-elected). 

F. E. Bader and M. A. Biehn of 
West Chester, were appointed to the 
Board of Directors, replacing A. C. 
McGowin and Frank I. Reiszner, whose 
terms of office expired this year. 

Treasurer Flitcraft submitted his re- 
port covering the annual banquet of 
the Association, and although the dis- 
bursements slightly exceeded the re- 
ceipts, it was felt that the resultant 
benefits accuring to the members 
more than offset the slight pecuniary 
deficit. 

The Association also acted favorably 
on the proposition of each member 
displaying prominently in his store 
window a sign advising the public 
that he is a member of the Association. 
These signs are to be similar to the 
N. S. R. A. Firm Membership signs, 
and are to be purchased at once and 
distributed to all members in good 
standing. 

I. Swaff, conducting a shoe store at 
318 North 8th Street, was accepted 
into the Association as a new member. 











BOOT AND SHOE RECORDER May 1, 1920 


Comfort, Fit, Durability, and enough 


Style to make them presentable after work hours 
—are the things that have made WEYENBERG SHOES for 


SERVICE the popular shoes for every man at work, no matter what he works at. 
WEYENBERG SHOE MFG. CO. 


Dunham Bros: Co., Brattleboro, Vt., 
are our New England | Distributors. Milwaukee 
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John Kelly 
‘Shoes 


Rave that subtle 
charm .so satisfying 
to the smartly > 
dressed woman on. 
every occa sion. 


Decidedly an asset 
to your 
establishment. 


a 


John kelly Ine 


Rochester NY. 


NEW YORK CITY : Room JOS Granam Bid, 
Chas euch Senn Ma. FU Sha Wellewetl® 
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PLUS BUSINESS 
FOR EVERY DEALER 


rere retailers have long been 
seeking a comprehensive line 
of footwear that will lead them 
to plus business. The United 
States Rubber Company has 
long been working toward that 
goal with Keds. 


TODAY we believe that goal 

has been reached. There is 

scarcely any demand for work, 

pot dress, or street wear that 
eds cannot satisfy. 


United States Rubber Company 
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Rubber Footwear 


The Market. Situation - Prices and 
Style Information - Trade Notes 
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Factories Busy on Orders 


Only Obstacles Here the Ability to Get Sufficient 
Help and Transportation Facilities---Good 
Demand for Outing Lines 


The dullness which has puzzled other 
branches of the shoe business has not 
affected the rubber footwear industry, 
because wholesalers and retail mer- 
chants had their stocks so depleted that 
replenishment was necessary. Manu- 
facturers of rubber footwear are very 
busy on these orders, and the larger 
companies state that they could not 
take on more business for some varieties 
of storm goods this season. However 
retail merchants may be affected in the 
matter of placing orders for leather 
footwear, they know that the require- 
ments for storm purposes must be 
filled, despite the lack of demand for 
leather footwear. 

Again the matter of price is not so 
much of an obstacle in the matter of 
rubber footwear, either in boots, storm 
rubbers, or rubber-soled goods. It is 
probable that if the help problem is 
not too serious a handicap, this year will 
witness the greatest output of rubber 
goods of any in the history of the trade. 
There is the natural demand for storm 


goods and for heavy workingmen’s . 


needs, and then, in addition, the new 
athletic lines which demand constant 
innovations and changes of style. This 
latter branch is increasing the de- 
mands on rubber goods’ manufacturers 
extensively, both for home and export 
trade. 

The demand is excellent for white 
canvas and white buck goods, some 
plain and some with leather saddles 
and trimmings and “with rubber soles, 
and the outlook is for a steady call for 
this nature of goods. 

Factories are still handicapped in the 
matter of obtaining a sufficient supply 
of skilled help, or even material for 
breaking in. at apprentice work, not- 
withstanding the fact that the working 


conditions are excellent, and the wages 
are on a favorable scale as compared 
with other industries. 


CRUDE RUBBER 
Buying Interest Slow on Plantations 


The market has continued in an easy 
manner, with fractional declines on 
plantation rubber. There has been a 
depressing sentiment both in buying 
and selling, on account of the unsettled 
financial conditions, and the trade is 
anxiously awaiting greater stability. 
Factories are not showing a very keen 
interest in offerings, and merchants are 
rather inclined to pursue a waiting 
policy. The closing prices on ribbed 
smoked sheets was 4214c for spot and 
near by; 4234c for May arrival; 434c 
for June; 4334c for July; 44%c for 
July-September; 4534c for July-De- 
cember; 4634c for January-June, next 
year. The demand for Paras and Cen- 
trals was nominal. 


First latex pale crepe.........45 @— 
Smoked sheets.. .....- 444 @— 
DeoW CHOBE 65iks 5. sicdeed o\4 40 @43 
Up-river fine para............414@— 
Up-river coarse..............31 @— 
Seleee COGEES ... «06. 3.0cae Soe 214%@— 
Caucho ball upper........... 31344, @— 
Caucho ball lower............29 @— 
Oe Serene i 
Centrals and Mexicans.......30 @32 
Guayule (20% moisture) ......25  @27 


Scrap Rubber 


The market continues in a dull state, 
and. has been held up again by the 
freight situation. There have been no 
new features in the rubber shoe mar- 
ket and in the matter of price. Some 
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merchants are still delivering at over 
eight cents, but those who have not any 
contracts cannot figure to pay more 
than seven cents, as shoes for forward 
delivery have been offered to reclaimers 
at 7\4c and 7%c delivered. 


Boots Gd GOK, ...... 5.6 weno 7@7% 
Arctics, trimmed... ..........6< 6@6% 
Arctics, untrimmed............5@— 


United States Rubber 
Election 


The board of directors of the United 
States Rubber Company met April 22 
for organization and elected the follow- 
ing officers, Executive Committee and 
Operating Council for the ensuing year, 
namely: 

Samuel P. Colt, chairman; Lester 
Leland, vice-chairman; Charles B. 
Seger, president; James B. Ford, vice- 


president; Homer E. Sawyer, vice- 
president; Elisha S. Williams, vice- 
president; J. Newton Gunn, vice- 
president; Ernest Hopkinson, vice- 
president; W. G. Parsons, vice-presi- 


dent and comptroller; W. H. Blackwell, 
treasurer; Samuel Norris, secretary; 
John D. Carberry, assistant treasurer 
and assistant secretary; Sherwood S. 
Green, assistant treasurer; H. B. Hub- 
bard, assistant comptroller; W. O. 
Cutter, assistant comptroller, and 
George E. Smith, auditor. 

Executive Committee: Samuel P. 
Colt, chairman; Lester Leland, Charles 
B. Serger, James B. Ford, Walter S. 
Ballou and Nicholas F. Brady. 

Operating Council: Charles B. Se- 
ger, chairman; Homer E. Sawyer, 
Elisha S. Williams, J. Newton Gunn, 
Ernest Hopkinson and W. G. Parsons. 


New Shoe Stores 


Sachs’ Shoe Store, Weirton, W. Va. 

Feldman Bros., Hartwell, Ga., 
shoe department. 

Ginsberg & Lerman, (The Famous 
Outfitters), Boston, shoe ‘department, 
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101 JUNE BRIDES 


FOR 101 PROGRESSIVE MERCHANTS 


A limited number of this bright, new, snappy, powerful feature sale for 


“STORES OF THE BETTER CLASS” 


ECESSITY furnished the foundation upon which 
the June: Bride Sale was built. It isa product from 
the workshop of experience. 

Educational and sales influences are welded in this sale 
advertising in a powerful manner which, goes straight home to 
the buying public. 

A hundred and one advertising and merchandise specialists 
have contributed their skill in perfecting it to pass muster for the 
most exacting, high-class merchant. 

Its every function is fair to the store and the public and there 
is not a line in its whole construction, but what teems with 
truthful statements and sound business logit, causing both cus- 
tomer and merchant to swell with mutual pride. It gains life-long 
customers and gives any store the distinction of leadership in the 
community. 

This June Bride Sale furnishes the vehicle by which able mer. 
chants, with better class stores, and high-grade goods, are enabled 
to put over profitable, dignified selling campaigns. 

This June Bride Sale was given its initial tryout last year and 
was found to be a masterpiece of sales literature, with all the ear- 
marks of a sales concern eliminated. 

We want to tell 101 live merchants how this sale will draw 
them wonderful crowds and force the profitable selling of a vast 
amount of merchandise in June—also how the public is glad of a 
chance to pay the bill. Make use of the space below if you’re 
too busy to write a letter. We'll tell you all about this sale— 
There’s no obligation. 
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Amount of Stock. 


T. K. KELLY SALES SYSTEM, Minneapolis, Minn. 


“MORE THAN A SALES COMPANY" 
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NOW READY! 


Unbranded 
or Stamped Marion 
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An excellent fitter— 
typically MARION 
throughout. 


No. 308X PANAMA LAST 


Havana Kid Blucher Oxford 
Goodyear Wingfoot Heel 
A to D widths 


$9.50 
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One of the 28 Styles shown in the 
new MARION Stock Catalog. 
Have You Yours? 


MARION SAOE CO. 
Marion,ind. 


WESTERN QUALTT Xn fASTERN STYLE 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, . 
PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices. they are paying today. 


MONARCH LEATHER CO. 


CHICAGO NEW YORK 
BOSTON 
U.S A. 
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her Market 
of Leather 
Supplies and Prices 
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Market Hampered by Strikes 


Bad Railroad, Express and Postal Service a Handicap 
to Business---New Labor Demands and Like 
Conditions No Help to Lower Productive Costs 


One of the outcomes of the railroad 
situation was to find that shoe factories 
did not have as much leather on hand 
as was generally supposed. Shipments 
of leather were virtually held up from 
the tanneries, and Eastern warehouses 
received very little during the period of 
the strike, and conditions have not yet 
become fully normal. 

The pessimistic talk which has been 
indulged in is the natural outcome of the 
attacks, being made on the shoe in- 
dustry by those rebelling at high prices. 
As to the matter of delayed orders, it 
should be stated that the general volume 
is not so large as it should be at this 
time of year. That does not apply to all 
sections of the country, for some shoe 
manufacturers are very busy with 
sufficient orders to keep them running 
full for many months. 

The whole business structure is very 
much impeded in its progress by the 
breakdown in the postal, express and 
railroad service. All business has been 
set back by such factors, together with 
the inefficiency and lack of interest of 
employes, scarcity of skilled help and 
the constantly presented demands for 
more pay and shorter hours. It appears 
that a stand must be made against these 
conditions, and, curious as it may seem, 
the general public expects lower priced 
commodities while the expenses for 
doing business steadily increase. 


Upper Leather 

The upper leather market has been 
rather quiet the past ten days, with 
shipments tied up and deliveries made 
mostly by auto truck. Shoe manu- 
facturers have been inclined to await a 
settlement of conditions, believing also 
that there might be some advantage in 
still lower priced leather. There is a 


good demand for calfskin leather and 
the deliveries on old and new contracts 
are now going forward more regularly. 
The various shades of ‘brown and 
mahogany are in best call, and prices 
range all the way from $1 to $1.50 per 
foot according to quality and tannage. 
The average prices range around $1.25 
to $1.35. There is a better call for black 
calf with prices 5c to 10c less than 
colored. Suede calf in black and 
colors is in good request for high-grade 
footwear, and is quoted all the way 
from $1.25 to $1.50 per foot. 
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Side Leather 


Side leather is meeting with good 
request in colors and finishes resembling 
calf. The demand for a medium grade 
shoe increases the call for side leathers 
and as the price range of 50c to 85c a 
foot is so much under the price of the 
best calfskin, it makes it possible to 
produce a lower priced but durable 
shoe for those who want it. 

There is also more demand for the 
heavy and combination leathers for 
working shoes and heavy unlined 
goods. There is an increasing demand 
for unlined footwear, and larger quanti- 
ties of elk leather are being used for that 
purpose. There is also a fair call for 
buck side leathers in white and colors, 
at prices ranging from 90c to $1 per 
foot. 

Patent Leather 
The domestic trade on patent leather 
(Continued on page 155) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 and 1914 Are for the Corresponding Week with This Year 
Sole Leather 


Hemlock sole, heavy No. 1............... 


Hemlock sole, seconds, mid 

Oak sole, No. 1 bends 

Oak sole, No. 1 backs, all weights 
Union steers, flat 

Union cows, flat 


Ollal, Demlock heads... ......:.6.....4..%0%5.. 
ee, SUOMIOE IIIB s 5 inc 5inc ss ke cess 
Offal, hemlock shoulders................. 


Union offal, heads 
Oak offal, heads 


Chrome, S. A. dry hide, 74 to 10 iron sides 


Chrome, green hide, 6 to 8 iron sides 


1919 1920 
Cents per pound 
56@57 
54@55 
85 @92 
80@85 
84@85 
80 @83 
17@18 
23@25 
38@40 

24@25 
27@28 
Cents per foot 
43@50 
—@50 


1914 


56@ 58 
54@ 56 
1.10@ 1.20 
92@ 95 
88@ 90 
85@ 88 
15@ 
20@ 
36@ 
21@ 
27@ 


60@ 
—@ 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers............... 


Heavy native cows................ — 


Chicago City calfskins 
B. A. dry hides 


1914 


18 @18% 
@17% 26 
15 @15% 21 
214%@21% 45 


1919 
Cents per pound 
3044@31 

@29 
@24 
@57% 
— @38 
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Hand-in-Hand 
Quality --- Price 


Oxford 


Laces 


Pat. 2361—Flat Mercerized Oxford Lace, 
54 inch wide. Black only in 18 and 21 inch. 


**Fabric Tip”’ 


Pat. 580—Mercerized Tubular Lace, 34 inch 
wide. Black, White, Brown, Mahogany, 18 
and 27 inch. 


‘*Fairy Tip” 


. Pat. 256—Silk Tubular Lace, 3 inch wide. 

Popular Priced Laces 18 inch, Black, Mahogany, Brown. 27 inch, 
All lengths and colors Black only. 

Pat. 225—‘Our Winner” “F, . a ae 

Round Mercerized. wu : abric Tip 

Pat. 440—“Our Leader Pat. 540—Mercerized Tubular Lace, 14 inch. 

Tubular Mercerized. All lengths and colors. 

Pat. 684 and 640—Tubular coms 5 

Mercerized. Fairy Tip” 














Our Extensive Stock Includes Laces of All Qualities and Styles 


CHANDLER’S SHOE NOVELTIES 


30 Franklin St. C. A. Browning Co. Boston, Mass. 


(SOLE AGENTS) 
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OHNSON BROS. 


SHOES FOR FALL 





























A FALL OXFORD FROM BARNET’S NEW 
SHADE OF CALFSKIN. MADE OVER 
THE BEST FITTING OXFORD LAST 
THAT JOHNSON BROS. HAVE EVER 
SHOWN. 








~ Made fa the Pine Sree State.” 


























AFTER ALL IS SAID AND DONE A NEAT SMART OXFORD IS A MIGHTY GOOD LOOKING SHOE 
ON A WOMAN'S FOOT. THE ABOVE STYLE IS ESPECIALLY ADAPTED FOR EARLY FALL WEAR. 
IT IS ONE OF THE MOST ATTRACTIVE SHOES EVER MADE BY JOHNSON BROS.—AND IT IS 
ONE OF MANY NOW SHOWN BY OUR SALESMEN, 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 
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FLEX-LAST 
DEFINITION: FLEXIBLE AND LASTING 


These juvenile shoes have been built by intelligent shoemakers with the idea of helping children’s 
feet grow properly. 
The last we use embodies three excellent features— 
1—It has a narrow B heel which fits snug to the child’s 
heel and gives it strength. 
2—It has a C instep which helps growth. 
3—It has a D toe which affords plenty of room for the 
child’s toes to expand and wiggle at ease. 


We have departed from the old fashioned method of fitting feet. This is not a freak shoe. 
It is the most sensible last that has ever been placed on the market and its distinctiveness is 


evident by the fact that it has gained a large clientele in a very short time. 


“The Perfect Turn Shoe” 


Catalog Sent S. W. TAGER & CO. Sales and Showroom 


t 
“pon neque" 243 WEST 17th STREET NEW YORK CITY 





















































WINDOW RUGS 
Herewith we show illustration of our beautiful Silk Velour Window Rugs with imported Art Borders. Made in all 
sizes and including small ones for a pair of shoes. Ask for leaflet (in actual colors), and also samplesof materials. We 
make Rugs of Monk Cloth also. 
WINDOW VALANCES 
We carry a very large stock for immediate delivery. Large variety. Ask us for samples. We also make special Valances 


to match Rugs. 
PERIOD WOOD FIXTURES—a full line. Ask for our catalog “‘L.” 


NEW YORK SHOW ROOM THE HECHT FIXTURE CO. 


65-67 East 12th Medinah Building, Wells Street and Jackson Boulevard 
Bet. Broadway and 4th Ave. CHICAGO 
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“CRUMBS or COMFORT” 


REG. U. S. PAT. OFF. 


EASY SHOES FOR WOMEN 


IN STOCK 
93 STYLES 


“LADY WASHINGTON” and ‘‘PANACEA” 
Cushion Sole, Turned 


“DAVIS NEW PROCESS,” A PATENTED CUSHION 
SOLE McKAY 


x x x 


WRITE 
FOR 
CATALOG 


STOCK W 200 STOCK 476 


Kid Polish, Kid Tip Kid Seamless Polish 
Rubber Heel, Cushion Innersole Plain Toe, Rubber Heel 
TURNED Cushion Innersole, Turned 


$5.15 $5.15 
—MADE BY— 


A. H. BERRY SHOE CO. 


428-30 Albany Bldg., Boston, Mass. PORTLAND, ME. 
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A SHOE 
EDITORIAL 


As Spring advances the demand grows 
greater for women’s high-grade walking 
oxfords; mahogany and harvest brown 
Russia calf and Chippendale dark brown 
kid are the fashionable leathers for these 
shoes this season. 


Hallahan made shoes are smart, origi- 
nal and handsome in every detail. They 
are made of the finest leathers by skilled 
shoemakers and will fit your discrimi- 
nating customers as they expect to be 
fitted. 


Heretofore shoes of this grade had to 
be ordered months ahead—the Hallahan 
Stock Shipment System places these high- 
grade shoes on your shelves a few days 
after you have sent your order. 


Vrsssonpitettatuue 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Avenue, 10th to 11th St. 
PHILADELPHIA 


New York Offices London Office 
L. M. Gerson Bolton-Page Co., Ltd. 
Marbridge Building 125-126 Finsbury Pavement 
34th St. and Broadway House, London 
Chicago Office, 
Duncan Bros., Great Northern Bldg. 
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Style 26 
Chippendale Brown Kid 
Lustrous and Dark 


Circular vamp whole quarter lace 
oxford, blind eyelets, straight tip, 905 
last, 1 7-8 Cuban leather heel, light 
welted sole closely trimmed. Price, 


$9.00 





JK JL 











Style 15X 
Harvest Brown Calf 
The New Medium Shade 


Circular. yamp whole quarter lace 
oxford, straight tip with center per- 
foration, blind eyelets, light welted 
sole closely trimmed, 876 Briarcliff 
last with medium length vamp. 1 3-4 
Cuban leather heel, white Goodyear 
nn $9.00 





Style 9 
Mahegany Russia Calf 
Of Richest Shade 


Circular vamp whole quarter lace ox- 
ford, long imitation wing tip with 
center perforation, blind eyelets, 890 
last, 1 3-8 Cuban leather heel, light 
welted sole closely trimmed, ’ white 
Goodyear stitch. Price......... $9. 


ham 
Made 


Our Illustrated Catalog Now Ready 


All Stock Shoes Sold Net Thirty Days 


The following schedule of sizes and widths carried in Stock 


IN STOCK 
Now 
Ready To 
Ship 





Style 6 
The New Tiffany Tie 


Made of finest black glace kid, turn 
sole, 860 last with medium length 
vamp and forepart, 2 1-4 kid covered 
LXV heel, finest black silk Tiffany 
GON UAE sc oe estas sess. $10.00 


Style 18—Exactly as above except 
made of finest Mat Kid on 812 last 
with slightly fuller toe. Price... $10.50 
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GLASS DISPLAY FIXTURES 


The Best and Most Beautiful Fixture for Shoes 

(1) They are Transparent and unobstructive. 

(2) Always clean and neutral in appearance. 

(3) They Blend with any Color Scheme. 

(4) They consist of unit Pedestals and a variety of 
plate glasses, and therefore innumerable designs 
may be produced. Pedestals come 6, 9, 12 and 
15 in. high. 

(5) Notethe‘‘highup’’ method of trims shown above. 

Left-hand ““Trim” at top of page is No. G. 403. Contains 39 

pieces. Price $126.68. 

Right-hand Trim is No. G401 has 26 pieces. Price $67.76. 

OUR CATALOG G. F. shows and prices the entire line 

ask for it. 


SEE PAGE 146 FOR ADVERTISEMENT OF WINDOW 
RUGS, VALANCES, ETC. 


THE HECHT FIXTURE CO. 


oan 9085 Medinah Building 
New York Show Room, 65-67 East WELLS STREET AND JACKSON BOULEVARD 


et. Broadw h Ave. 
Bet. Broadway and 4th Ave CHICAGO 


Our Line is also on Display at Bush Sales 
Bldg. Shoe Section, 42nd and Broadway 
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You Can Cater to the Present-Day 
Tendency to Curb Cost of Living by 
Selling Your Customers “Fiske” Shoes 


and Still Get Prices That Will Pay 
You Well. 


St ock No. mo Ss ‘oO. Stock No. 1518 
a hite Nubuc' —“Ko-Ko” Rus- 


calf oxford, 
Pa rk” any A, 
6-11; B, 6-11; 
C, 5-11; D, 5-11. 


$6.75 
Made Right To Fit and Wear 


Stock No. 538—“'Bel- sr No. a — 
ont” last, Vici 


im “ . 
AA, 7%-11; A, 7-11; 
B, 6-11; G D, 5-11. 
Seabees .. $9.00 


in 
ip, invisible eyelets, 8-8 


atu : 
C, D, 5-11. Price. .$9.75 
Stock No. 689—‘“Peake’ 


visi lets, ut- 

soles, “8.8 heel. = ‘6 “tL: 

B, 6-11; C, D, 5-11. 
__ Siege $9.00 


IMMEDIATE. DELIVERIES—PAIRS OR CASES 
PLAIN CARTONS — SHOES UNBRANDED 


FISKE SHOE &. LEATHER CO. 


MAKERS OF SATISFYING GOODYEAR WELTS FOR MEN 


BOSTON CHICAGO 
717-719 Atlantic Ave. 301-303 W. Monroe St. 

















DO YOU WANT 


A’ BAREFOOT CLUB 


IN YOUR CITY? 





LUNN & SWEET COMPANY 
AUBURN, MAINE 


Dear Mr, Retailer: 


If you don't want to take the same medicine that hes 
been prescribed for the clothing trade, you must do something 
big end startling at once. 


If you agree with us then we can help you. 
It is the result of pure luck that we can do this for you. 


The story runs as follows: 


4 wealtny English officer came to this country last year and 
started a large tunning business. 


He made the mistake’ of trying to do business in this country 
the "English way." 

He failed, eas could be expected. 

The benks got the leather. 


We had the cash and now we heve the leather at a ridiculously 
low price. Hence these wonderful values,-at least $1.00 and 
$2.00 per pair less than the present market. 


Do you get the idea? Have good shoes to offer those people 
who are clamoring for low prices. 


The supply ie limited. 
Wheat will it be, one case or ten? 


Made to order and delivered in five weeks or for Summer or Fell 
Delivery. 


LET'S ALL GET TOGETHER AND PUT THE JINX ON THE BAREFOOT CLUB. 


P. S, This offer made subject to prior sale. 
WONDERFUL SHOES! WONDERFUL OPPORTUNITY! 


SPECIAL BOARDED BROWN SIDE 
LEATHER, AND PERFORATED WING 
TIP, VAMP AND HEEL FOXING, FLANGE 
HEEL. 120 LAST. 


No. 623-7 No. 575-5 
814” Brogue Boot Brogue Oxford 


$6.50 $5.50 


Sep SALLY LUNN 
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Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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VISITS DES MOINES 


C. H. Daniels Reports a Big Trade 
in Iowa 


C. H. Daniels of Chicago, Ill, was 
in the city April 24 and 25. He says 
that he is selling more to his Iowa 
customers than to those in any other 
State in his territory, whjch covers the 
whole middle West. He says Iowa 
merchants are buying only staple 
goods for their Winter trade. 
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PAUL BATES 


Northwestern Representative of P. J. 
Harney Shoe Company, Lynn, Mass. 


KARL HEIMBERGER ‘‘HIMSELF”’ 


Covers Territory from Chicago—East 
Getting Business Consistently 


Karl Heimberger ‘‘himself,’’ cover- 
ing territory from Chicago east with 
Scheiffele’s welts, Donald’s baby turns, 
and those original Tweedies, finds that 
even though a few merchants are hold- 
ing off in buying, he is getting his busi- 
ness consistently. Mr. Heimberger 


feels that with weather conditions 
turning warmer, business will take a 
spurt, as every warm day the stores are 
full of customers. 


HAMMER IN SOUTH 


Sells ‘*Nunn-Bush” and ‘‘American 
Boy”? Shoes 


Mr. Hammer covers the States of 
Mississippi and Louisiana with “‘Nunn- 
Bush” men’s shoes and “American 
Boy” boys’ shoes, manufactured by 
the Nunn, Bush & Weldon Shoe Com- 
pany in Milwaukee. 


Mr. Hammer, like all men in South- 


W. L. HAMMER 


ern territory, is finding business very 
good this season and feels sure that 
his sales total for this season is going 
to run into six figures. 

Mr. Hammer entered the shoe busi- 
ness via his father’s shoe store. After 
spending some years there he went on 
the road and for the last six years has 
been selling the ““Nunn-Bush”’ line. 


ADVISES EARLY BUYING 


President Brill of Cleveland 
Travelers Has Word to Say 

D. W. Brill, Cleveland manager of 

The Brown Shoe Company, and presi- 

dent of Cleveland shoe travelers, re- 


Shoe 
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ports that the small buyers are putting 
in their while the big 
buyers in the past have been holding 
off. 

Mr. Brill says that the late buyers 
are going to regret their action. He 
says that his own company is oversold 
on men’s shoes and women’s turn 
shoes, while the factory output of 
women’s high-grade shoes is about 
contracted for. The same is true of the 
other large factories, he says. 


usual orders, 








Do. 
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CLAUDE BARFIELD 


Southern Representative of P. J. Har- 
ney Shoe Company, Lynn, Mass. 


TAKES NEW POSITION 


E. C. Watts Is Now with Watters 
Shoe Company of Huntington 


E. C. Watts, who for the past 
three years has been representing the 
Stephen-Putney Shoe Company sell- 
ing shoes in Northern West Virginia and 
part of Ohio, has severed his connection 
with that firm, and is now connected 
with the Watters Shoe Company of 
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GENUINE GLAZED KID 


The SUPERIOR LEATHER for LADIES’ TURN SHOES is used 


exclusively in the 


“CONSTANT COMFORT” LINE 


REAL KID has proven to be far superior to kid substitutes, as Cabretta, Sheep 
and Horse. You can’t go wrong in buying these dependable black kid styles 
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No. 89 


Black Kid Pl. Toe Blu. Oxford, Black Kid 6-eyelet Pl. Toe Ox- Black Kid Theo Tie, 12-8 Heel, 
11-8 Cat’s Paw Rubber Heel, In ford, 13-8 Heel, In Stock A, B, In Stock A, B,C, D. Price.$4.60 
Stock B,C, D, E. Price. .. $5.00 C, D. Price $5.85 No. 88—Lower grade, same style, 


No. 73—Same in Lace... .. $5.00 No. 55—Same with Imitation In Stock B,C, D, E. Price.$3.75 
5.85 . 


No. 70—Same in Kid Tip Blu. Stitch Tip $5. 
$5.00 


« AMERICA’S BEST COMFORT SHOE” 


BLACK KID TURNS ONLY 
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No. 54 No. 96 


Black Kid, 8-8 Rubber Heel, Black Kid Tongue Pump, 12-8 Black Kid Rubber Heel Gypsy 
Commonsense Oxford, In Stoc Heel, In Stock A, B, C, D Juliet, Commonsense Last, I 
D, E, EE. Price $3.75 Price $4.50 Stock E, EE. Price 3 


No. 53—Same Style A grade, D. No. 40—Lower Grade Side Seam 
E. Price $4 Se” same last, In Stock B, C, 
D. Price 


AULT-WILLIAMSON SHOE CO. 


AUBURN Manufacturers 
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Huntington, W. Va. Mr. Watts is one 
of the best-known salesmen in this 
State, having spent the past 20 years 
in the shoe business. 


ROGERS MAN IN WEST 


Merchants Buying Light, Reports 
E. H. Sulkis 

E. H. Sulkis of Roger Bros. Shoe 
Company, whose Boston office is at 
119 Lincoln Street, is now in the West. 
“A majority of the big merchants,” he 
writes from San Antonio, ‘“‘are buying 
light for Fall.” The stop-over at San 
Antonio was made on his way to San 
Francisco. 


ST. LOUIS TRAVELERS 


Regarding Lazarus, Cairy, Litten- 
berg and W. T. Moore’s Men 

Willidm J. Lazarus, who has repre- 
sented the David P. Wohl Shoe Com- 
pany on the road since that company 
was organized, has been appointed 
sales manager. Mr. Lazarus will spend 
most of his time in St. Louis, but will 
make a few trips to some of his personal 
customers. The salesmen for David P. 
Wohl will be on the road another 
month. 

W. H. Cairy, specialty representative 
for the Brown Shoe Company, was in 
the house recently for a few days from 
Little Rock and Memphis, after which 
he went to Toledo, Ohio. 

Moe H. Littenberg has associated 
himself with the Leo Gordon Shoe 
Company as salesman and will cover 
North and South Carolina. He is a 
new man in the shoe game. 

W. T. Moore Shoe Company has 
made additions to its sales force as 
follows: O. B. Becker, formerly of 
Thomas Plant Shoe Company, Boston, 
who will cover Texas; C. E. Becker, 
also formerly of the Thomas G. Plant 
Shoe Company, who will cover the 
West Coast territory, and E. E. Thomp- 
son, who will cover Louisiana, Missis- 
sippi and Tennessee. 


THE LEATHER MARKET 
(Concluded from page 143) 
has been somewhat below normal, but 
the export trade has been keeping up, 
especially for South American countries. 
Prices range around 80c to $1.05 per 
foot according to grade. 


Sheepskins 

The demand for sheep leather is 
mostly on the better classes of stock, 
with the cheaper grades dragging. The 
top grades of colors are still bringing 
35c to 36c a foot, with No. 2 at 32c to 
34c; medium and cheaper grades are 
sold at lower prices, according to the 
quality desired. 
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Attractive Window Display 


Girl Demonstrates Pump Device at Outlet Store, 
Providence 


For four days of last week, at four 
appearances daily, Miss Martha Allen, 
the original ‘Kodak Girl,’’ demon- 
strated to the public of Providence, 
R. I., the desirability of ornamentation 
to the woman who wears pumps. The 
Outlet Company, the largest depart- 
ment store in Providence, was chosen 
as the place of consumer education. 
In a window, 25 feet long by 10 feet 
deep, hung with very rich drapings in 
black and gold and beautiful lighting 


posed in the window on a pedestal of 
velvet. ; 

William Reynolds, Jr., of Providence 
designed the display. 

The model proved that a woman 
could make one pair of pumps answer 
for several occasions; for instance, a 
woman can put on a pair of unorna- 
mented pumps, with, say, a spat or 
boot top, for street wear; she can put 
a buckle and the advertised device in 
her pocket-book and, on arriving at a 





Window Demonstration at the Outlet Co., Providence—A Trade Stimulator 


effects, Miss Allen attracted the atten- 
tion of a large number:of men and 
women at each performance, who were 
genuinely interested in the demonstra- 
tion. 

It rained a goodly portion of the 
time, but the crowd attended the 
sessions despite the inclemency of the 
weather. Miss Allen is said to be the 
most beautiful girl in New York State. 
She was attractively dressed—changing 
her costume for each appearance. The 
wardrobe which she brought with her 
for the Providence trip is valued at 
$3,000. The display of buckles used 
in the window and interior of the 
store was valued at over $8,000. 

During the intermissions, a shoe 
made entirely of rhinestones, with a 
sapphire heel, valued at $1,800, was 


dansant, remove the spat and then 
quickly attach the buckle. 

Charles Marx, buyer and manager - 
of the shoe department of the Outlet 
Company, was enthusiastic over the 
results of the display. He feels thatJit 
takes a demonstration of this kind to 
interest the public. This store recently 
celebrated its twenty-sixth birthday. 
It carries medium and _ high-grade 
shoes. Some rounded-toe effects were 
noted in women’s lines. ; 

This window display caused much 
comment in other New England sec- 
tions. Representatives from various 
stores have made special trips to 
Providence to see the demonstration. 
Already arrangements are being made 
to put on a similar demonstration in 
Fall River. 
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THESE beaded ornaments are Ht EK have over thirty other 
i styles all ready toship. Write 


beautifully beaded, rightly 
pricedfand in-stock. for samples and prices. 
0517—Jet and Steel $2.05 0515—Jet and Steel 


0510—Jet and Gun Metal.. 1.85 0508—Jet. 
0507—Jet.. «0:6 on 0509—Jet.. 


ACME BOW AND BEADING CO. 


A48 Kent Street 
NEWBURYPORT, MASS. 
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OXFORDS 
IN STOCK 


Stock No. 594 
WINCHESTER LAST 





Stock No. 580 
BROGUE LAST 
Gallun’s 26 Brogue Ox. Sizes and Widths: AA and A, 
/ toll; BC, 6 to Fs BD, 5 to 8. 
$9.50 


Stock No. 591 
WINCHESTER LAST 


Cherry Tan Calf Varsity Ox., Wing Tip. 
Sizes and Widths: AA and A,7 toll; B,C, 
6toll;D,5 toll. $9.25 


Cherry Tan Calf Varsity Ox. Sizes and Widths: AA 
and A,7 toll; B,6to1l; C,D,5 toll. 
: $8.75 
Same as above in Brown Cordovan. 
‘Stock No. 590 : $10.00 
CORSAIR LAST 
Vane on = ie Made by expert shoemakers: and con- 
Widths: AA and-A. 7 to structed of the best materials. These styles 
ae See tL a it are in greatest demand. All shoes sent in 


$8.75 plain cartons and unbranded. 
Same as above in Brown Cordovan on Regent Last. 


$10.00 Write for Catalogue 


THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street © NEW YORK: 651 Marbridge Building CHICAGO: 1415 Great Northern Building 
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IN STOCK 


Ladies’ Boudoirs and House Slippers 
Goods Shipped Same Day Order Received 





% heel 
_4 $2.25 
: * 13 heel 
| “< Send us your orders and increase $2.35 
. your sales. Satisfaction Guaranteed. als> 3 strap at $2.50 


Tans 1.75 
Orders on strap slippers can be filled for 1, 2 or 3 strap, high or low heel. 


Less 2% 10 Days, Net 30 


Consolidated Shipper Company 
Haverhill, Mass. 





POT OL OLO LU LL OL LOL i 


604 
Mahogany Cordovan 
Brogue Oxford 


626 
THESE STYLES Same style ne Rus. 
a 


IN STOCK Ritz Last 


(UNBRANDED) 
625 
Meshessnei fies, Oil Late n. FOR IMMEDIATE SHIPMENT 


Carlton Last IF YOU WISH TO HAVE 
601 THESE SHOES BRANDED— 
Same style in Cordovan on JUST SAY THE WORD— 


Biltmore Last 
me PACKARD 


Same style 
in Gun Metal Calf 
Biltmore Last 


M. A. PACKARD COMPANY — 
BROCKTON, MASS. 


Boston Salesrooms: 
60 South Street 127 Duane Street 


mel eM iiiieniiiiieniiiiieniiiimelliiilMelliiiMmellllimeliliiiieniiuiinentiiiiieliiiiieli tin) ©: 
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B 216—Brogue Last. den oxford, 
stitched around heel. Double Sole. 


a 


B 125—Carlton Last. No. 4 Norwegian B 165—Prize Last. Brown Cordovan Lace 
Blucher. Double Sole. Oxford, Wing Tip. Heavy Single Sole. 


TITITTMITI MP 


PETE EE ETENTETTOOTT TOTO EIT INITIO 


“ A A 4 A 4 


Salesmen are now showing our complete line of correct 


Fall and Winter styles FOR YOUNG MEN AND MEN 
WHO KEEP YOUNG. 


The numbers illustrated above are proving very popular. 
Why not have our representative call? 


mT i r 1 1 7 7 
MITILEITTEC UL ET ECM CLE MUUELETTTTTTTTTTTITTTITITI TITTLE LED PPT CATE ERO LUE EEE 


* ‘ ‘ 4 A 4 


PTI ILL PEEP ET 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
83 Essex Street Marbridge Building 
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(Fixtures that 
; help you Sell 











| are considered by the best 
Turns 1 n Stock stores to be indispensable in 
Early Delivery | creating, favorable notice, 
en | affordin?, extensive advertis- 
ing, and consequently in- 
creasing, sales and profits 
for YOU. 

Your inquiry will bring our 
Catalogue § showing many 
ideas for your window dis- 

plays and decorations. 


The fixtures shown above are our 
new Gothic creations. 





wPUD S SHOR O | The Decorators Supply Co. 


ht. ASS. A Archer Avenue and Leo. Street 
SOU i Chicago, U.S. A. 
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OXFORDS 


KID == CALF = SIDE 
DELIVERIES FROM STOCK 


No. 212 $8.25 


Dark Mahogany, Genuine 
Calf Oxford. ‘Oh! Look” Last 












Widths A-D Sizes 6-10 
No. 297 $9.25 
Havana Brown Kid Oxford pene see 


Widths A-D _ Sizes 6-10 


No. 210 $7.00 


Dark Tan Side 
Leather Oxford 


Widths A-D 
Sizes 6-10 


GOOD SHOES 






Lf 100% Leather—that’s why 
Neg they are “GOOD” 


J. RALPH BAKER CO. 


Bridgewater, Mass., U. S. A. 
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Keith’s Konqueror Oxfords are Real Shoes 
and Real Sellers— 


STOCK STYLE 666—Cordo Calf Oxford. Victory Last. Wingfoot Rubber Heel. AA-D, 5 to 11. 
Send for Spring and Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 
BROCKTON (Campello Station), Mass. 
New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 









































Write for Details [eeeece 
“t e@ei'e@e@ 
l=} 


Domino Dealer’s Proposition 


PATENT a 
SEAMLESS a y For Wholesalers 
MARY JANE — 


STANDARD OF VALUE 
IN CHILDRENS SHOES 


DOMINO SHOES 
Made in no heel, spring heel and wedge 
heel, sized2}to5; 4to8; 8/4tol1l. 





Our Mr. C. Frank Hunting is now on the road with samples of popular 

priced Domino turn shoes for children, made in all the desirable styles 

and leathers. A post card to us will direct him your way. 

| TAN KID 
Some territory is still OPEN. Write immediately for our BUTTON 


Profitable Dealer’s Proposition. 





Samples Gladly Sent On Request. 


SLIPPER CITY SHOE CO., INC. 


Manufacturers for the Wholesale Trade Only 


HAVERHILL, MASS. 
BOSTON OFFICE: 173 LINCOLN STREET 
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GALLUN 
OUALITY 


FOUR STAUNCH LEATHERS FOR 1920 















AZTEC 
CALF 


A* EC CALF is recognized the 
world over as the standard of 
excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


NORWEGIAN 
| VEALS 


ta of Gallun’s specialty leathers— 
a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 


and black. 











A. F.GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 


MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


VIKING 
CALF 


STRONG grained mellow calfskin 

that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 





A. F. GALLUN & SONS, Inc. 


H. A. ELY, Manager, 


11 EAST ST., BOSTON, MASS. 























































































BETSY PUMP 
IN-STOCK 
No. 5896 














Pump. 


to D. 


BLUESTEIN BROS. '“soston Mass. 


=— “hose totally different shoes *==| 


Finest Black 
Kid Two-But- 
ton Betsy 

R Good- 
year Welt. 18-8 
inch Leather 
Louis Heel. AA 


PRICE, $6.50 
























Stock No. 
Sole, Louis Heel, AA-D........ $7.00 









SIPEG duds ccccdeassedesad $7.50 
Tip, Welt Oxford, Louis Heel, AA. 


Tip, Oxford, Welt "Sole, 
eS rrr $7 


EIGNER SHOE COMPANY 





IN-STOCK |! 


651—Dull Kid wy Toe Oxford, Welt 


661—Gun Metal Suiok Imitation 
Db” Welt Sole, Louis Heel, AA 


1661—Havana Brown Kid Oxford, 
Imitation Tip, Welt Sole, Baby Louis 


1651—Havana Brown Kid, Imitation 
1151—Patent Colt, Imitation 
Louis 


173 Summer Street Boston, Mass. 





Buyers’ Easy Reference Directory 


cBe 






Loe A. 
& y CONTR 


147 LINCOLN STREET 


BOSTON, MASS. 








Manufacturers of 
Top-Grade 
TURN SHOES 













Welt Footwear \¥ 


for Women 
WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 













































There Is Real Value In T hese Shoes 


One description may look like another— 
But there can be a lot of difference in the 
merchandise. Send for samples of these. 
They prove their own case— 


BROCKTON MADE—IN STOCK NOW 


ead = 4 's Oxford, Creese & Cook’s Cherry Calf, English 
, Wingfoot Rubber Heel Attached, A, B,C, D $8.25 

4193- _Men* s Oxford, Trostel’s No. 33 Russia Calf, Wingfoot 
Rubber Heel Attached, A, B, C, D.. $8.25 


LANDE-RUTKIN SHOE co. 


104 READE STREET NEW YORK, N. Y. 



















































Kistler, Lesh & Co. 


BELTING BUTTS 


TANNAGES 
| St. Marys Mt. Jewett Burke Muskegon 


332 Summer St., Boston, Mass. 



























—nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


STANDARD FELT COMPANY 


WEST ALHAMBRA 





CALIFORNIA 











A relieved customer is the most sunediative 


There is a sure way to relieve your customers 
tinual lort—sell 


insure them con 


tt troubles, and 
them TOOT-GUARDS. Your 


recompense for the service extended will be in the form of constantly 


increased revenue. Write us for details. 





foottards 


FLEXIBLE ARCH SUPPORT COMPANY 


69 E. 12th Street 


New York, N. Y. 
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High Grade Turn Ties 
For At-Once Delivery 





Illustration shows our Number 105. Black Kid 
“Theo” with heavy turn sole. Carries 18-8 Full 
Louis heel. Widths AA, A, B, C. 


Price $5.75 


Number 107, like illustration in Patent Chrome, 
heavy turn sole, Full Louis heel. Same widths as 


above. 
Price $5.00 


Terms, 30 Days Net 


ELLIS-EDDY COMPANY 


———— SHOEMAKERS ———_— 
Haverhill, : : : Mass. 


SO 














SOY OHHOO”O>X 





The New Improved 


we A COMFORT BOOT 






Ae 








IMMEDIATE 

SHOE STRETCHER pee 
will adjust counters or surctch SO vce 
damaging the shoes. Range of wOCRISHER” Cabretta 15 Eyelet Boot 
= pany 4 pe Bi Meg F wee Trade Mark Reg. PRICE $4.35 
eS aes a wae oo dst od Cae Shoes 13 Eyelet Boot 
-seralinecsapena pe acathedieediiaaiienat PRICE $4.10 

eens ten tale Rubber Heel, C. D. E. & 

as ne yy ie EE. Sizes 4 to 9. 

ve without them. 
F. W. WHITCHER CO., Boston and Chicago ea a ee ee ae 
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The Foreign Trade Bureau of the Boot and Shoe Recorder 


For Advertisers 


207 South Street Boston, Mass. 
An. Effective Agency for Promoting the Export Business of the Shoe and Leather Industry 
Its Service Includes 


Detailed Information on Foreign Markets. Registration of Trade Marks in All Lands. 
Foreign Trade Opportunities. Financial Reports. 

Advice on Financing Foreign Accounts. Means and Methods for Forwarding Shipments. 
Translations from or into any language. Expert Advice for Exporters. 


Mediums for ened 


CUGUGEEQUEOUUOCGUECOURCGUECGGRGRRCGRSORRRORRGRORGGERELe 


{] 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, soventanaiee cents. For other ““Want”’ 
advertisements, seven cents per word for each insertion. Minimum 

amount omnes = $1.25. Ads under this heading will be received 
up to pam ednesday. When advertisers desire answers to come in 
care of this’ office, twelve words must be allowed in each advertisement 
for address. hen advertisers desire replies forwarded direct to their 
address, each word of the address must be counted in the advertisement 
and paid for accordingly. Answers to ads must be sent under letter 


postage. 





“Recorder” rates for space less than one-eighth 
page per issue: 

Space 1 time 7 times 13 times 26 times 52 times 

$5.00 $4.00 $3.50 $3.00 $2.50 

8.00 7.00 6.00 5.00 

we ee 15.00 12.00 10.50 9.00 7.50 

Ee ES 20.00 16.00 14.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 











SALESMEN WANTED TO LET 


SALESMEN WANTED 





EW ENGLAND salesman to carry a line of 
+‘ ladies’ high-grade novelties for Boston whole- 
sale house. Must be a hustler and know the 
trade. Drawing account and commission. Reply, 
stating experience. Address B805, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


NEW “YORK concern, operating two factories, 





ws NTED—Salesmen to carry our line of high- 
grade ladies’ shoes, for the States of Ohio, 
western Pennsylvania, Michigan and _ Illinois. 
Must know the trade. Large stock on hand at all 
times. We have a good proposition for the right 
men. Give previous experience with first letter. 
Address B779, care Boot and Shoe Recorder, 207 
South St., Boston, Mass 


TO LET 


Store, offices and lofts, located 
on Southwest corner, Duane and ' 
West Broadway. Will divide to 
suit. Address B803, care Boot 


preducing medium line men’s dress and work 
shoes will consider additional salesmen for terri- 
tories not covered. Short range of samples. 
Exceptional opportunity. Commission _ basis. 
K298, full iculars in first letter. Address 
St Neo York +o Shoe Recorder, 127 Duane salesman who has the ability to dispose of a 
inane —_s large volume of shoes. If ability is demon- 
WANTED— Experienced shoe salesmen with strated will make salesmanager. An unusual 
established trade to_ sell ladies’, boys’ and opportunity for an energetic man who is de- 
little gents’ welts and McKay shoes. — sirous of growing into a big — roposi- 
2s, care Boot and Shoe Recorder, 127 Duane tion. Address B778, care Boot and 
, New York. corder, 207 South St., Boston, Mass. 


EXPERIENCED SALESMEN to handle in- 
stock line, infants’ and children’s turns, misses’ 
and children’s stitch downs. Territory, New Eng- 
land, Middle and Southern States. Commission 
six per cent. Give experience, reference. Address 


POSITION WANTED 
B797, care Boot and Shoe Recorder, 207 South St., 


Boston, Mass. . — HIGH-GRADE advertising and display man, 32, 


WANTE ‘D—Com petent shoe sal able executive, rienced in retail manage- 

in first letter, age, experience, salary, refer- ment, mail selling oat corresp 

ence, sage or married, and when could begin work. wants connection with shoe store doing from 
Phelps Shoe Co., Shreveport, La. a | —- up, or be + Cay F-] of ~— — 

ANTED—Salesman by a reliable thread con- with smaller store. noes 7 Core t an 

W cern to call on the shoe manufacturing trade Shoe Recorder, 207 South St., Boston, Mass. _ 

to sell our thread on a commission basis. Open in BUYE =R and manager, 31 years old, married, of 

any territory. Please state experience. Address vigorous health and good habits. Capable 

B776, care Boot and Shoe Recorder, 207 South St., buyer, floorman, good salesforce organizer, stock 

Boston, Mass. arrangement, display, etc. —-- years in present 

place, desire change. New land or Jersey 
referred. Address B802, all — and Shoe 
ecorder, 207 South S St., Boston, M 

YOUNG married n man, age 32, a to connect 


house or manufacturer 
Have had 12 





and Shoe Recorder, 127 Duane 
St., New York, N. Y. 








A thriving shoe manufacturing concern in 
the Brockton district m: men’s fine and 
medium-grade welts is looking for a high-grade 








EXPORT OPPORTUNITIES 








Shoe Re- 











Export Opportunity 


Experienced American, 42 years 
of age, with 2 years’ splendid 
record in Europe, 5 years in 
Far East and 2 years in Greece 
and Turkey, is desirous of secur- 
ing European representation of 
American shoe and leather lines. 
Speaks French and Spanish flu- 
ently. Best of references fur- 
nished. Understands foreign 
temperament and methods of 
doing business. Address B800, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
































Special Opportunity 


FOR years’ experience in retail and wholesale shoes, with 





on selling staff as road salesman. 


2 years’ road experience. Positive I can make MISCELLANEOUS 


good. Address B790, care Boot and Shoe Recorder, 

207 South St., Boston, Mass. Dore or in ta in buying ladies’ specialty shoe 

, or in taking over established department. 

dress B804, care Boot and Shoe Recorder, 207 
sacs St., Boston, Mass. 





Experienced Salesmen 


Western Manufacturer of women’s shoes, 

planning for large increase in sales force 

— a. will have ym ag A eg 

‘or g salesmen in South, uthwest, 

Middle West and Northwest. The line is LINE WANTED 

a pee] ong ana. ca peas 

ca m stoc consider only suc- M 7 

cessful men with established trade. Tell Sean y= I nes -— > dan 

us what lines you have carried, territory children’s to sell jobbing trade. Address B806, 

covered, yearly sales, and line you are now care Boot and Shoe R Recorder, 207 — St.. 

—- Your Cd will be wented in Boston, Mass ‘5 

confidence. B807, care Boot an oe KRe- 

corder, 207 South St., Boston, Mass. [EXPERIENCED SALESMAN wants connec- 
tions with manufacturer’s line of shoes for ex- 

port trade. Going to London in August. Corre- 

spondence invi Address J. R. Youens, care 

Lipman Wolfe, Portland, Ore. 











Auto Truck Service 
BETWEEN 


New York and Boston 


truck cannes New York | aa mtn 
ae oe Best of service. Apply Stern- 
berg-S ey , 150 Duane St., New York. 
Phone, 
































WE have an opening for a live, experienced 

—y 4 nee _ Se oes 
Stat inois, Indi ta A 
consin, Nebraska, Kentucky and South- MANUFACTURERS’ lince vantod by two 
ensterm States. Siz per cont commission. trade in Greater New York State, State of 


7 Jersey and State of Connecticut. Have 
Ww. T. rage ae co. sold to the best retail trade. Can furnish 
t. uis, Mo. 


best of references and any other informa- 
Makers of Moore’s New Method 


WANTED TO PURCHASE 


CASH PAID 


for shoe stores or surplus stocks of shoee 
or for other a Leases taken 
over. We will send a representative to in- 
cenligate and mabe efite.aghe sequent 


Max Kalter Mercantile Co. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 








tion. Also, if necessary, can guarantee 
accounts. Address K297, care Boot and 
Shoe Recorder, 127 Duane St., New York. 




















SALESMAN WANTED 
For Chicago Territory 


One with experience in = ane Women’s 
High-Grade Shoes to retail 


Bata Shoe & Leather Co. 
66 Willow Street Lynn, Mass. 


FOR SALE 


ETROIT—Retiring from shoe business after 10 
years of successful upbuilding; yeerly sales, 
$80,000; corner locations; two stores; lease, 
will, small portion or entire stock for sale; tremen- 
dous good opportunity for someone. Dickman, 
824 "Kercheval, Detroit, Mich. 











No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 
you need the “BOOT AND SHOE 
RECORDER” all the time. 
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WANTED TO PURCHASE  =Boot and ShoeRecorder 


OFFICES IN 
BROCKTON OFFICE: 224 Moraine St., Geo. W. 
R. Hill, M ger. Teleph 507. 


MISCELLANEOUS 














CHICAGO OFFICE: 189 West Madison St. Tele- 
phone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 102, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St. H. 
Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 501 First National Bank 
Bldg. B. C. Bowen, Manager. Telephone 
Main 655. 

ROCHESTER ‘OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 

- resentative. Telephone Stone 6314. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B.C. Bowen, Manager. 

Paris Office: 2 Rue des Italiens. L. Hubbard, 
Manager. 

London Office: John C. Curtiss, Manager. Man- 
sion House Chambers, London, E. C. 

Australian Office: 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

Continental Office: William Salzman, Manager. 
Wasagasse 2, Vienna, Austria. 

; ARGENTINA: Gerente, C. M. Elizondo, Calle 

° e e Balcarce 150, Buenos Aires. 

Highest Cash Prices Paid BRAZIL: Gerente, Leon Combacau, Ruaido 
es Alfandega 204, Rio de Janeiro. 

. for entire shoe stocks. We also buy CHILE: Santiago, Las Rosas 1123-1127, Otto 
your surplus or slow sellers. Quan- Fubrimann. Gerente. 

| tities no object. Retail or wholesale. Se Aguado 572, Pedro V. 

' Short term leases taken off your SPAIN: Gerente, Leoncio de Miguel, Librero- 

hands. Editor, 20 Fuencarral, Madrid. 

Wire or Phone us yong oe. age Elizondo, 4a Del 
Correspondence Confidential Dees Gilet” Othe 

. z oh a . F. W. » 

blished 1890 — ee # naaiat 


GLAUBERG & CO. 


387 Broadway, New York, N. Y. 
Phone Canal 4119 MISCELLANEOUS 


ba . oa ate. 
ats, furnishing goods, etc. 
Every Shoe Store Needs 
WANTED FOR EXPORT oan 
—— “MANCHESTER” 
YOUR | ny ee (Trade Mark Reg. U. S. Pat. Off.) 


We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 


Close-outa. 
NO QUANTITY TOO LARGE 
We also ase entire stocks 


PRICE 


$17.50 


hort Term Leases Taken 
We pay Highest Cash Value 
VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 
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Soften Counters 


The Right Way 


ON’T let your clerks do it 
by hand and risk break- 
ing or checking heels 


The Counter Flexity Machine 
softens counters all around the 
edge at a single stroke. 




















There is no doubt in my mind but that 
your machine is a very valuable necessity 
for any shoe store big enough to warrant 
the small expense of putting itin. Break- 
ing down counters and making heels 
split is a very common fault and your 
machine obviates it. No arguments would 
seem to be necessary to place the machine 
on the market. 


H. B. Scates, Wm. Filene’s Sons’ Co., 
Boston, Mass. 


Counter Flexity Machine Co. 


Lynn, Mass. 
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eae CURVED JAW CUTTING 


NEW YORK EXPORT 
PURCHASING CORPORATION N IPP ERS 


515-517 Broadway, New York City, N. Y. j The ay nipper 

ae — is just 
: , ‘ the right shape to cut 
tar sotall aged eheeotbe clocks of chews or ene 7  — out tacks on the in- 
other merchandise side of shoes. 


aw no object. 
‘or 30 years our specialty. **Manchester”’ 
Bank and Trade Mark Res. U.S. 


meee or ge SYNDICATE ‘ d t 
nl rs are made 0 + H 

610 Broadway, B his “grade tool steel, Milbradt Rolling 

Sheen: Chags 5550 nickel plated with a ‘ Step Ladders 

curved jaw that ena- 


sl bl to cut th 
DO YOU CONTEMPLATE tacks close to the 
Retiring or going out of business? = insole. _ 
I a Pay. value for your entire or surplus Be sure and specify 
Leases heaving a short term to run taken a ““MANCHESTER” 
over. Esta hed 25 years. i . 

curved jaw when or- 


I. OLENICK : 
413 Broadway, New York Tel. 9531 Canal | oomne us direct if 
your dealer cannot 


Job Lots of Shoes & Leather pe oe 
Are Sold Through the Frank W. Whitcher Co. 


Recorder Want Ad Page Patentees and Manufacturers 


5 CENTS A WORD Boston, Mass. 325-26W. Lake St. 
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Cable Address BOOTRECO 


the it; for this is 
the progress of the entire allied industries an aly age 7 ane ed their production 


Annual Subscription in United States, $3.50! per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root aN Newspaper Ass'n. Member of Audit Bureau of Circulations 


Each issue copyrighled by the Boot and Shoe Recorder Publishing Co. 
ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


Canadian, $6.00. 


Entered at the Post Office, Boston, Mass., as second-class matter 


Foreign, $10.00. 
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is $6. year, 

FOREIGN N SORSCHIPTION The price to all 
foreign countries ean the above is $10.00 
o- year. eo 

pocriptions are payable in in advance. 
ADVERTISE G RAT Card of Advertising 
tes furnished on application. For rates for 
Wents, for Sales, etc., see Want Page. 








Coultas Co., D. W., Providence, R. I 
Counter Flexity Ma ., Lynn, Mass. . 
Decorators Supply Co., 
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ADMIRATION LIGHTS A WOMAN'S 
EYES WHEN SHE CONTEMPLATES A 
NEW ACQUISITION IN FOX FOOTERY. 


STYLE AND QUALITY ARE BECOMING 
MORE DOMINANT FACTORS IN THE 
SALE OF SLIPPERS, PUMPS AND Ox- 
FORDS EACH YEAR. 


ADMIRATION RESULTING FROM THE 
EMBODIMENT OF THESE FEATURES 
IN FOX FOOTERY CONSTITUTES A 
FAR REACHING SALES STIMULUS. 


CHARLES K. FOX, 


HAVERHILL, MASS. 
BOSTON: 54 LINCOLN ST, 
CHICAGO: GREAT NORTHERN BLDG. 


Shelder ny NEW YORK: MARBRIDGE BLDG., BROADWAY 
920° AND 34TH ST.. ROOM 632. 





Entered as second-class mail at the Post Office at Boston, under the act of May 24, 1918 
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The One Best 
Bet Today 


The 
BROGUE 




















Full Wing Tip and Fox- 
ing—Pinked—Perforated 
Top of Quarter. New 
Twentieth Century Last. 


A,3to8 C, 3 to8 
B, 2 to 8 D, 3 to 8 


Made With Infinite Care—None Better Made 


er Side 

Whi k 

DELIVERY White Basel AT ONCE 
Mahogany Russia Calf 


Sold Only in Case Lots 
36 Pair to the Case 


Attractive Prices on Request 


CUSHING SHOE COMPANY 


Makers of 


OMEN’S 
48 Oxford St. WW x= Lynn, Mass. 
ELTS 
































‘The Leather 
for Fine Shoes 


“You get the Vode Kid Dealers’ Service 
with these Shoes”’ 


This shoe traveller has played his trump card. He has already 
described the good workmanship put into his line, pointed out 
the style which is in every shoe, and his customer has critically 
examined the leather of which the shoes are made and found 
it to his liking. 

And then the salesman tells him that this leather is Vode Kid, 
nationally advertised in a number of magazines like the Satur- 
day Evening Post and the Ladies’ Home Journal to more than six million 
families. He mentions the effective retail advertising service which merchants 
selling Vode Kid shoes are given. Naturally, chat clinches the sale. 


Write us today for a description of our Dealers’ Service. 
Stanparp Kip Manuracrturinc Co., Boston, Mass. 


Branches in New York, Philadelphia, Rochester, Cincinnati 
Chicago, St. Louis, and Montreal 
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FASTER TURNOVERS 
IN YOUR CHILDREN’S DEPARTMENT 


You can sell MORE shoes and keep a LESS variety of stock if you concentrate on PIED 
PIPER SHOES! That's the secret of PROFITS mm selling boys’ and girls’ footwear. The 
PIED PIPER Line enables you to do it — because it’s strictly QUALITY and sells at 


POPULAR PRICES! 


Real Nature Shape Lasts! Built of Solid Leather 
Throughout! Nail-less Heel Seat! Patented Insole 
and Outsole Construction forms FOUR SOLID 
LAYERS under the foot! Flexible as a Slipper! 
Perfectly Smooth on Inside! 


485—Mahogany Kip button, custom twill lined, best quality over- 
weight oak bend outsole, Goodyear stitched, C, D, and E widths, 
5 to 8 and 8% to 12 


484—Same as above in lace. 


In stock July Ist, also in Gun Metal button and lace. Also made to 
order in Smoke elk, Pearl elk, Glazed Horse, and Patent leather. 

















PIED PIPER |[ 971 


SHOES yi 971—Growing Girls’ Mahogany Kip lace, custom twill lined, best 
ana EREEEIDEREEEEeeeREE ee quality overweight oak bend outsole, rubber heel, Goodyear stitched, 
A, B, C, D, and E widths, sizes 214 to 8. 


974—As above. misses’, sizes 12 4 to 2. 
In stock July Ist, C and E widths. Made to order, B andjD widths. 


The prices of these PIED PIPER SHOES will convince you immediately 
of their REMARKABLE VALUE! You'll recognize EASY SALABILITY 
and RAPID TURNOVERS upon examining samples. Write for catalog, 
Prices and New Dealer Help material. 


Manufactured Exclusively by 


Marathon Shoe Co; 


WAUSAU - - - WISCONSIN 
oye th 
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-EXTENDING A HELPING HAND 

















We are launching our Advertising Campaigns in waves that sweep the country and wash the shores 
of foreign lands. 

The effectiveness of these Campaigns is attested by the inquiries that pour in on us by every mail 
from all parts of the English, French and Spanish-speaking World. Every one of them represents a 
business prospect seeking a Retailer or Manufacturer to whom his business will go. 

The business of the “F. B. & C.” Institution is too widespread and far-flung for our policy to admit of 
favoritism or discrimination. 


We create UNIVERSAL interest’and confidence in 


“F. B. & C. Kid” 


and depend upon the keenness and initiative of the Manufacturer and Retailer to capitalize 
this interest in his business. 

We deliver the business at your door—You must store it away in your bank accounts. 

We play the ball into your hands—you must make the goals. 

To the astute the idea at once occurs of telling the customer that they have shoes made of 
the most talked of leather on the market. 

Couple your local advertising up with our National Advertising and arrive with 
“F. B. & C. Kid.” 


SOME FAMOUS LEATHERS: 
“‘F, B. & C. White Washable Kid No. 81” 
“F. B. & C.” Bronze No. 00 
“F. B. & C.” Light Chestnut No. 7 
“F, B. & C.” Dark Chestnut No. 98 
“F, B. & C.” Smoke No. 24 











Amalgamated Leather Companies, Inc. 
(Formerly F. BLUMENTHAL COMPANY) 


Wilmington, Delaware 


The Largest Manufacturers in the ange a: of Glazed Kid and 














L 
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This book will ma 


Get a copy at once. It shows the kind of snappy, snug-fitting welts that 
your customers are going to demand this fall—styles that will be hard to 
get if you wait too long before placing your orders. 


The oxford and walking boot pictured here are two of the “good sellers” 
you will find illustrated. Drop us a line for your book and see what the 
merchants who know “live sellers” are selecting. 


THE MANSS-OWENS COMPANY 
CINCINNATI, OHIO, U.S. A. 
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A post card will bring a 
copy without charge 


Chicago Office and Salesroom 
1431 Republic Bldg. 


New York Office and Salesroom 
703 Marbridge Bldg. 


inomneeiiaitiiies 
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Our organization 
is an old estab- 
lished one, sound 
to the core. It has 


been constantly in business for sixty 
years, yet its executives are all young 
men under forty. Our product— wom- 
en’s, misses’ and children’s shoes —has 
been built to a value standard. 

a ow ao 
Every pair of shoes we make and sell to you can 
in turn be sold to your customer with the 
knowledge that they will satisfy. 


& a am 


Our business today rests on that best of all 
foundations, ‘‘satisfaction.’’ Back of our 
trademark—it appears above—is a shoemaking 
concern that’s in business to make money along 
sure, sensible lines, by the giving of real value 
to the merchant. 


m ad ad 
To do this we must have your business.con- 


stantly, therefore we manufacture our shoes of 
such quality and prices that you will order 


continually. 























ad am a 
Thus we both prosper. 
ad ad Sad 


Our trademark stands for all these things. 
Look at it again and remember it. 


Che Rarrishurg Shoe Mig. Co. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSZS SHOES CHILDRENS SHOES 
OF VALUE 


: ee eae 


BG 
Woy 








cage 











SVASVASVASIA NHANIASIASIAS DY BY YYYNY UAE 





May 8, 1920 BOOT AND SHOE RECORDER 





BEALS-PRATT SHOES 


You Can Always Distinguish Them By Style, 
Quality and Value 





That’s what your customers C Uae = Sin aS, 
will like about B-P Shoes— | 

they’re in a class by themselves ¥ 

when it comes to Style, Quality 

and Value. 


We believe that Beals-Pratt 
Shoes will come nearer to 
meeting the wants of your 
customers than any other 
Shoes of which we know. 


— -.* 


Many retailers have found that 
to be true, while many more 
new customers are finding it 
true every day. 


Beals-Pratt Shoe Mfe. € Co. 


Milwaukee Watertown 
Wisconsin Wisconsin 





NP 





Tan Vici, Tip Oxford, Lenox 
ast (new) 
6330—114% to2,DandE $3.25 
6331—8% toll1,DandE. 3.00 
6332—5 to 8, DandE 2.60 





GOOD LASTS FOR GROWING LASSIES! 
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Patent Leather her tlery Jane Tie, 
6100—1 4 DandE. ay 
Dand 


6101—8% toll. E. 
6102—5 to8, DandE.... 360 
Turn 
7050—3 to 8, D and E.. 
*{| 7051—1 to 5. D and E.. . 1. 


TRADE MARK 


IN STOCK 


























Plain Toe, 2 Eyelet, Ribbon Tie 
6225—Patent Leather, 11% 


S ee 
6227—Tan Vici, 1134 to2. 3.25 


Your children’s line is complete with 
3 W’s LENOX SHOES on your shelves 
—the kind of merchandise that will, at 
all times, satisfy both parent and child. 





Correct styles—right fit—long wear. 
Good sales — increased sales. 


Isn't this what youdemand? Remember. 





Weimer, Wright & Watkin Co. 


Manufacturers 


STOCK DEPARTMENT 


Bush Terminal Sales Building, 42nd and Broadway 


Philadelphia, Pa. 
35 So. Second Street 


New York 
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“Decidedly Thompson” 
CARRIED IN STOCK 


No. $-610 
Codeword 
“NOISE” 
GALLUN’S NO. 4 NORWEGIAN OXFORD, PERFOR- 
ATED, PINKED TIP, FOXING AND LACE STAY. 
THOMPSON'S BROGUE LAST, STITCHED HEEL 
SEAT. 




















WIDTHS, AA TO D 
SIZES, AA 8-11, A 7-11, B 6-11 
C AND D 5-11 
PRICE $10.25 
PER PAIR 





No. $-612 
Codeword 

“NORMAL” 
CLASSIC LAST, BROWN CORDOVAN 
BAL, CALF TOP TO MATCH, HEAVY 
SINGLE SOLE. 

WIDTHS, AA TO D 
SIZES, AA 8-11, A 7-11, B 6-11 
C 5-11, D 511 


PRICE $11.00 
PER PAIR 











Other “Decidedly Thompson” Men’s Numbers 
are Carried In Stock. 


Send for Stock Style Folder of all numbers. 


"| HOMPSON BROS.. SHOE (ce 73 
a MEN’S FINE SHOEMAKERS ; 
BROCKTON 


NEW YORK BOSTON CHICAGO 
. 930 Marbridge Building 207 Essex Street 35 Dearborn St. 
Address all communications to Brockton (Campello), Mass. 
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Style No. 
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TIGER & McNUTT 


0673C 


Denver 
218 Charles Bidg. 


May 8, 1920 












IN STOCK 


Ready To Ship 


| 
+ 
3 
3 
3 









A Correct Style 
Spring and Summer 
Women’s Black Glazed Kid welt oxford, 


Kenmore last, 6 eyelets, imitation tip, 134 
inch Cuban heel. 


4 to 8 
to 8 
4 to 8 
to 8 
to 7 


UTZ & DUNN CO. 


ROCHESTER ~ NEW YOIeK 


BRANCH OFFICES 
New York City 


Bush Terminal Sales Bldg. 


130 West 42d St. 
8S. A. McCOMBER 




















Price 


$8.25 


net 30 days 






for 














Los Angeles 


718 Story Bldg. 
G. C. McATEE 





















































































In line with a new policy we are inaugurating, we 
desire to announce to the trade the discontinuance 
of the following lines of shoes, which we will no longer 


handle— 


Boys’ and Little Gents’ Goodyear Welts and 
McKays. Growing Girls’, Misses’ and Chil- 
dren’s Goodyear Welts and McKays. 


To quickly dispose of our present stock of these, we 
have marked them at special prices. Merchants who 
desire to obtain unusual values in the above lines, 
are urged to send for samples and special price list at 
once. 
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To provide for further expansion, we have augmented 
the following lines, in which we will henceforth spe- 
cialize— 


A complete line of Felt Slippers and Warm 
Lined Shoes—for men and women. 

Women’s Comfort Shoes. 

Infants’ and Children’s High Grade Turns. 
Barefoot Sandals. 

Infants’ First Steps. 

Our Famous Guaranteed Line of Tredlite 
Steppers for Boys and Girls. 
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As before, we are prepared to offer in the above lines 
the choicest of values—and are able to ship your 
largest order direct from stock. 


Our Mid-Season Flyer, of which we distribute 40,000, 
illustrates some of the above specialties. If you 
haven’t received a copy, we will send one immediately. 


HENRY KLEINE& (0 


208-214 W. LAKE STREET 
CHICAGO 
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White Leather. 
Select a White Leather 
That’s Right. 
Specify The Whitest White~LEVORS: 


G. LEVOR & CO.,, Inc. 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE, N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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CUTHERE 


THEN 
MAIL 





CUT HERE 


The Menzies Shoe Co., 
Milwaukee, Wis. 


I am very much interested in building up my 
work shoe business and would like to know about 
The “‘Menz Ease” Testimonial Advertising Plan, 
that costs me nothing and has proven such a wonder- 
ful success. 

Send me the booklet “‘“How Van Alstine Sells 
Work Shoes” so I may get thoroughly acquainted 
with this business building plan. 
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EXCEEDINGLY POPULAR THIS SEASON! 


Two eyelet ties are in demand everywhere. It will 
not require an elaborate investigation to convince 
yourself that this H & T Tie is unusually good. 
Send for samples of it, and also our Brogue Oxfords 
in Russia Calf and Gun Metal at $7.75, and our 
many other styles In-Stock. 


































































































TWO EYELET TIES 


Imitation Turn Edge, Leather Louis 
Heel, Perfect Fitting Last. Goodyear Welt 


No. 6519—In Patent Colt............. cc cece ccccceee $6.75 
cee ened epoca wane 6.75 
Ne. 8639—Im Russia Calf. .... 2... ccc ccc cece cece 6.75 
No. 4519—In Havana Brown Vici................... 7.00 


Widths: A to D 


Hughes & Tansey, Ine. 


_ Sales Office and Stock Rooms 
128 Summer Street, Boston 9, Mass. 
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A NEW CREATION DISPLAYED BY 


IMPERIAL SHOE STORES, New Orleans, La. & JiWke 
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New Castle Leather Company. Inc. BaRAlae 
NEW YORK 3 BAIN 
BOSTON MONTREAL, CAN. CHICAGO fi z 
and the Principal Leather and Shoe Centres Gverywhere >| ‘on 
Factory, Wilmington,Del. ee | | 
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OXFORDS 


IN STOCK 


Stock No. 594 
WINCHESTER LAST 


Cherry Tan Calf Varsity Ox., Wing Tip. 
Sizes and Widths: AA, 7 to 11; A, B, 6 to 11; 
C,D,5toll. $9.25 


Stock No. 679 
REGENT LAST 


Brown Cordovan 

Varsity Ox., Wing Tip. 

Sizes and Widths: AA and 

A, 7 to 11; B, C, 6 to 11; D, 5 to 11. 
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Stock No. 580 


BROGUE LAST 
Gallun’s 26 Brogue Ox. Sizes and Widths: AA, 7 to 11; 
A, B, 6 to 11; C, D, 5 to 11. 


$9.50 


Stock No. 591 
WINCHESTER LAST 


Cherry Tan Calf Varsity Ox. Sizes and Widths: AA, 
Ato 11; A, B,6 to 11; “aaa to 11. 


Same as above in Brown Cordovan. 
$10.00 


Made by expert shoemakers and con- 
structed of the best materials. These styles 
are in greatest demand. All shoes sent in 
plain cartons and unbranded. 


Write for Catalogue 


THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street 


NEW YORK: 651 Marbridge Building 


CHICAGO: 1415 Great Northern Building 
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The above shows a pair of our str 
shoes in’ Men’s Welts with Goodyear ‘“Wingfoot”’ 
rubber heels. 
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ictly all solid leather 


We are using real leather and we’re not afraid to ask 
a price for that sort of merchandise. 


a Z RHILL, MASS. 


Makers of Shoes That Everbody Can Afford to Buy 


Boston Office and Sample Room 


143 Lincoln Street 
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Famous American Shoes 
MADE WITH 


y Barbour Grooved Endless Welting 


Number nine in the series 


HEAVY ENAMELED 
BROGUE OXFORD 
By 
Smith-Briscoe Shoe Co. 
Makers of Steadfast Shoes 
- Lynchburg, Va. 
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r NHE illustration is the ninth of a series of models from representa- 


tive American shoe manufacturers using 


BARBOUR GROOVED ENDLESS WELTING 


The far-reaching importance of high-grade, first quality welting is recog- 
nized by manufacturers of this class. 

Not the cheapest welting on the market but the most economical and 
satisfactory in final results. 
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| Barbour Grooved Endless Welting 


MANUFACTURED BY 
BROCKTON RAND COMPANY 


BROCKTON, MASS. 


BY INVITATION 
MEMBER OF 














NEW YORK, U.S.A. 
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THE 50 OR MORE STYLES ALWAYS CARRIED /N STOCK CAN BE SHIPPED 
WITH BEACON OR SPEEOWELL TRADE MARK OR UNBRANDED. 
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A PATENT LEATHER OXFORD 
THAT CAN BE RETAILED FOR $10.00 


SATISFACTORY PROFIT FOR YOU 
REAL VALUE FOR YOUR CUSTOMERS 


A SHOE THE CONSTRUCTION OF WHICH 
INSURES SERVICE WITH COMFORT 


READY FOR SHIPMENT 
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Stock No. 
B320 


TREND LAST 


Patent Leather Dancing Oxford, Plain Toe, Haircloth Re- 
inforced Tip. Without Box. Light Outersole, Beveled Edge, 
Close Trim. Turner Flexible Innersole. Leather Heel. 


SIZES: B, 6-11; C, 5-11; D, 5-11 
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‘F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester 
Chicago, Ill. New Hampshire 
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Order from nearest point. 
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Le UNT-RANKIN 
< y | LEATHER CO; 


VELVETTA CALF 


Manufacturers of Calf Leather 
Exclusively 


Velvetta Calf 


A fine suede leather made in stand- 
ard colors. 


Tuscan Calf 


Smooth and Boarded finish. Black 
and colors. 


Russia Calf 
QP OA OTS Smooth finish, standard colors. 





There is no better leather 
made. 


| HUNT-RANKIN LEATHER CO 


106 BEACH ST.,BOSTON, MASS. 


| U.S.A. | 









































Registered Trade Mark. 


KEEPS WHITE SHOES WHITE 


HENEVER you sell a pair of white boots or 
shuves you have a customer for ‘‘ BLANCO.” 
Whenever you sell a tin of ““ BLANCO” you have 
made a satisfied customer—one who will return again 
and again. 
For “BLANCO” is an eminently satisfactory 
article—it is ‘te White Cleaner far excellence. 


It does the work it is intended to do and does it 
thoroughly and well— without trouble. 


So, when you order your stock of White Footwear 
order their inseparable companion 


~BLANCO. 


“ Keeps white shoes white.” 


The profit is as satisfactory as the article itself. 


Order NOW from your Wholesaler. 
Made only by 
Joseph Pickering & Sons, Ltd., Sheffield. 
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HOWES BROS.@, 


SOLE LEATHER 
















SELECTED 


in Heavy, Middle and Light 
weight, Various Grades. 


DISTRIBUTED 


in Sides, Backs, Bends, Bellies, 
Shoulders and Heads. 


Thirteen Tanneries; 2,000,000 
pounds of hides per week. 







TANNED 


from Foreign and Domestic 
Green and Dry Hides. 









blame AND 

OFFI 

HIDE PURCHASING ST. LOUIS, 1221 Gratiot St. 
OFFICES CHICAGO, 229 West Lake St. 






CINCINNATI, 713 Main St. 
LEICESTER, ENGLAND, 
12 DeMontfort Chambers. 





Buenos Aires, Argentina, 
New York City, 
Boston, Mass. 







Main Office and Warehouse 
321 Summer Street, Boston, Mass. 

















CUT SOLE DEPT. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and Sort- 
ed to Standards by: Experts. 
Enlarged Capacity and Variety 
of Grades enable us-to supply 


FINDERS DEPT. 


Oak, Union and Hemlock, 
TAPS, TOPLIFTS, STRIPS, 
BENDS and BLOCKS. Va- 
riety of selections to meet 
every requirement of the Shoe 





all demands. Repairing Trade. 


MANUFACTURERS TOPLIFT 
FACILITIES | 
Large Capacity Prompt Service 
Extensive Range of Styles 


MANUFACTURING PLANTS DISTRIBUTION OFFICES 


Cut Soles - 90 Wareham Street Cut Soles - - - 321 Summer Street 

Fi d 321 Ss mer Street Finders os e© ee @ 321 Summer Street 

ae - -5 =a BOSTON, MASS. 
BOSTON, NEW YORK; CHICAGO, CINCINNATI 














MASS. and ST. LOUIS 
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Our Extremely Reasonable Prices On These 


White Turn Oxfords 


Are Keeping Us Busy Shipping Them. 


We are just getting in these timely styles, having ordered them months ago. 


The price has advanced twice since that time. So our foresight is your gain. 





White Eve Cloth Oxfords Pat White Eve Cloth Pumps 


|  1595—Wos. Eve Cloth Pump, Turn, Full 
1597—Wos. Eve Cloth Oxford, Turn, Full | Louis Heel. A, B and C Wide. Price. $3.00 


Louis Heel. A, B and [ W ide. Price $3.25 | 1591—Same thing in Canvas. A, B, "ie and D 


1593—Same thing in Canvas, Louis Heel. | Wide. Price 

B, C and D Wide. Price . | | 1594—Wos. Eve Cloth Pump, Turn, 14-8 
| 
| 











| Covered Heel. B, C and D Wide. Price, $2.65 
| 1590—Same thing in Canvas. B, C and D 
| Wide. Price y 














Special— For Delivery May 15th 
Women’s White Canvas Theo Ties 
1584—Wos. Canvas Theo Tie, Turn, 1-2 Louis Heel, White Suede, 
Quarter Lined, B, C and D Wide. Price 
1585—Same thing, 13-8 Covered Cuban Heel. Price 
Better Speak for Yours Now. Orders Filled in Order Booked. | 











—Seeeeeesaaase 


All Packed in 36 
Pair Cases, and Sold 
only in Case Lots 


These Illustrations 
Faithfully Show the 
Styles of the Above Lots 











Samuel Cohen 
‘*The House That Undersells’’ 


72 Lincoln St. Boston, Mass. 
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3] QUALITY— 
FOOTWEAR 


K-Z Welts for Little Folks 
are Built with that as their 


MOTTO 









Concentrate on the 


broad line of K-Z 





No. 2034 . . 
Patent Colt, Mat Kid Top, quality shoes and 
Tredahure. Last No. 16.. Sizes make your profits 


¥4-11, D and E Width. A 
on quality. 





KALT-ZIMMERS MANUFACTURING CO. 


MILWAUKEE WISCONSIN 


il a A, 
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ACE CALF 


BK 














INENESS of leather quality de- 


pends upon fineness of texture. 


And in its beautiful mellow feeling Maintains 
texture lies the chief charm of Ace Calf. A 


It comes from our carefully selected raw Standard 
stock plus a tannage which improves , 

and more closely knits the grain of the Reputation 
leather. 


Ace Calf will improve your shoes. It 
takes and retains a high polish. 














J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 
NEW YORK OFFICE—154 Nassau St. 

CABLE ADDRESS ... “TENRAB” 
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5 
B&S 
THE 


BINGER 
COMPANY 

















43 West 13th St. \ 
New York, N. Y. \ 


Gentlemen: N 


Yes. I am interested 
in any plan that will 
show me how to increase 
my business. Send me 
your book and I will read 
and return it within 10 days, 
or pay you $2.50. 





















Live Shoe Store 


Owner or Manager 
















—is always interested to learn how “the other fellow” makes 
his store pay bigger profits. We have published a book 
describing the PLAN which Mr. Foster writes about. 
This same PLAN has increased business for hundreds 
of other shoe stores—and you ought to know all 

about it. 


Cut out, sign and mail 
the coupon TO-DAY 













Name 











Store a 













Town State. 














GLAZED KID 


Me?! manufacturers are glad to have 
deal 


alers call for its use in their orders. 


We do not flatter ourselves that many of 


them continue to order KOSMO KID 
through friendship for us. 


It’s the consistent performance of KOSMO 
KID that makes them repeat their orders. 








L.AGOOS @&CO, Ine 


68-72 SOUTH ST BOSTON, MASSACHUSETTS 








Tannery - - - - Lynn,Mass 
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DONALD SHOE COMPANY 
IN STOCK STYLES 


THAT ARE READY FOR YOUR 


1 8 


IMMEDIATE DEMAND 


GET 
THESE 


TURNS OF QUALITY 
Philadelphia Made 


No. 100—No. 101 No. 104—No. 105 
Pat. Chrome—Sea I. Duck Pat. Chrome—Sea I. Duck 


D and E, 2-5 Sewed Seat. D and E, 2-5 Sewed Seat. 
C, D and E, 4-8 Wedge Heel. C, D and E, 4-8 Wedge Heel. 
B, C and D, 8-11 Wedge Heel. B, C and D, 8-11 Wedge Heel. 
A, B, C and D, 11-2, 4/8 Heel. 7 A, B, C and D, 11-2, 4/8 Heel. 


These salesmen will gladly display Fall samples and give prices: 


MR. HARRY RACE, South. MR. F. P. SWETTING, Wisc., Iowa and 


MR. A. H. ELLIOT, N. Y. City, State Minn. 
and New England. MR. J. G. DUNCAN, Indiana, Ken- 


MR. KARL HEIMBERGER, Himself, tucky and Tenn. 
Wm. Penn Hotel, Pittsburgh, Pa. MR. MARK BROWN, Pacific Coast. 


MR. EUGENE HANSZEN, Texas, Oklahoma. 


These turns for little feet have all the style that can be put intoa 
child’s shoe. At the same time, they are unsurpassed in point of wear. 
A worth-while sales proposition for any store. 


THE DONALD SHOE COMPANY 


239-241 No. 6th Street Philadelphia, Pa. 
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It is no surprise to the multitude 
of dealers in 


“Onyx” oo: Hostery 


Reg V3 Pet oreq 





that the popularity of this Brand 
Is sO great today. 


Each year they have felt a steady 
increase in the public demand for 


“ONYX.” 


And what is more important— 
they have seen “ONYX” popularity 
reflected in their cash registers. 


Emery & Beers Companylne 


Sole Owners of “Onyx” Hosiery 


BROADWAY AT 24th STREET 
NEW YORK 


Chicago Office: 


Boston Office: Philadelphia Office: 
The Lytton Building 


31 Bedford Street 1033 Chestnut Street 


San Francisco Office 210 Pearl Street, Mutual Life Building 
259 Geary St. Buffalo, N.Y. 
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Scherer 
Colors 


HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 

CHAMPAGNE No. 18 
TERRA COTTA No. 3 
BRONZE No. 34 
WINE No. 6 

MIDNIGHT BLUE No. 14 
BELGIAN BLUE No. 21 
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Ch OCYOrs 


© /Kid 


‘MAKES BETTER SHOES STILL BETTER 


N ordering shoes nowadays leather 
selection should be a more than 
ever important consideration. 


Select Scherer’s Kid for your fine 
shoes and it will give your customers 
at a glance a convincing assurance 


of quality. 


The care and experience of many 
years makes Scherer’s Kid what it 
is—the utmost in fine colored kid 


leather. 


29 SPRUCE ST N.Y. 


FACTORY NEWARK N.J. 
OR/GINATORS OF AND LEADERS 1N FANCY COLORED KiD 
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Always Healthy 
HE pulse of Educator de- 


mand is always uniform, regular 


and normal. That is why retailers call 
it “a healthy, ready-made business.”’ 


Educator advertising maintains voluminous Public in- 
terest and confidence due to its extraordinary appeal 
to reason and personal comfort. 


Educator.Shoes are conductive to retail success because 
they are productive of healthy, comfortable feet and 
subsequent consumer satisfaction, which mean repeat 


sales. 


The Rice & Hutchins Companies 
Distributors of Educator Shoes 
192 Duane Street, New York City 90 South Pryor Street, Atlanta, Ga. 
233 W. Monroe Street, Chicago, Ill. Joseph I. Meany & Company, Inc., 
1025 Washington Ave., St. Louis, Mo. 16 North Fifth St., Philadelphia, Pa. 
Cor. Third & Race Sts., Cincinnati, O. The Atlas Shoe , 


210 St. Clair Ave., N. W., Cleveland, O. 614 Atlantic Avenue 
‘ 101 Hopkins Place, Baltimore, Md. 


RICE & HUTCHINS 


FoUCATOR 
SHOE® 


Rice & Hutchins, Inc. 


10 High St., Boston, U. S. A. 























Which Way are the “Trade Winds” 
Really Blowing? 
An Opinion Upon the Trend of Business 


Conditions in America 


By EVERIT B. TERHUNE 


MANAGER BOOT AND SHOE RECORDER 


T is high time that a certain type of American business men cease 
worrying, and take comfort from some plain, easily-discoverable 
facts. 

I am getting a growing conviction that in some commercial quar- 
ters pessimism is masquerading as marvelous shrewdness, far-sight- 
edness, conservatism. 

I sense a tendency on the part of a few business men here and 


there to construe present unusual commercial conditions as the in- 
evitable forerunner of panic conditions. 


Also, I can put my finger on what I consider a very stupid inclina- 
tion among certain thoughtless persons to shrug their shoulders at any 
mild suggestion that the business of this country is not necessarily 
going to blow up with a loud and resonant crash within the next eigh- 


teen months! 


e 


If one has the interest to chase this pessimism to its source, then 
puts that source under the magnifying glass of intelligent, uninflamed 
business analysis, of what does he find it to consist? 

Just this: Commodities are very high; the consuming public is 
crying more nearly in unison every day for lower prices; labor is in 
an aggravated state of unrest; and commercial, social and political 
conditions in Europe are generally bad. 


Granted — every bit of it! 





























But, even so, please permit some of us to retain our mental equilib- 
rium; bear with us while we decline to become frenzied over these 
things, and allow us for a moment to put the facts through a labora- 
tory test. 

Which way are the “ trade winds ” really blowing? 


e 


So far as I know, or can find out, no business depression in the 
United States ever occurred in or immediately followed a period in 
which money was anywhere nearly as plentiful as it is today and has 
been for two years — with a record-breaking gold balance to justify 
and even necessitate it. 

So far as I know, or can find out, no commercial cataclysm in this 
country of ours has ever come at a time of conspicuous wnder-pro- 
duction of necessities. Over-production has been a contributing cause 
of business lethargy. 

And so far as I know, or can find out, no real business paralysis 
has ever accompanied or immediately succeeded a time when the 
working man — or the farmer — was anywhere nearly so much the 
master of his financial destiny as he admittedly is today, and is ad- 
mittedly going to continue to be for many years to come. 

Truly, I think the well-known volatile temper of the American 
business man has never been more strikingly demonstrated than in 
this silly inclination on the part of a few of him to mistake the prob- 
ably approaching readjustment of commercial matters for a stag- 


nation. 
e 


And here, I think, we get the real answer: We shall have a clari- 
fying of industrial relations, a straightening-out of commodity values, 
and perhaps of trading prices and profits ratios — but a panic, a 
business depression, a period of radical commercial curtailment, NO/ 

I am quite satisfied to let the coming twenty-four months prove 
me a false or true prophet. 

What I am principally quarreling with is the superficial character 
of the judgment that a few self-appointed calamity-howlers always 
insist on applying to a business situation whenever it is anything but 
100 per cent. rosy. 





























They can deal in nothing but extremes. 


They like to interpret a prospective, natural easing-off of abnor- 
mally high prices as a bottom-dropped-out affair. 


They view an upset labor situation as forecasting an industrial 
tragedy — entirely forgetting, apparently, that a labor crisis never 
comes when production of living necessities is tremendously under 
normal requirements. 

To them the unparalleled accumulation of gold reserves in this 
country at present, with its unavoidable influence toward high prices, 
high wages and popular extravagance, means nothing at all! 


e 


Two years ago everyone was proclaiming, truthfully, that “ busi- 
ness in the United States is just entering an era of the greatest pros- 
perity it has ever known.” 

Right! — and we ARE in tt, and, tf we we will merely ignore or sup- 
press the stupid croakers, we shall easily continue in that prosperity for 
many, many years! 


& 


The War set the international stage for this precise prosperity. 
By it we became, involuntarily, uncontrollably, the logical supply 
source for a good share of the rest of the world for the major part of 


ten years — probably longer. 


Do we business men of the United States now purpose throwing 
this advantage — this responsibility — to the four winds, merely to 
give foolish substance to the frothiness of a few false prophets whose 
teeth begin to chatter the moment the consuming public pauses and 
reflectively scratches its chin? 

I talk business with a great many men influential in the shoe in- 
dustry and in other lines; and, believe me, I get facts. 

We discuss production, sales promotion, distribution — and ad- 
vertising. A business paper like Tur Boor anp SHoE REcORDER 
must get close to the real structure of the country’s commerce. 


























If I should epitomize the worth-while statements made to me of 
late by the worth-while men of business, they would come down to 
about this: 

*‘Let’s not even dream of poor business while all 
about us we have, and must for a long time have, the 
elements that always make business secure.” 

** Any business man who thinks he can foresee com- 
mercial depression when his own country and half the 
rest of the world are clamoring for goods ought to be 
surveyed by an alienist! ” 

“We should at least scratch the surface of our tre- 
mendous trade advantage before we begin to wonder if 
we have exhausted it.” 


e 


I want to say that business journalism is an excellent barometer 
of coming business conditions. Advertisers are as canny as they 
make them! An advertiser can scent a distant slump in business more 
keenly than any other kind of business individual I know. 


Advertisers in the footwear field are not apprehensive of the future, 


Those who are the real thinkers can see business in the United States 
on nothing but a solid foundation — made so by practically every 
economic factor required for commercial security. 

Yes, prices are going to be revised downward, some time; broad- 
cast personal extravagance is going to run its course, and prosperous 
sanity return; labor is going to rub its eyes clear and jump enthu- 
siastically into the pleasant and profitable work of making production 
more nearly match the demand for it. 

Who are going to straighten out the situation, and bring America’s 
business to its proper basis without interrupting it? 

The American people themselves — of course! 

They have always been able to get about anything on earth that 
they wanted. They are always the final controlling factor in our busi- 
ness life, if they wish to be. 

They don’t want business depression. 


Therefore, we are not going to have it. 
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